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HIGHEST QUALITY 


SINCE 1886 


ee ~ me 


BEST VALUE 


FOR OFFSET NIPPLES, NO-THREAD FITTINGS, CONDUIT BODIES... 


EDNEY {LWAS/ 


YOU CAN ALWAYS rely on Gedney Fit- 
tings to cut installed costs and save real 
money. For Gedney Fittings are always ac- 
curately machined and threaded . . . smooth 


finished, with no burrs or metal particles 
. made of 
. . . For best 
profits, order Gedney Fittings, always! 


. quick and easy to install . . 
unbreakable malleable iron. 


TYPICAL OF THE FULL GEDNEY LINE OF MALLEABLE IRON FITTINGS ARE: 





Offset Nipples in sizes from 42” to 2”, with 
%"' offset. Cadmium plated. 





A wide choice of No-Thread 90° Elbows for 
rigid conduit, and of No-Thread Couplings and 
Connectors for Sealtite* conduit — all cadmium 
plated. 


*Trade Mark—The American Metal Hose Branch of The American Brass Co 








GEDNEY FITTINGS FIT 


Conduit Bodies in a full range of types and 
sizes for heavy wall rigid conduit —hot dip 
galvanized. 








RKO BLDG. « RADIO CITY + NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn. 
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Now Presenting a COMPLETE line! 


WALKER «BULLDOG 


ELECTRICAL CO., INC. ELECTRIC PRODUCTS CO. 























ne 4 JACKSONVILLE 


An association to bring you a complete line of: 


Switchboards LO.X Feeder Bus Duct 
Panelboards Plug In Bus Duct 

Type A and C Safety Switches Industrial Trolley Duct 
Type D Safety Switches Universal Trolley Duct 
Service Entrance Equipment Wire Ways 

Load Centers Fusible Type Enclosed Circuit Breakers 
Load Centers Circuit Breaker Type Metering Equipment 


stock of both Walker and BullDog produ 
roviaing overn ight hi ioment thr ugh ut t 
itiona Di trict offi ces give you faster more 
e available through the Dist 


for any engineering services. 
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Southeast’s Largest Electric Furnace 
To Increase Our Steel Output by 50% 


DIXIE’S LARGEST 
ELECTRIC FURNACE 


Uses as much electricity a day as 
a city of 10,000 population. 
Makes a heat of steel in about 4 


hours, compared to 8 hours or 
more for an open hearth furnace. 


Can be fully charged in less than 
30 minutes, or 7 times as rapidly 
as an open hearth furnace of the 
same capacity. 

Requires no pig iron for produc- 
ing lo rbon steel—uses scrap 
alone without impairing quality. 
Is equipped to produce high- 
carbon, special strength alloy 
steels, including stainless. 


To Meet the growing demands of national defense and civilian 
needs for more steel, we are proud to announce the addition of 
the Southeast’s largest electric furnace to our steel-making 
facilities. 

This new, 60-ton giant will increase our output of steel ingots 
by 50°(, resulting in a corresponding increase in the production 
of steel products bearing the name “DIXIsTEEL.” 

This one new, ultra-modern furnace will produce half as much 
steel as our present three 75-ton open hearth furnaces, which 
produced over 200,000 tons of steel ingots in 1951. 

Now more than 300,000 tons of DixisTEEL will annually find its 
way into the hands of our customers throughout Dixie, many of 


whom we have served for more than a half-century. 


Atlantic Steel Company 


DInsS EEL 


ATLANTA, GEORGIA + EMERSON 3441 
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Superior Plant Wiring forHot Spots’... 





ome 


THERMOPLASTIC INSULATED WIRES AND CABLES 


Whenever your electrically operated equipment is OTHER ROME SYNTHINOL APPLICATIONS: 


Rome Synthinol, Type TW—This small diameter building 
wire is approved by the Underwriters’ Laboratories, Inc. 
for use in wet locations under the rules of the National 
Electrical Code 


subjected to extreme heat, moisture or corrosive con- 
ditions, it will pay you to “wire up’ with Rome Syn- 


thinol 901 wires and cables. They have proved far 
» Rome Synthinol Machine Tool and Control Wire—Adopted as 


superior for equipment wiring as well as for feeders 
and branch circuits in steel mills, chemical plants, oil 
refineries and other “hot spots.” 


standard wiring by machine tool manufacturers for ex- 
treme durability and excellent resistance to oils, acids, 
alkalies, common cutting solvents and flame. Under 
writers’ Laboratories approved as Type TW, with end 


: - : . : use approval for 80° C. operation in air; 60° C. where 
A resin plasticized polyvinyl chloride type of insula- exposed to oil and in wet locations. Conforms with Na- 


tion, Rome Synthinol 901 provides longer service life tional Machine. Tool Builders’ Association Standards 
: : « Send for the Rome Synthinol Bulletin 

under high operating temperatures. It also offers ex- 

ceptional resistance to moisture, oils, greases and 

chemicals. Underwriters approved for 600 volts at 


90° C. when used as an appliance lead wire. It Costs Less to Buy the Best 


ROME CABLE CORPORATION, Dept. ES-5, Rome, N. Y. 


Please send me your Rome Synthinol Bulletin. R E Cc B L E 


Teme | Corporation 


Company ROME +- NEW YORK 


Address 


TORRANCE CALIFORNIA 


City Zone State 
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HOW CURRENT EVENTS WILL AFFECT BUSINESS TRENDS 





® As THIS COLUMN is being pre- 
pared the steel wage-price muddle 
is still the main topic of economic 
importance. As was pointed out in 
this column some months ago “the 
major problem is not a question of 
a strike but rather the pattern of 
price and wage control that will 
emerge as government policy.” 

It appears that this statement 
Was more factual than was even an- 
ticipated when the earlier article 
was prepared. The federal govern- 
ment, through seizure of the steel 
properties, has actually gone on 
record now as supporting the in- 
creased wage demands of the union 
leaders. This may touch off (and 
probably will) a new round of infla- 
tionary wage increases that can 
only be handled by industry 
through some form of price in- 
crease for the products they manu- 
facture. 

This is unfortunate, because the 
majority of price statistics pre- 
pared by government and private 
agencies clearly indicate a declin- 
ing price pattern at the present 
time. Under such conditions a 
wage increase is not necessary and, 
in fact, may cause serious economic 
consequences in the near future. 

A brief reference to the past his- 
tory of business cycles in this coun- 
try will show that 
wage demands by 


unnecessary 
labor groups 
upon industry at times when mild 
deflation was beginning had a pro- 
found effect upon the speed and 
severity of the depression trends. 
In other words, if steel unions press 
for wage increases at a time when 
deflationary conditions are preva- 
lent it may take more than govern- 
ment spending to hold the national 
economy in a mildly 
condition. 


prosperous 


If all parties recognize the seri- 
ous aspects of the current situation 
and eliminate political haggling 
that undermines our national eco- 
nomic then undoubtedly 
we can maintain a sound wage- 


welfare, 


ELECTRICAL SOUTH for MAY, 1952 


by J. Whitney Bunting 


This month's contributor 
to Economic Comment is 
director of the Bureau of 
Business Research, Univer- 
sity of Georgia, and pro- 
fessor of economies. 


o 
price policy that will continue the 


present 
curity. 


economic pattern of se- 


Home building may expand 
Spring is always the season of 
the year when home building re- 
ceives new impetus. This year is 
not far different from other years 
in this respect. People are in the 
building frame of mind, and in 
spite of material shortages, many 
new homes have been started or 
This 
would appear strange in the face 


are in the planning stage. 


of control agency statements that 
both credit and materials are in 
short supply. 

Many lending authorities report 
that more family units have now 
been able to save the heavier down 
payment from their increased sal- 
aries and the limitations upon 
other forms of credit buying. Thus, 
a forty per cent down payment is 
no worse upon the pocketbook today 
than was the old twenty per cent 
requirement of some years ago. 

Moreover, many contractors and 
builders, wise to periods of mate- 
rial shortage in the past, have un- 
tapped stock piles of building mate- 
rials ready for use when conditions 
Much of this ma- 
terial is now entering the active 


are favorable. 


construction picture and appears in 
the boom crop of new homes in 
most all communities of the nation. 

A fact of importance not gener- 
ally recognized is the speed of ob- 
solescence of many homes not even 
ten years old. Probably the most 
important factor in the latter trend 
is the impact of television upon 


home design. Living rooms previ- 
ously were designed for formal or 
informal 
purposes. 


visiting and discussion 
Now the trend in living 
room layout and design is to pro- 
vide optimum viewing for the tele- 
vision set. 

Further, the old fashioned sec- 
ond living or sitting room shows 
promise of a return as a television 
room. Other features of home de- 
sign are almost as_ revolutionary 
and cause a direct increase in the 
rate of home obsolescence. 

Thus, the first weakening of 
home loan controls and material re- 
strictions should see a great up 
surge in home design and construc- 
tion. 


Signs from production 

Reports are increasing from all 
areas of the nation that some man- 
ufacturers are noticing slight over- 
production conditions. The south- 
ern textile industry has considered 
itself as overproduced for the past 
twelve months and it is true that 
some warehouses are bulging with 
unsold soft goods. Passenger tire 
manufacturers claim an oversupply 
in some lines and are offering sharp 
reductions in prices. 

On the other hand, automobile 
manufacturers and television pro- 
ducers, who were expected to hit the 
doldrums this year, are still selling 
their products at a merry clip in 
spite of all forms of credit controls 
The consumer demand pattern in 
the United States is often difficult 
to fathom but cautious buying plus 
a strong desire to save seems to 
have reduced the 
mand for most manufactured prod- 


immediate de- 


ucts. 


Wholesale trend in 

sales and inventories 
FEBRUARY 

goods wholesalers, all classes of 


sales of electrical 


houses combined, rose seasonally, 
5 per cent, above the January level, 


5 





fol <= Gott dl oslo k-Peytloiel-\-t-745 7 
with LITHONIA Lighting 





a 
oe 


(ore 89) 74 F 
Above Illustration AC wea’ 


in THOMASTOWN 
Elementary School for 


LA GRANGE, GA. 
Fixture Illustrated 


Che “CHIEFTAIN” SCHOOLS 


2 Lamp—4, 6 or 8-foot lengths Thousands of these modern, efficient fixtures 


" " have been installed in schools throughout 
Metal or Plastic Sides 
the south. For successful bids, specify 


Slimline or Conventional LITHONIA LIGHTING FIXTURES. 


Lithonia LIGHTING PRODUCTS CO., INC. 
LITHONIA, GA. 
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but indicated a drop of 20 per cent 
below February, 1951, sales. Cumu- 
lative sales for the first two months 
of 1952 were down 24 per cent 
from the corresponding period of 
1951. 

Regionally, sales increases of 3 
to 16 per cent over the previous 
month were experienced in all but 
one geographic division—New En- 
gland, which reported a decline of 
6 per cent. Compared with a year 
ago, however, all regions indicated 
sales declines ranging from 10 per 
cent in the East South Central di- 
vision to 26 per cent in the West 
North Central area. 

Contrary to the trend of other 
classes of electrical houses, wiring 
supplies and construction material 
distributors indicated February 
sales 7 per cent below the January 
level, but 4 per cent above a vear 
ago. Appliances and _ specialty 
wholesalers reflected the largest 
increase (12 per cent) over Janu- 
ary sales, and the sharpest decline 
(833 per cent) below February, 
1951. 

Estimated total sales of all elec- 
trical goods wholesalers for Feb- 
ruary amounted to $402 million, 
$21 million above the January esti- 
mate, but $120 million lower than 
February, 1951. 

Inventories (at cost) of electri- 
cal goods wholesalers at the end of 
February rose 2 per cent above the 
January 31 level and were 29 per 
cent higher than stocks on hand 
February 28, 1951. While other 
classes of houses indicated inven- 
tory gains, appliances and_ spe- 
cialty wholesalers reported no 
change from the January stock 
level and a decline of & per cent 
below February, 1951, stock. 


At the current rate of sales of 
330 electrical goods wholesalers 
reporting inventories in conjunc- 
tion with sales, stocks on hand rep- 
resented approximately 63 
business, about 6 days’ supply less 


days’ 


than reported for January, but 25 
days’ more than on hand a year 
ago. 

Total inventories of all electri- 
cal goods wholesalers were esti- 
mated at $727 million, $10 million 
above the January level, and $63 
million more than February last 
vear. 


Transformer demand 
slackens in 1952 

REDUCED volume of business in 
the first half of 1952 has consider- 
ably eased the pressure on mate- 
rial allotments, the Specialty 
Transformer and Fluorescent 
Lamp Ballast Industry Advisory 
Committees reported recently at a 
joint meeting with the National 
Production Authority. 

Decline of 
present 
transformers and fluorescent lamp 


orders has slowed 


production of specialty 
ballasts to the point where some 
plants are operating at from 70 to 
75 per cent of capacity, manufac- 
turers said. However, increased 
production is anticipated in the 
last half of the year, which is nor- 
mal seasonal high for the indus- 
try. 

Basing its estimates for lighting 
equipment on new building con- 
struction, the Fluorescent Lamp 
Ballast Committee said its require- 
ments for 1952 should approximate 
those of 1951 but 
ments may be almost 10 per cent 
higher. 


1953 require- 


The Specialty Transformer Com- 
mittee, less optimistic in its pro- 
duction forecast, anticipated a pos- 
sible upward trend toward the lat- 
ter half of the year. 


New industrial plants 
for the Southeast 

APPROVAL of materials for the 
second quarter of this year to per- 
mit the construction of plants in 
the Southeast to cost an estimated 
$594,125,000 was announced re- 
cently by the National Production 
Authority, U. S. Dept. of Com- 
merce. 

The projects, to be constructed 
in Alabama, Florida, Georgia, Mis- 
sissippi, South Carolina, and Ten- 
nessee, cover a total of 115 con- 
struction operations of both large 
corporations as well as small busi- 
ness firms. 

The estimated cost of the indi- 
vidual represented the 
over-all cost of the project and not 
just the value of the second quar- 


projects 


ter allotment of materials. 

Included in the approvals were 
the following projects with types 
of products being produced and to 
be produced: 

Lehigh Portland Cement com- 
pany, Bunnell, Fla., cement, $11,- 
062,290; E. I. Dupont company, 
Woodstock, Tenn., chemicals, $5,- 
175,000; Spencer Chemical 
pany, Vicksburg, Miss., ammonia 
and nitric acid, $13,958,000; Chem- 
strand Corporation, Decatur, Ala., 
fiber, $25,540,000; 
E. I. Dupont company, Pensacola, 
Fla., nylon project 9999, $84,414,- 
000; Mathieson Chemical Corpora- 
tion, McIntosh, Ala., chlorine and 

(Please turn to page 74) 


com- 


staple acrylic 





Wholesale trends— 
Estimated total sales of 


CTRICAL WHOLESALE 





all electrical goods 
wholesalers for Febru- 
ary, 1952, amounted to 
402 million dollars, an 
increase of 21 million 
dollars above January, 
1952, but 120 snillien 
dollars below February, 
1951, sales. Electrical 
wholesalers’ inventories 
as of February, 1952, 
were estimated at 727 
million dollars, an in- 











crease of 10 million 
above January, 1952. 
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experience. — 
‘ Look eo Alcos for yone-shemlons wire sad cable ..« 
gan bay hk erent 


NOW 6:30 P.M. EDST every Sunday — 
es « IT NOW” with Edward R. Murrow 
. brings the world to your armchair . 
CBS Television 
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ALCOA 
ACCESSORIES 


Alcoa offers a complete 
line of job-proved acces- 
sories for aluminum cable 
and ACSR. 











Ww 
Westinghouse 
Fluorescent 

|. Mercury lamp 

_ Gives Golden- 

| White light 


’ . +h . 4 usual mercury 
Here’s the biggest lighting news lame euniliesion. 
since the introduction of the fluores- 

cent tube! The new Westinghouse 






FOR INDOORS 

The J-H1 gives 
plant interiors 
golden-white 
light from stand- 
ard H-1 sockets; 
needs no addi- 





400-watt fluorescent mercury lamp 
produces a golden-white light suit- 
able for practically all industrial 
lighting. In addition, the J-H1 has 
all the important mercury lamp ad- 
vantages of high light output, top 
efficiency and long life. You can get 
complete technical data and prac- 
tical application information by 
contacting the Westinghouse Lamp 





FOR OUTDOORS 

, The J-H1 is ideal 

Sales Office nearest you. Or simply for dite large 

write the Lamp Division, Westing- areas to combine 

re — the efficiency, high 

house Electric Corp., Bloomfield, ac light output, and 

long life of mer- 

New Jersey. cury lighting with 
5 a whiter light. 








AGAIN WESTING- 
ve Ick rire 

you CAN BE SURE...IF ITS HISTORY! Com, 
EE plete coverage of 

Presidential Cam- 


& paign from conven- 
tions to election over 
CBS television and 


radio. 
kb 
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ILG UNITS FOR EVERY VENTILATION NEED. Portable a standard ILG unit designed to provide efficient flow 
floor fans for spot cooling ...circulators and window of cool, refreshing air wherever it’s needed. And, you'll 
ventilators for offices... self-cooled propeller fans and find them all conveniently available through your near- 
universal blowers for large-volume circulation — there’s by Graybar office. 


Put fresh air to work for your customers 


You can make your customers’ plant a healthier, more 
comfortable place to work through adequate ventilation. 
Removing fumes, heat, dust, and stuffy air with efficient 
ILG ventilating units, cuts worker fatigue... reduces 
costly accidents and material spoilage... speeds produc- 
tion all around. 

Graybar-distributed ILG fans and blowers are the best- 
designed and best-built units you can provide. Call your 
nearest Graybar office for free survey help on any ventila- 
tion job—we’ll be glad to work with you and your customer 
in the selection of the ILG equipment best suited for indi- 
vidual requirements. 

‘ Remember, Graybar is an all-inclusive source for every- 
tse nape dntriosted Cement gamt,acreseg, thing electrical. We distribute over 100,000 electrical 
an efficient ventilating system, you can provide for items for wiring, lighting, communication, power as well 
at snap sed — a a Loved as ventilation. Graybar Electric Co., Inc. Executive Offices: 


rate information to help you prepare bids and work Graybar Building, New York 17, N.Y. 
out practical job time tables 


Call Graybar tist ror... 





TOO PRINCIPAL CITIES 








Municipal 
Bracket 


Hubbard 
Round Brace 
Bracket 


, 








Hubbard 
Universal 
Bracket 





NOW AVAILABLE IN 
HAPCO ALUMINUM ALLOY 
AS WELL AS IN GALVANIZED 
MALLEABLE IRON 


Speorheod Lock } 
rae ineess or The Hubbard LEVELITE allows a wide flexibility in 


desired position a adjusting the luminaire for street lighting installations. 
. — Lupiineioes may easily be shesaball PE 9 HOORAY even 
a ft : though the pole is as much as 17° from vertical in any 
direction. Or, they may be purposely tilted to avoid 
Pipe Fitting ———» eo obstructions in the desired path of illumination. 
— turning while The LEVELITE uses a ball and socket movement, 
tightening which effectively seals itself against moisture. Perma- 
Boll and Socket lumincire nent setting is maintained by a single “spearhead” bolt 
—, seals ae re a and lock nut. Changes in the angle may be made 
mies . easily and quickly, before or after installation. 
mg voey a md “s pers © ew Hubbard LEVELITES make an ideal combination 
=m i wis Spee acre ce Ue aa 
m a uminum Alloy, or st rite 
feo Rigrees edeoieeeeokeme tiiams tie tom builletine Setetthing hein if you'don's have copies ia 
Pipe thread to fit 14-inch pipe threaded Luminaire. your files. 


HUBBARD any COMPANY 


ESTABLISHED 1843 


PITTSBURGH «+ CHICAGO + QAKLAND, CALIFORNIA 


‘Yaseg the load on fiilbarcd Hardware!” 
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a. " - 4 oe as 
Jerome Fischbach, Vice-President ot Ss 
Fischbach and Moore, Electrical 9. 
Contractors, says:""You can depend nd 
on Triangle. Things would have been : 
tough without them.” The Reynolds Metals Co. new plant, Corpus. Christi, con- 


sists of three Power Howses, four Reduction Pot Buildings 


; to? and numerous auxiliaries. Pictured is one of the Power Houses 
a ‘° 


Whether you buy cable and conduit over the distri- 
butor’s counter or order material in car load lots—you can 
depend on Triangle. You can depend on Triangle from two 
very important angles— quality and service. 

Take the monumental job pictured. Its the new Reynolds 
Metals Company plant being erected in Corpus Christi, Texas, 
for the manufacture of aluminum Pigs and Ingots. Its comple- 





tion ina hurry is important to our defense program. The Elec- 
trical Contractor, Fischbach and Moore Inc., New York, had 
1000 men working on the project at its peak! Over 11/2 million 
feet. of wire and 420 tons of conduit were used! Of those 
amounts, Triangle furnished over 60%. 

ON SCHEDULE-—that’s what counted on this important Conduit wherever you Igok— 420 tons of it! This picture shows 
job! Jerome Fischbach, Vice-President of Fischbach and led dice nuke ok ce ae ~~ 
Moore has this to say about Triangle’s dependability.‘'Triangle : 
came through on schedule right down the line. Believe me, 








things would have been tough without them and that goes 
for all the other jobs they‘ve helped us on.“ 


TRIANGLE The Trade-mark 
of Top Quality 


IT MUST BE RIGHT! ® 


TRIANGLE CONDUIT & CABLE COMPANY, INC. 


New Brunswick, New Jersey 


“Glazon’’ Building Wire © ‘‘Giazon’’ Non-Metallic Sheathed Cables * Control Wires 
¢ Armored Cable * Service Entrance, Service Drop * Varnished Cambric, Braided or 
Leaded * Trioprene Trench, Power and Parkway Cables * Bare Wire « Rigid Conduit duit and cable on a control center prior to the erection of one 
Hot-Dipped Galvanized and Black Enameled © Electric Metallic Thin Wall Conduit « of the buildings 

Flexible Steel Conduit 


A group of Fischbach and Moore men work with Triangle con- 
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BuLLDOG appoints 
WALKER ELECTRICAL CO 


Prominent Southern Concern will 
supply all BullDog products, as 


Richmond e 


well as its own line. 


& Nashville 


Memphis 





wy 





Little Rock 


Birmingham 





Jackson 





New Orleans & 


& Winston-Salem 


® Charlotte 


ATLANTA 


— 





Jacksonville 


Walker Electrical Company, Inc., becomes full associate of 
BullDog Electric Products Company to handle all sales 


and service in area shown above! 


Now! Two great lines of electrical products are 
available to you from one source, Walker Elec- 
trical Company, with headquarters in Atlanta and 
representatives throughout the South! 

By dissolving its Southern Division and ap- 
pointing this firm as a full associate, BullDog 
has helped make it possible to fill your entire 
electrical needs under one roof, with better service, 
faster deliveries! : 

In addition to its regular line of fine products, 
look to Walker for such well-known BullDog 
names as “LO-X” and “Plug-In” BUStribution 


DUCT, Vacu-Break Safety Switches, Universal 
and Industrial Trol-E-Duct, Pushmatic Electri- 
Center Lighting Panels, plus other electrical dis- 
tribution products. 

For information and bulletins on BullDog prod- 
ucts, contact your nearest Walker representative, 
as shown above on map. 





F J 


f) BULLDOG 


1902-1952 ... SERVING INDUSTRY FOR 50 YEARS WITH FINER ELECTRICAL PRODUCTS 


BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN © FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 


PIONEERS IN FLEXIBLE ELECTRICAL DISTRIBUTION SYSTEMS 
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Reduce inventories, cut costs, with new 
BullDog Vacu-Break Safety Switch Line 


New BullDog Master Line cuts out duplication. Just 37 
Type A switches now let you fill any Type A, C or D 
application at C prices! 


Savings! Easy handling! Fast installations! 
They’re all yours with the new, standard- 
ized, streamlined BullDog Vacu-Break Mas- 
ter Safety Switch line. Now, only 37 non- 
duplicating Type A switches fill any possible 
A, C or D requirement. They replace hun- 


reduce inventories, cut costs. And, because 
they are mass-produced and standardized, 
these Type A switches sell at C prices—a 
value unmatched anywhere. Check all the 
tremendous advantages this new line offers 
you, below. And place your next safety switch 


dreds of confusing catalog numbers, let you order with your local BullDog Distributor. 





LOW PRICE . . . a Type A switch at Type C prices! 


NEW VERSATILITY .. . only 37 Type A devices fill 
any A, C, or D application. Each switch replaces any 
one or several formerly stocked! 


LOWER INVENTORIES . . . fewer items to stock; a 
more balanced inventory with less investment! 





SAVINGS IN SPACE. . 
tie up storage space! 


- no duplicating items to 


SIMPLE TO ORDER .... only 37 catalog numbers 
instead of hundreds. Less time wasted on long, con- 
fusing catalog lists! 


EASY INSTALLATIONS . . . simplified mounting, any- 
where. Ample knockouts and generous wiring space 
for savings in time, materials! 








TOP PERFORMANCE ... self-aligning Clampmatic 
Contacts give unmatched quick, positive, bolt-tight 
connections! 


LESS MAINTENANCE ... Exclusive Vacu-Break pro- 
tection practically eliminates burned or pitted contacts. 


GREATER SAFETY .. . Vacu-Break chamber smothers 
arcs instantly, protects against high contact tem- 
peratures. 





HIGH QUALITY .. . listed by Underwriters. Quality- 


For full details on this revolutionary safety switch line, 
engineered and: -built throughout! 


see your BullDog Distributor or write for Bulletin 514. 


re BULLDOG 
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To S4ETVE you 


NEW PLANT 
FACILITIES 


DUNCAN'S fifty years of engi- 
neering and production know 
how — now operating in mod- 
ern facilities, under controlled 
conditions—is your guarantee 
of sound watthour meters 


and metering equipment. 


(Upper left) Main entrance to the new Duncan 
plent . . . completely air-conditioned .. . con- 
trolled humidity. Construction by The Austin Co, 


1901 mae 33 . ” (Above) New Duncan plant 
Watthour Meters © Demand Meters ¢ Sockets a EF} ... Aerial view looking toward 
Heavy Duty Mounting Devices ‘@. Wabash Valley. 
Instrument Transformers ‘ i a 


Engineering and drafting facilities constantly Manufacturing Area high level of illumination 
working to meet industry requirements. precision equipment cleanliness, a must 


DUNCAN ELECTRIC MFG. CO. LAFAYETTE, INDIANA 
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ZA ie “SE 


oo. for the N.A.E.D. 
CONVENTION 


You are cordially invited to be 

our guest while at the Atlantic City 
Convention. We are looking forward 
to the pleasure of your visit to our 
Suite at the Ritz Carlton Hotel 

and our Booth #121 at the 
Ambassador Hotel. 


Write for your 
copy of the new 
Wm. PENN catalog 
illustrating a complete 
line of fluorescent luminaires. 
For schools .. . stores... 
offices... showrooms... 


factories . .. garages 


ne 9 
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Rive: since you were knee-high to a hop-toad, 


you've heard about America’s wonderful natural 
resources—the bountiful fertile fields, the towering 
timber growth, the boundless water power, and 
the untold wealth of gold, iron, oil, silver, coal and 


other natural treasures that lie buried in the ground. 


Is it because America has more natural resources 
than any other country that Americans enjoy the 
world’s highest standard of living? No—many 
countries have as much—some have more. 

Then is it because Americans do more with what 
they’ve got? 

Yes! And the reason is as plain as the nose on 
your face. It’s because Americans are free to de- 
velop their natural resources—and their natural 
resourcefulness—in the wholesome climate of open 
and strenuous COMPETITION, 


COMPETITION—not “regimentation” —is what 
eggs a man on to do his best. 

COMPETITION—not government control—is 
what urges a business to give its customers ever 


greater value for their money. 


So let’s say “NO SALE” to the ism peddlers who 
would have us swap our U. S. A. system of free 
competition for their “planned” regimentation— 
trade our U. S. A. freedom and plenty for their 
serfdom and poverty! 


* * * 


This report on PROGRESS-FOR-PEOPLE is published by 
this magazine in cooperation with National Business Publica- 
tions, Inc., as a public service. This material, including illus- 
tration, may be used, with or without credit, in plant city ad- 
vertisements, employee publications, house organs, speeches 
or in any other manner. 


THE COMPETITIVE SYSTEM DELIVERS THE MOST TO THE GREATEST NUMBER 
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TECHNICAL DATA 
ROOM INDEX A’=COEF/UTIL.OF 45 
MAX. BRIGHTNESS = .90 C/S0 INCH 


DISTRIBUTION= 75% -25% 








3-48: FLUOR /SLIMLINE 48°0R 96” 





IN 200 OR 430 MILLIAMPS 
LOW CEILING/ FIXTURE CONTRAST 
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AT SUNBEAM, THE DESIEN IS THE THING. 
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THIS PRINT IS THE PROPERTY OF THE SUNBEAM LIGHTING CO. 
ond is looned subject to return upon demand and upon express condition that it will not be used directly 
or indirectly in any way detrimental to our interests, and only in connection with material furnished by us 











‘Jhen you compare the ease and simplicity 
of installation and the great holding power of 
Kearney P-L Anchors with other more costly 
and more complicated anchors, you will know 
why Kearney P-L’s are gaining such enthu- 
siastic industry-wide acceptance. 


: 344:\520) 3 (P-L ALL-STEEL EXPANDING-TYPE EARTH ANCHORS 
GIVE YOU THE BEST ANSWER TO ANY GUYING PROBLEM 


They're Easy to Install— 
Have Great Holding Power 


A few blows of the spreading tool and the 
blades are fully expanded. The opening force 
is exerted directly onto the blades. There 
are no arms, joints, pinned hinges or extra 
parts to jam, shear or break. 

P-L Anchors do a better job and can be in- 
stalled easily in all types of soil. They show 
additional merit in soil where rocks or other 
obstructions cause difficulties with other 
types of anchors. 


Available in 2-blade, 4-blade and 4-blade 


heavy duty. Write for complete specifications 
including prices. 





JAMES R. KEARNEY CORPORATION KEARNEY 4224-42 Clayton Ave., St Louis 10, Mo. 


ORPORATION 


LOUIS, MO. 


Canadian Plant: Guelph, Ontario 


KEARNEY cives a Little More for a Little Less delthetrhe} 


IRK-196 
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To Supplement your Short 
Supply of Copper Wire and Cable 


- USE ALUMIN UM 


ae ) Ahihds (44/7) / Spf yy? ty) 
i = 4 GEG CLES G VISH?O 


= 250000 CM-Al-600V-RH 


Ae! 


UU 
Q 


REPRE eT 


AN EXCELLENT ALTERNATE FOR COPPER 





| CRESCENT has had much experience in the | 
BULLETIN No. 521 : manufacture of insulated aluminum conductors. 
CRESCENT ALUMINUM Building Wire em- | 
CRESCENT ploys ENDURITE heat and moisture resistant 

insulation in sizes No. 1/0 AWG to 1,000,000 | 
CM as Underwriters Laboratories “Type RH— 


‘ Fee 75° C. or RW—60 
Aluminum >), CRESCENT ALUMINUM Service Cables are 


. . ° ay. q 
~} available in size No. 6 AWG and larger as Ser- | 
Building Wire » § vice Drop (Type SD); Service Entrance (Type | 
54 SEU); or Underground (Type USE, Style RR). | 
;} CRESCENT ALUMINUM Power Cables can | 
| be furnished with rubber, thermoplastic or var- 
} nished cambric insulation and with braid, neo- | 
. prene jacket, lead or armored coverings. We | 
will welcome your specific inquiries. ie 
Under the C.M.P. Program, it is necessary to |” 
| get an allotment of aluminum for insulated | 
| electrical cables from your Claimant Agency. 

Your Electrical Distributor and the CRESCENT 
Sales Representative will be glad to work with | 
you in obtaining additional desirable aluminum 
cable above what you can get in the critically | 
short copper types. 
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Please make a note of this 


INDUSTRY-WIDE APPEAL will fea- 
ture Electrical ‘South’s Annual Light- 
ing Issue for 1952. The special articles 
in this issue will show, in particular, 
how co-operation within the electrical 
industry promotes lighting develop- 
ment and lighting sales to the benefit 
of the entire industry — electrical con- 
tractors, electrical wholesalers, the 
light and power companies, and elec- 
trical manufacturers. 


E. S. WILL SET THE STAGE for the impor- 

tant Industry Day Meeting of the South- 

eastern Electrical Wholesalers Association. 

Attracting representatives from all branches 

of the electrical industry, the meeting pro- 

vides a forum for the discussion of intra- ae ° , . 
industry problems, ethics, and mutual inter- Put these two um portant —— ye list 
ests. This special issue of ELECTRICAL for special advertising in 1952. 

SOUTH will provide background for the ; © ‘ , . . 

eccin a te camaindaie emer und Let E. S. help you sell your line where the 


articles by leaders of the electrical industry electrical market is growing fastest .. . 
of the South. 


DOWN SOUTH! 
Regular rates will apply. 


ELECTRICAL SOUTH, 806 Peachtree Street, N.E., Atlanta 5, Georgia 


A W. R. C. SMITH PUBLICATION 


22 ELECTRICAL SOUTH for MAY, 1952 














AREA ILLUMINATION by Smithcraft is a com- 


pletely new approach to overall lighting. It SIZE 
permits the architect unparalleled ‘freedom of 


expression’ in the integrating of lighting within PATTERN 
interior design. In effect, AREA ILLUMINATION . 
is a lighting system which when installed be- 


comes a lighting ‘'fixture’’ of limitless dimensions | N T E N S$ | T | 


and patterns, with an endless choice of shield- 


ing media. Here is a ‘‘fixture'’ which is not SHIELDING 
“‘custom-built'’ to each installation, yet permits 


selection of varied lighting intensities with any 


method of shielding. Its cost is comparable to PERIPHERY 


that of a suspended ceiling and troffer system and more 
. its simplicity of installation and ease of pertede* Abs 


maintenance are entirely new developments in it’s ECONOMICAL, EFFICIENT 
overall lighting. and extremely EASY if INSTALL! 


; “WILE D 
* rom 1) ice aul ‘ 
5) on nneri AS RM X {i rk INFORMATION On 


DEPT. F AREA ILLUMINATION 
LIGHTING DIVISION g NAME 
a eee B FIRM 
E jnoress 
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“Our Country’s Strength 


is Created...” 


REESE H. TAYLOR 


President, Union Oil Company of California 


e 
r 


Wj 


“Our country’s strength is created by the responsibility and solidarity of individual 
citizens in a self-chosen government and economy. It can—and must—be perpet- 
uated against all who seek to undermine it. The men and women who invest regu- 


larly in United States Defense Bonds are contributing to our national integrity and 


to the traditions of personal independence so characteristic of a free people.” 


Every pay day, 6,500,000 employed men and women .. . 
“are contributing to our national integrity and to the tradi- 
tion of personal independence . . .” by the systematic pur- 


chase of United States Defense Bonds. 


How important is this contribution to national economy 
and personal security? Let’s look at a few figures. 


the cumulative purchases of 6,500,000 Payroll Savers 
add up to $130,000,000 per month. 


the number of individual E Bonds sold in 1951 totaled 


68,069,000 pieces—8“% more than in 1950. 

purchases of $25 and $50 E Bonds—the denominations 
popular with Payroll Savers—were greater than the sales 
of $500 and $1,000 E Bonds. 


e monthly redemptions of unmatured E Bonds during 
each of 9 months (April to December, 1951) were less 
than 1% of the amounts outstanding. 


e the cash value of Series E Bonds held by individuals on 
December 31. 1951, amounted to $34.727.000,000—$4.8 
billions more than the cash value of Series E’s outstand- 


ing in August, 1945. 


That Americans have built personal security and a reser- 
voir of purchasing power exceeding $34.7 billions is due 
in no small measure to the patriotism and foresight of men 
like Mr. Taylor and other leaders of industry who have 


made the Payroll Savings Plan available to their employees. 


For help with your Payroll Savings Plari, phone, wire or 
write to Savings Bond Division, U.S. Treasury Department, 
Suite 700, Washington Building, Washington, D. C. 


The U.S. Government does not pay for this advertising. The Treasury De- 
partment thanks, for their patriotic donation, the Advertising Council and 
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V-51 Convertible Vapor- 
tight Fixture — Exclusive 
Unit Assembly mokes re- 
ceptacie, globe, guard in- 
stantly detachable for 
relamping. Converts to 
higher or lower wottages 

just as easily. 





Twin Highlite—For high levels 
of illumination from a minimum 
number of outlets in high boy 
industrial interiors. Available 
with porcelain enamel or Alzac 
aluminum finish. 


APPLETON 


INDUSTRIAL LIGHTING 





: RLM Standard Dome Reflector—Made of 
: sii ~~ : Rust-resisting iron with three coats of 
pe be tone wee o> riot , = baked porcelain enamel. Sectionalized 
sion-Proof Lighting Fixture. Available s construction permits easy installation, con- 
pe ay wt 48” lamps or two Pat. No. 2,393,202 venient servicing. 
att, jamps. 


Fewer rejections ... increased worker output... greater safety . . . less spoilage 
resulting from eye fatigue—these are only a few of many advantages that are 
yours with good plant lighting. 

Appleton Industrial Lighting Equipment is precision-engineered to direct the 
right intensities of light to the right places. Combining expert Appleton design 
with rugged durability, these fixtures provide finely coordinated lighting systems 
at minimum initial cost and lowest possible service and operating expense. 





Appleton excells in the manufacture of lighting equipment for hazardous 
locations and explosion-proof applications. For any industrial lighting require- 
Stocklite—Provides perfect illumina- ° ° . 
tion for shelves and bins in stock rooms. ment, contact Appleton, pace-setting manufacturer of electrical equipment for 
nearly half a century. 


Sold Through Electrical Wholesalers 


1754 Wellington Avenue ¢ Chicago 13, Illinois A $ § L E © | w 
Field Engineers: NEW YORK, 30 Church 6t. © DETROIT, 3049 E. Grand Bivd. « CLEVELAND, 1836 
Euclid Avenue * SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bidg. * LOS ANGELES, 
100 N. Santa Fe Ave. © ATLANTA, 724 Bouvlevard,N.E. © BIRMINGHAM, 809 Brown-Marx Bidg. & L e 
MINNEAPOLIS, 305 Fifth St, S. © PITTSBURGH, 414 Bessemer Bidg. © BALTIMORE, 100 E. Pleasant St. 
BOSTON, 10 High Street © DENVER, 1921 Bicke Street © PHILADELPHIA, 2013 Locust Street 


CINCINNATI, 608 American Bidg. * HOUSTON, 717 M. & M. Bidg. * HAVANA, Cuba, Malecon No. 9 
BINGHAMTON ¢* DALLAS ¢ INDIANAPOUS ¢ KANSAS CITY * ORLANDO ¢ MILWAUKEE 


NEW ORLEANS © SEATTLE © PORTLAND, ORE. 
Export Rep \ ional Standard Electric Corp., 67 Broad St., New York 4, N. Y. 








To get efficient fluorescent lighting 
... Insist on 


This Shick 





There’s more to satisfactory fluorescent lighting than lamps 
and a reflector. There’s always a ballast in the fixture... 
and the way it performs determines whether you'll get fu// lamp life, 


rated light output and satisfactory performance. 


Only CERTIFIED BALLASTS carry the shield that assures best lighting. 
That's because CERTIFIED BALLASTS are made to precise 
specifications, then tested by Electrical Testing Laboratories, Inc., 
which certifies they conform to these high standards. 


There’s no excuse for inefficient, unsatisfactory fluorescent lighting when 


CERTIFIED BALLASTS are available. 


Be sure every fixture you get has CERTIFIED BALLASTS . . . the ones 
with the shield. 

@ Complete information on the types of CERTIFIED 

BALLASTS available from each participating manufac- 


ca e turer may be obtained from Electrical Testing Labora- 
tories, Inc., East End Ave. at 79th St., New York, N. Y. 


tn Participation in the CERTIFIED BALLAST program ts 
& CERTIFIED open to any manufacturer who complies with the require- 
y ments of CERTIFIED BALLAST MANUFACTURERS. 


FE T q ; 
; /pamnteo BALLAST MANUFACTURERS 


: tt oh La Makers of Certified Ballasts for Fluorescent Lighting 
SS 











2116 KEITH BLDG., CLEVELAND 15, OHIO 
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Are You Making Use 


of Our 
9 


Reader Service: 


The editorial and business 
staff of ELECTRICAL SOUTH 
is eager to serve you, One 
way in which we can help you 
is to make it easy for you to 
draw upon the wealth of tech- 
nical and promotoinal ma- 
terial available from manu- 
facturers. 

In the accompanying pages 
are the descriptions of scores 


of useful catalogs, applica- 





tion information booklets, and 
technical publications. These 
are available without charge. 

Check over the list of pub- 


lications available, circle the 


numbers of the ones you >> < 
; SS. / 
need, and mail the coupon ay ~~ x ¢ 
" ot € 
to us with your name, title, SFR, TT Phe 
: mS Ss. ea! > 
company and address plainly a Bee & 
: cA wen y 
written. We will tell each > Wy 
: : =O So 
manufacturer to send directly 
weg? 
to you the information you 4 


want, 


The staff of ELECTRICAL 
SOUTH will be glad to help 


you with other problems. They 





will obtain expert advice for 
you on both technical and 


business problems. The ser- 





vices of a number of consul- 


tants are available. Whether 
your probiem retates to sates > % 
probl lates to sal ge THE Due? , 4 


promotion, lighting or wiring x 


layouts, applications of the 
National Elect Code, or 
equipment app > it will 
receive careful attention. 





Address your requests to: 

Reader Service j 
ELECTRICAL SOUTH S 
806 Peachtree St., NE ae 

Atlanta 5, Ga. on™ 

Ss na? THE WIREMOLD COMPANY 
FLAN R HARTFORD 10, CONN., DEPT. B 
Please send me a copy of the PANCAKE bulletin 


THE WIREMOLD COMPANY te 


HARTFORD 10, CONNECTICUT 


Company 


Address 


City 








‘ igh ™ 
On all sides buyers ask, “Ts cna sale of that cord or cable neoprene?” 


When assured that“it is, they seem quite satisfied that they are getting the 
highest quality product available. That is not necessarily a sound conclusion. 
Here’s why. 


Neoprene is only a raw material. To be of use it must be properly com- 
pounded with antioxidants, carbon black, vulcanizing agents, and other materials. 
In other words, technical skill in properly compounding neoprene is just as 
important as using neoprene itself. 


TIREX Cords. and Cables were the first to be made in this country with 
a heavy duty jaeket. Proof of the fact that compounding skill is important is 
shown by the fact that in the tintervening thirty years TIREX has kept the 
leadership in th@ field of porfable cords and cables. Simplex skill developed the 
cords and then kept them-leaders against all comers. 


The next time you need a \portable cord or cable specify and be sure you 
‘get Simplex-TIREX Cords and Gables. The name is embossed on the jacket for 


your protection.}, 





SIMPLEX-TIR@X IS A PRODUCT OF SIMPLEX RESEARCH 











JIMPLEX IIREX 


SIMPLEX WIRE & CABLE CO., 79 SIDNEY ST., CAMBRIDGE 39, MASS. 
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This Transformer must be 


ELECTRICAL SOUTH for MAY, 1952 


From an electrical engineer's viewpoint, it’s 
essential to install lighting transformers iu 
locations like this, close to the center of tne 
load. But, from the point of view of your 
maintenance staff, it could be a problem. 
Westinghouse Dry-Type Transformers solve 


that dilemma. They're maintenance-free! 


They have no liquids to recondition or 
replace, no valves, gaskets, or mechanical 
devices. With complete simplicity of de- 
sign, they eliminate ordinary transformer 


maintenance problems! 


They offer other advantages, too. Because 
they are built around Hipersil® cores, they 
are smaller, lighter, easier to install. Some 
models, with circuit-breakers built in, dis- 
pense with the need for separate protective 
devices. Available in a wide range of ratings 
to serve both light and heavy machinery as 
well. For complete information, check with 
your distributor, your Westinghouse rep- 
resentative, or write direct for a copy of 
booklet B-4439 Westinghouse Electric 
Corporation, P. O. Box 868, Pittsburgh 30, 


Pennsylvania. }-70615 





POWER PLANT RUBBER GOODS OFFICE EQUIPMENT 


WOODWORKING RAILROAD 


STONE PRODUCTS 


cud al cm 2s oh 


COSMETICS TEXTILES aimport 


SHIPYARD 


oAY. 
Were = in the stee/ _— 


GLASS SHIPPING RESTAURANT MUNICIPAL PRINTER LUMBER PUBLIC WORKS ELECTRICAL GOODS 


TANNERY INSTITUTION LAUNDRY PACKAGING CHEMICALS FOOD PRODUCTS UTHITY 


FOR EACH OF US TO GET MORE STEEL...AND PRODUCTS MADE OF STEEL... 
WE'VE GOT TO PROVIDE MORE SCRAP TO MAKE THE STEEL. 


Half the melting stock used in the 
steel mill or iron foundry consists of 
iron and steel scrap. In normal times, 
enough scrap is produced by the mills, 
foundries, railroads, fabricators and 
scrap dealers to fill the need. 

But now the mills have stepped up 
capacity to meet the greatly increased 
jm and civilian demands for steel. 
And that increased capacity has out- 
stepped the supply of scrap. 

That is why we are calling on plants 
in both metal-working and NON.- 
METAL-WORKING industries to pro- 
vide the needed scrap NOW. 


You have the heavy scrap 
needed to make more steel 
Enough obsolete machinery, equip- 


ment and parts are being carried as 
useless inventory to give a big push to 


the production of steel. Surveys have 
proved this. 

The trick is to get that old steel into 
the hands of the steel producers. 

We're putting that job up to you. 

To help maintain steel production. 
provide more steel for the equipment 
you want... turn in your idle iron 
and steel to your local scrap dealer. 


What you can do fo help 
maintain steel production 


1. Appoint one top official in your plant 
to take full responsibility for surveying 
the plant and getting out the scrap. 


Consult with your local Scrap Mo- 
bilination Committee about its program 
to help out in the scrap crisis. For 
chairman’s name, check with your 
Chamber of Commerce, or the nearest 


This advertisement is a contribution, in the national interest, by 


ELECTRICAL SOUTH 


office of the National Production Au- 
thority, De ._partme nt of Commerce. 


3. Call in your local scrap dealer to 
help you work out a practical scrapping 
program. Non-ferrous scrap is needed, 
too. 

4. Write for free booklet, “Top Man- 
agement: Your Program For Emer- 
gency Scrap Recovery”’, addressing Ad- 
vertising Council, 25 W. 45 St., New 


York 19, N. Y. 


SCRAPPY SAYS : 





Sowiee. 


ES CRRECAANY WED ERED 
AND A 
om purcmcan conPoRsmIon POLICY 


SERVICE— As Americans know it—is a It is our sincere wish to be able, at all 
concept unrecognized elsewhere in the times, to supply your needs on — 

world. It is the fruit of cooperation, the 

natural outgrowth of life in a land of un- e ACSR Conductors 


limited FREEDOM and OPPORTUNITY. k 

re ¢ Galvanized Steel Strand 
Southern Electrical Corporation — an all- . 

electric wire mill, first of its kind to locate Copper Wire and Cables 


in the South — and most modern and effi- Weatherproof Wire 


cient of its kind in the world — owes its (Al . 
uminum or Copper) 
phenomenal growth to American ideals, top- PP 


quality products and unexcelled SERVICE, ACSR Accessories 















































But due to the international situation, we cannot promise you our usual 
SERVICE. When you place your order with us, we will notify you at 
once what we can do—and we will do the best we can. 


MEETS EVERY TEST 
Phone 7-3325 


EXCELS THE REST 
F.O. Box 989 


SOUTHERN QUALITY SOUTHERN SERVICE 
Ss 


IN THE HEART OF ne... SOUTH 


OT Suthen2 Llectuital Corporation 


CHATTANOOGA, TENNESSFE 
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@ KLAMPSWITCHFUZ 

30 to 600 amps, 250 volts 

AC or DC. SNUFARC 30 to 200 
amps, 600 volts. 


Standardized ( Switchboards are noted for 
their safety, efficiency, dependability and econ- 
omy of operation. 


The result of more than 60 years of manufac- 
turing experience, these sturdy, long-lasting 
and trouble-free power centers embody all the 
latest features in design and operating units 
to assure maximum service. 


Standardized ( Switchboards are of three 
types—The Shutlbrak, a safety-type switch- 
board designed for frequent operating use; the 
Klampswitchfuz, which features a dependable 
hinged type, pull-out switching unit for dis- 
connect service on lighting and power cir- 
cuits, and the Circuit Breaker, another safety 
type featuring the latest developments in auto- 
matic circuit protection for main and branch 
feeder circuits. 


@® SHUTLBRAK 
30 to1200 amps. 250 volts 
AC or DC and 600 volts AC, 


MAXIMUM EFFICIENCY-DEPENDABILITY-AND ECONOMY 


.--that’s what you get with 


Standardized 


-SWITCHBOARDS 


All are built from standardized, pre-assem- 
bled units. This flexible system of assembling 
complete sections and units into standardized 
enclosures not only provides all the advan- 
tages of “tailor-made” switchboards but affords 
substantial savings in cost. 


All standardized ( Switchboards are fac- 
tory-assembled and shipped ready for connec- 
tion to main and branch circuit cables. Units 
can be arranged singly or grouped, because 
all sections readily fit together. Removable end 
walls permit the addition of sections on either 
side. The number and capacity of switches are 
supplied according to specifications. 


Want to know more about these efficient, 
long-lasting power centers? Your nearest @ 
representative listed in Sweets, will be glad 
to give you complete information. 


@® CIRCUIT BREAKER 
15 to 600 amps, 250 volts 
ACor DC; andG00volts AC. 
For larger capacities air 
circuit breakers are used. 


Srank eCdam Electric Co. 


P.O. BOX 357 ST. LOUIS 13, MISSOURI 


NT © SAFETY SWITCHES * LOAD CENTERS © QUIKHETER 
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ERRIGAN Lights the Way 


To a Greater, More Modern 











Early in October, 1950, pictures were nade of a brand new 
street lighting installation in Miami. The standards had 
been installed on Miami Beach's beautiful Collins Avenue 
ond were ready to be turned on. It was a job we were 
proud of: and the advertisement shown above wos pre 
pared and made ready to send to the magazines 


THEN MIAMI'S WORST HURRICANE 
SINCE 1926 STRUCK! 


Telephone and electric poles toppled: radio towers fell 
huge transformers lay smashed in the street; and there wos 
wreckage everywhere. BUT THE KERRIGAN WELDFORGED 
STANDARDS STOOD. Tall, tapered beautiful, and PER 
PENDICULAR—still ready to light the way when the cur 
rent could be turned on 

The City Engineers were jubilant and wired their congratu 
lations to KERRIGAN. We were jubilant too, but NOT 
surprised; for Kerrigan Weldforged Lighting Standards 
meet the highest engineering standards for highway and 
street lighting. Write today for your free copy of Catalog 
AIA It qives detailed specifications 





Photo of Collins Avenue immediately after the 
hurricane, in the midst of the wreckage, 
Kerrigan Standards stand like beacons. 


STREET LIGHTING CATALOG 


Just send your request (on your letterhead please) to 








KERRIGAN IRON WORKS, Inc. 


General Sales Office 
274 MADISON AVENUE, NEW YORK CITY 
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a two E-M-T su 


THAT ARE EASIER TO USE- 
SAVE MONEY TOO! 








Easier to use and neater in 
appearance, Briegel All-Steel 
Indenter Fittings not only: make 
stronger connections but also 
make each job more profitable. 
Contractors the world over 
recognize their cost cutting 
qualities and the fact that they 
make each wiring job a-better 
job. It is only natural that 
Briegel Fittings are the most 
widely used E.M.T. connectors 
and couplings. 


. METHOD 
ARLHS 


GALVA,* ILLINOIS 


Cross Section 
Showing 
indentations. 





Distributed by 


The M. B. Austin Co., Northbrook, Ill.; Clayton Mark & Co., Evanston, Ill.; Clifton Conduit Co., Jersey City, N.J. 
General Electric Co., Bridgeport Conn.; The Steelduct Co., Youngstown, Ohio; Enameled Metals, Pittsburgh, Penn 
Wagner Malleable Products Co., Decatur, Ill.; Kondu Mfg. Co, itd., Preston, Ont 
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(Additional items will be found on pages 37, 83 and 85) 


1005—Building Wire, Cable, Conduit. Extensive techni- 
cal data an a comprehensive line of electrical cable, build 
ing wire, and conduit raceways are provided in a new 86- 
page publication, General Catalog No. 500, issued by Tri- 
angle Conduit & Cable Co., Inc., 1906 Jersey Ave., New 
Brunswick, N. J. Handsomely bound in sturdy leatherette 
to take years of wear, this catalog also contains valuable 
information on electrical engineering and wiring standards 
for the aid of contractors, engineers, architects and indus 
trial users. 

1011—Conduits. “Natural Electric Conduits” is the title 
of the new 30-page Catalog No. 603 which describes and 
illustrates the many types of electrical conduits that are 
manufactured by National Electric Products Corp., Cham- 
ber of Commerce Bldg., Pittsburgh 19, Pa. 

1013—Proper Cable Sizes. A new booklet, “Selection of 
Proper Cable Sizes,” has just been issued by General Elec- 
tric’s Construction Materials Advertising Department, 
Bridgeport, Conn. This publication deals with the method 
of determining cables and cable sizes of asbestos-varnished 
cambriec cables, Types AVA, AVB, and AVL. 

1015—SQUEEZON Connectors. The Squeezon, a new 
compression connector for power lines, is fully described 
in bulletin, “SQ” available from the James R. Kearney 
Corp., 4236 Clayton Ave., St. Louis 10, Mo. The Squeezon 
features greatly increased electrical and mechanical effi- 
ciency at approximately half the cost of conventional 
connectors. 

1019—Service Panels. Information and prices on protec- 
tive control centers for homes, apartment buildings, ser- 
vice stations, and industrial applications is contained in 
Bulletin 494, “New Push-Button Service Panels,” issued 
by BullDog Electric Products Co., Box 177, Roosevelt Park 
Annex, Detroit, Mich. 

1031—Heating Units. The new Chromalox Catalog of 
Industrial Electric Heaters, Catalog 50, is available from 
Edwin L. Wiegand Co., 7600 Thomas Blvd., Pittsburgh 8, 
Pa. Four basic Chromalox units—strips, rings, tubulars, 
and cartridges—with wide variations in wattage, voltage, 
and sheath material, are listed, as well as easy selection 
and application data. 

1035—Electrical Fittings and Devices. Buchanan Elec- 
trical Products Corp., 1290 Central Ave., Hillside. N. J 
offers a 12-page catalog covering solderless connectors, 


cable and conduit fittings and wiring devices. it contains 
complete data on “Splice Caps” and “Termend” lugs for 
wire splicing and terminating, box connectors for metallic 
and non-metallic sheathed cable, both plain and insulated 
conduit bushings, conduit locknuts, knock-out plugs, ter- 
minal blocks, attachment plugs, fuse pullers, ete. Suit- 
able illustrations, dimensional data, and application in- 
structions are included. 

1039—Switches and Guards. Newly released 32-page, 
two-color Catalog No. 49, of the McGill Manufacturing 
Co., Ine., Valparaiso, Ind., contains complete descriptions 
of Levolier switches, McGill lamp guards, and McGill 
electrical specialties. 

1041—Cabinets and Boxes. Thirty pages of catalog 
sheets comprise a new catalog available from B & C Metal 
Stamping Co., P. O. Box 56, Station D, Atlanta, Ga. The 
catalog is divided into three sections: products for elec- 
trical applications in general, products for the utilities 
and the R.E.A., and products for appliance distributors. 

1045—Electric Connectors. General Electric Co., Sche- 
nectady 5, N. Y., has announced a booklet describing a 
complete new line of solderless electric connectors which 
accommodates a wide range of conductor sizes. The new 
line is completely illustrated and diagrammed. This book- 
let is available from the Apparatus Dept., General Elec- 
tric, in Schenectady. 

1051—Air-Cooled Transformer. Bulletin No. 49-ACO is 
now available from Marcus Transformer Co., Inc., 34 
Montgomery St., Hillside 5, N. J., giving descriptive de- 
tails on the company’s new air-cooled distribution trans 
former. Designed for indoor or outdoor use, the new 
transformer utilizes heatproof class B and C insulation 
which enables it to withstand overloads and eliminates 
the use of oil or other liquids. 

1053—Bustribution Duct. This 23-page bulletin, No 
462, issued by BullDog Electric Products Co., Box 177, 
Detroit 32, Mich., describes in detail the BullDog Feeder 
and Plug-In-Bustribution Duct for bus duct electrical dis- 
tribution. The bulletin is profusely illustrated. The many 
drawings included show details of the duct, the various 
fittings, and the hangers, as well as diagrams of complete 
systems. 

1071—Plugs and Receptacles. Additional! loose-leaf 
sheets for insertion in the Pylet Catalog 1100 are avail- 
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Please send me the bulletins and catalogs indicated. 
(Print Plainly) 
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City & State 





May. 1952 


Circle numbers below. Bulletins and 
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Gold Depository in 
Fort Knox, Kentucky 
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... more important than gold! 


The most important metal today is not 
the tons of gold buried at Ft. Knox! 

Far more important are the millions of tons of 
iron and steel scrap so desperately needed to 
make new steel. Allscrap, actual and potential, 
needs to be gathered up and channeled to the 
steel producing plants-NOW, today, tomorrow 
and tomorrow. So long as the steel industry is 
called upon to produce two million and more 
tons of ingot steel per week, it must have one 


million and more tons of scrap each week. 

Steel producers are getting the iron ore, lime- 
stone and coal they need. But the scrap situa- 
tion is critical and will continue to be so until 
inventories are built up substantially. 

As a user of steel--as one interested in seeing 
that America’s rearmament program is not too 
little and too late--you can do your part to see 
that your community and your business keep 
scrap moving toward the mills. 


The Youngstown Sheet and Tube Company 
General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 


The steel industry is using all its resources to produce more steel, but it needs your help and 
needs it now. Turn in your scrap, through your regular sources, at the earliest possible moment 
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able from the Pyle-National Co., 1354 N. Kostner Ave., 
Chicago 51, Ill. These pages describe a wide range of 
plugs and receptacles for special purposes. 

1079—Connectors. A 24-page catalog describing K & H 
solderless terminal lugs and connectors may be obtained 
from Krueger & Hudepohl, 5 East Third St., Cincinnati 
2, Ohio. A wealth of information, including specifications, 
descriptive material and illustrations are included. 

1081—Busduct Data. Various applications of the FA 
busduct for industrial purposes are illustrated in this 31- 
page bulletin made available by the Frank Adams Electric 
Co., St. Louis, Mo. 

1085—Lighting Fixtures. Eastern presents their most 
complete catalog, 32 pages of engineered lighting data, 
including a variety of fixtures for all architectural, com- 
mercial and industrial applications. Eastern Fixture Co., 
Inc., 170 Vernon St., Boston 20, Mass. 

1087—Connectors and Fittings. The M. & W. Electric 
Mfg. Company, Inc., East Palestine, Ohio, announces a 
new twenty-four page catalog covering Service Entrance 
Cable Fittings, Ground Clamps, Ground Rods, BX and 
Romex Connectors, Staples, Conduit Fittings, Wireholders, 
Insulator Supports, Cable Racks and Watt-hour Meter 
Protectors. 

1093—Magnetic Motor Starters. A new 22-page booklet 
(Catalog No. 6300—AIA file No. 31G3) issued by the 
Monitor Controller Company, 51 Hayward Street, Boston, 
Mass., describes in detail the company’s V-type starters 
and explains the protection inherent in the patented Com- 
pensated Thermal overload. 

1095—Electrical Specialties. The F. D. Kees Mfg. Com- 
pany, Beatrice, Neb., has available upon request, a 20-page 
catalog illustrating various types of enclosures and other 
electrical specialties manufactured. This 76-year-old firm 
supplies the better-known utilities and jobbers throughout 
North America. 

1097—Flexible Cords and Cord Sets. A complete nine- 
page catalog is available from Cornish Wire Company, 15 
Park Row, New York 7, N. Y., containing data on all 
standard electric cords and stock cord sets, including Neo- 
prene-jacketed. Also descriptive data on the new UL 


approved all-Neoprene heater cord “COROPREX.” 
1099—Lighting Fixtures. Fluorescent and incandescent 


luminaires for schools, offices, stores and churches are il- 
lustrated in a series of bulletins issued by Curtis Lighting, 
Inc., 6134 West 65th Street, Chicago 38, Ill. The entire 
series or any individual bulletins may be obtained upon 
request. 

1103—Electrical Connectors. Burndy Industrial Catalog 
52, featuring a complete line of general-purpose connect- 
ors for industrial wiring is available. Complete informa- 
tion concerning application, construction features and di- 
mensions of these connectors are included, as well as sev- 
eral pages devoted to engineering data. Published by 
Burndy ns Co., Inc., 107 Bruckner Blvd., New 
York 54, , a 

1105— Guapx Connectors. A new folder on SnapX con- 
nectors is now available from Briegel Method Tool Co., 
Galva, Ill. Illustrated and explained are the three steps 
necessary for connecting cables to boxes with this new 
connector for armored and non-metallic cable. 

1107—High Voltage Portable Cables. The various types 
for use from 600 to 15,000 volts are described and illus- 
trated. Catalog listing including weights and outside diam- 
eters are given. Detailed splicing instructions are in- 
cluded. Copies may be obtained from Simplex Wire & 
Cable Co.. 79 Sidney Street. Cambridge 39, Mass. 

1109—Anchoring and Drilling Devices. An illustrated 
32-page catalog No. 65, describing more than twenty-five 
anchoring and drilling devices for making fastenings to 
masonry, is available from the Arro Expansion Bolt Com- 
pany. Marion, Ohio. 

1111—Fluorescent Fixtures. The specifications on all 
fixtures built by the Light & Power Utilities Corp., of 
1035 Firestone Blvd., Memphis. Tenn., are detailed with 
illustrations in the newest catalog issues by this company. 
The cover of this catalog has an interesting wood cut 
called Light through the Ages which depicts the advance 
of lighting from the cave man to modern fluorescent 
lighting. 

1115—Remote-Control Wiring. An eight-page, non-tech- 
nical booklet on remote-control wiring, publication No. 
16-330. written expressly for the consumer, is available 
from the G.-E. Construction Materials Dept., Bridgeport 
2. Conn. The booklet gives a picture story on the con- 
venience, safety. and economy of this new wiring method. 

1117—Fluorescent Fixtures. The Edwin F. Guth Co., 
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2615 Washington Ave., St. Louis 3, Mo., has released a 
new catalog covering their complete line of commercial 
and industrial, fluorescent and germicidal lighting equip- 
ment. A full range of fluorescent fixtures is presented in 
the catalog, No. 47, in a condensed, easy-to-refer-to form. 

1121—“SPIKE-LITE,” a new product of PERF ECT- 
LINE Manufacturing Corp., Hicksville, N. Y., is now avail 
able. The “SPIKE-LITE,” a weatherproof, adjustable, 
aluminum lamp holder, is ideal for special outdoor light- 
ing for farms, gardens, displays, billboard, etc. It is com- 
plete with stake, asbestos gasket and 10 ft. or 25 ft. out- 
door cord and plug, and uses PAR 38-150 watt lamp which 
is not included. 

1131—Fluorescent Units for Slimline Lamps. This new 
illustrated, 20-page bulletin gives complete specifications 
of general purpose, “Magna-F lo” lighting systems for 96, 
72 and 48-inch, T12 Slimline lamps. Describes individual 
units and continuous line systems plus accessories. 8%" 
x 11” page size. Write Benjamin Electric Mfg. Company, 
Des Plaines, Illinois, and ask for bulletin “mf.” 

1133—Vaportight Fixture. New Appleton “V-51" Series 
Convertible Vaportight Lighting Fixture is fully described 
and illustrated, for pendant, ceiling or bracket mounting, 
with or without reflectors and guards. Wattages, weights 
and dimensional data. Bulletin 5-A, 20 pages and cover 
Appleton Electric Company, 1701-59 Wellington Avenue, 
Chicago 13, Ill 

1135—Electrical Wiring Devices. Catalog No. 51, con- 
taining complete electrical wiring device line of Leviton 
Mfg. Co., Brooklyn 22, N. Y., is a 96-page thoroughly illus 
trated one. Included are such features as the Kwikchange 
line, with wiring diagrams, a general index, and an index 
to catalog numbers. This catalog is completely new and 
revised. Over 1,000 items illustrated. 

1141—Champion Maintenance Manual. The “Champion 
Maintenance Manual”—24 pages of basic data on imcan 
descent and fluorescent lamps, also the “Champion Light- 
rule’—an accurate pocket calculator for problems involv- 
ing various lighting fixtures with incandescent or fluores- 
cent lamps. Champion Lamp Works, Lynn, Mass 

1145—Wires and Cables. Crescent Insulated Wire & 
Cable Co., Trenton, N. J., has issued a 118-page bradded, 
notebook-style catalog, No. 45, covering their complete 
line of wires and cables. A description of processes used 
in manufacture is followed by illustrations, specifications, 
and descriptions of the entire line. An alphabetical index 
and addendum complete the catalog 

1147—FLUORESCENT LIGHTING FIXTURES. Com- 
plete catalog of fluorescent lighting fixtures for industrial, 
commercial and residential use. Address requests to Syl 
vania Electric Products, Inc., 87 Union Street, Salem, 
Massachusetts. 

1149—Insulators. Victor Insulators, Inc., Victor, N. Y 
has available a complete catalog of Victor high, medium 
and low voltage insulators and pole line hardware. Com 
plete contour shapes, dimensions, specifications and engi- 
neering data are included. Write for Bulletin No. 4 or use 
reply coupon below. 

1151—Circuit Breaker System. A concise and well-illus- 
trated 28-page catalog, No. C. B. 1000, on the new Stab- 
Lok Circuit Breaker System has been announced by Fed- 
eral Electric Products Co., 50 Paris St.. Newark 5, N. J 
Advantages of the system comprise headings under which 
are listed complete specifications. Dimensions and knock- 
out locations, purchasing information, and wiring dia- 
grams are features of the catalog 

1153—Jiffy Line Electricians’ Tools and Wiring Special- 
ties. A new catalog issued by Clvde W. Lint, 1144 W 
Washington Blvd., Chicago 7, Ill., discusses details of the 
company’s line of tools and electrical wiring devices, pole 
line hardware, and standard porcelain 

1155—Wire and Cable. Two new illustrated catalogs 
Magnet Wire, No. 23, and Power and Control Cables, No 
24—available from Rome Cable Corp., Rome, N. Y., cover 
variations of wire and cable types in the broad field of 
Rome Cable applications. Magnet Wire catalog has been 
designed to assist in selection and application of proper 
Magnet Wire types. In addition to descriptive data, techni- 
cal information has been included for reference. Power and 
Control Cables catalog is intended for utility, construction, 
and industrial engineering and purchasing personnel as 
a guide in selection of proper wire and cable types 

1157—Transformers. Dongan Electric Manufacturing 
Co., 2998 Franklin, Detroit 7, Mich., has brochures avail 
able on its various types of transformers, including power 
circuit, control, signaling, machine tool, ignition and neor 
transformers. 
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Easier on crew and customers 


They use power equipment 


by Baron Creager 


@® WHENEVER IT IS determined that 


a piece of power equipment will 


conserve the energy of employees, 
making it possible for them to do 


better 


l 


work with less effort, that 
piece of equipment is purchased by 
the McClure Electric Co., 2655 
Swiss Ave., Dallas, Texas 

Such a policy has prevailed for 
three decades, and there is anothe: 
consideration—the customer. One 
piece of power equipment in use 
saves the customer 80 per cent in 
common labor costs on certain jobs, 
thereby serving the McClure policy 
of recognizing a moral obligatio: 
to avoid excessive charges to the 
customer. 

Jim McClure, company president, 
is widely known throughout the 
Southwest for his personal busines 
and NECA activities. Sitting at his 
desk in his 


firm's imposing new home, McClure 


modest office in the 
raised his voice, calling to his see 

retary in an adjoining room for the 
figure on investment of the McClure 
Electric 
tools and equipment 


Company in man-saving 
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one piece of power equi ‘nt in use 


McClure, president of MeClure Electric Co., 


Dallas, has found that 


saves the customer 80 per cent in 


common labor costs on certain jobs, 


The books 


e $11,500, which is more than 10 


showed this figure to 


per cent of the outlay of $108,000 


for the new building, formally 
opened early this vear 

Viewed from the front, the bricl 
and steel structure looks more like 
a banking institution, or the nerve 
centel an Insurance organization 
Any such impression is dispelled, 
however, once one passes inside the 
plate-gl: 

Inside the Walls, ideas acc imulat 
ing for 30 years have been put 
together like the works of a watch, 
to make electrical contracting oper 
with less 


ations efficient, 


effort. 


more 


“This is th ealization of a 
dream of 30 years,” said Jim Mce- 
Clure, “a dream that really began 
taking shape when I first started in 
the contracting business 

“Behind the design of this build- 
t should save 


ing was the idea that i 


the muscles of men and make i 
easier for them to do their work 
here. Much of the equipment used 
m jobs has been pur hased because, 

we have found 
need fo. 

“My travels and my observations 
of other contractors are responsible 
for both some of the ideas in the 
building and some of the equipment 


we use. For three vears, vou know, 
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Electrical contracting operations have been made more McClure Electric. Ideas accumulated for 30 years by Jim 
efficient with less effort in the new $108,000 building of McClure have been put to work in the structure. 


I served as distric ice-president “When I found a good idea, | many vears.” (He referred to the 


for NECA, an h an oppor- tucked it away in my memory fo1 le Clarence McClure, a_ brothe: 


tunity to observe the best contrac reference. Clarence and I have beet and equal partner, who served 


tors in operation planning this carefully for a good ompany president from incorpor: 


This view of the warehouse and loading dock area shows The dark oblong shape in the center background ix a 
a compressor in the right background that is so large it door which leads to the storage and shop area, where. 
requires a two-ton hoist to move it around from job to job. among other things, the two-ton hoist is stored. 
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Clarence Melton illustrates the ease 

of moving a reel with the two-ton 

hoist. Note the lower storage deck 

in the background, with reels under- 
neath. 


the reel can be rolled out of the way, 
inder a deck built to proper heigh* 
with that idea in mind 

“This is in the storage and shop 
area, and this deck, the floor of 
which is also used for storage, takes 
the shape of a ‘U’ in one wing of the 
building. Above it, at a height ot 
12 feet, is a second deck, projecting 
the same distance 

“Both decks are served by the 
two-ton track hoist, and by a second 
hoist of equal power. The second 
hoist, however, is located at one tip 
of the ‘U’ and is connected to a 
frame which lifts a small platform, 
actually an elevaton 

“So with these two hoists ou 
men can handle the heaviest piece 
of merchandise with a minimum of 
effort.” 

McClure credits saving of 80 per 
cent in labor costs on some phases 
of a job to a ditch-digging tool. 


tion until his death in 1950.) 

“Can't remember where they all 
came from,” McClure continued, 
“but the method of handling reels 
of wire and cable in our new shop 





will illustrate application of one 
idea. 

“We had been tearing up too 
many reels, all of which are charged 
to us at the normal rate. Further- 
more, it was hazardous for the men, 
unloading those heavy reels by hand 
from a truck. A good many reels 
got out of control and were smashed 
on the floor. 

“Now we have a two-ton electric 
hoist for that job. The hoist runs 
on an ‘I’-beam track. We simply 
back the truck up to the vicinity of 
the hoist, hook on, lift up the reel, 


and set it gently on the floor. Then 


This elevator lifts material to the 
upper deck of the dock area. 
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This stairway, hinged to the upper 


deck, is lowered or reaching the warehouse from the second-floor offices that 


elevated by an electric hoist. It has proved so popular for it is seldom raised except for sweeping. 


“It is a standard tool,” he ex- 
plained, “but it loosens dirt fast 
enough that one man is kept busy 
shoveling. 

“Then we use another power tool 
for tearing out concrete. Recently, 
we had an installation job in the 
second story of an occupied struc- 
ture, where concrete had to be re- 
moved. The work had to be done at 
night because of the dust. With this 
tool, our men got the concrete out 
within an hour, a job that would 
have required the length of a full 
work day for two men using ordi 
nary methods. 

“Of course, these are air tools 
and we have to use a compressor, 
and we have one of the big ones 
Moving this compressor around 
from job to job is a function that 
again calls into play the two-ton 
hoist. It is rated at two tons, but 
will handle up to 50 per cent over- 


load. With this hoist we simply 


hook on to the compressor, lift it 
into our big truck, and haul the 
compressor to the job.” 

Then there is the 6-kw generator 
that provides a portable light plant 
It is used on occasions when there 


is a rural power failure, but princi- ing facilities are unavailable. Here 
pally it is loaned to customers foi again the two-ton hoist is called « 
picnics, barbecues, and similar to set the generator in the truck 
night functions located where light- Please turn 


This partial view gives an idea of the size of the estimators’ room, which i- 
located upstairs. 
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Street lighting 
where you want ernization of the city’s street light- 


city engineer a plan for the mod- 


ing. As a result, new street iighting 


fur Broadway, the main business 


On the street ance meen oe ee 


by Walter W. 


@ MANY IMPROVEMENTS have been 
made in the methods and equip- 
ment for street lighting during 
the past several years, and one 
of the significant accomplishments 
is the fact that luminaires of 
modern design, properly mounted 
and spaced, and equipped with the 
new 440-watt, 21,000-lumen mer- 
cury vapor lamp will provide twice 
the illumination on the street 
where the light is needed as could 
be obtained from the old post-top 
luminaires lamped with 500-watt 
incandescent lamps. 

Having learned something of 
these developments, J. A. Willman, 
city manager for Columbus, Ga., 
decided that something should be 
done to improve the lighting on 
that city’s principal streets. 

Columbus is the metropolitan 
trading center for a large area of 
Georgia and Alabama, being located 
on the state line. It has experi- 
enced a tremendous increase in 
population, with resulting increases 
in pedestrian and auto traffic. 

This has been the result of in- 
dustrial development in this area, 
as Well as the result of a consider- 
able increase in population foilow- 
lng expansion during the war vears 
of Ft. Benning, which adjoins the 
city of Columbus. Large numbers 
of the military personnel live, shop, 
and visit in Columbus. 


In order to reduce traffic hazards, 


and to attract large numbers of 


people to the business or shopping 
areas, it was deemed advisable and 


Mr. Wildeman is southeastern rep- 
resentative for the Kerrigan Iron 


W orks. Inc., Nashville. Tenn. 
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This installation consisted of 90 

Kerrigan Style 200K-8B-282 street 

lighting standards, as manufac 

W ildeman tured by the Kerrigan Iron Works, 

Inc.. Nashville, Tenn. These street 

lighting standards have an 8&-toot 

upsweep bracket to which is at 

necessary to improve the lighting tached a Westinghouse OV-20 met 
in these areas. ury luminaire 

Mr. Willman discussed with his lease ti o page 


(Top) This view of the old street lighting installation on one of Columbus’ 

main streets shows the old post-top luminaires which directed very little 

of the light to the street. (Bottom) In the new installation, 440-watt, 

21,000-lumen mercury vapor lamps provide twice the illumination on the 
street as the old luminaires. 
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APPLICATLON 


Radiant electric heating for slab floors 


@ SMALL HOMES designed with con crete small for best results outside cold) wall, the spacing 
crete slab floors may be treated As with all electrically heated should not be less than 2 inches 
advantageously with radiant elec houses, operating economy require: on centers 

tric heating cable. Unless heating adequate insulation. The recom If it is not possible to install 


equipment of some kind is included mended insulation is as follows sufficient heat in the floor at 2.5 


in the floors of such houses, the ceiling, 3°, inches mineral wool; inch spacing, ceiling heating may 
floors will often be uncomfortably sidewalls, 3°, inches mineral wool; be used to supplement the floor 
cold. There are, however, certain doors and windows, weatherstripped cable 
limitations on floor heating that and caulked; floors should includ The cable may be secured to the 
must be recognized. perimeter insulation, as well as re base with a stapling gun approved 
Numerous impartial observers inforced vapor paper and 3 inches for the purpose or with adhesive 
have determined that floor temper- of vermiculite concrete base as patching plaster, masking tape, o 
atures above 85 degrees F. are un- shown in the illustration. other suitable means 
desirable for comfort. Therefore The required heating load may For control of heating cables 
in continuously occupied rooms, the be determined in the usual manne) only sensitive line voltage or rela 
minimum spacing shown in the and the cable or combination of controls of sufficient capacity to 
drawing and discussed later in this cables selected to meet those re handle the load. Thermostats should 
article must be observed. quirements. ve of a type especially designed for 
Concrete slabs have considerabk It is considered good practice t radiant heating and have a 5000 
heat storage, so that they are slow have a strip along the outside watt capacity with Underwriters 
to heat up and slow to cool off as (cold) wall of a higher wattave listing. For best results, the thermo 
room temperature changes. It is than the rest of the floor. This may stat should be placed approximatel) 
important to keep the mass of co: be obtained by spacing the cable 5 feet from the floor, and prefe) 
colina 14% inches on centers for the first ably on an inside wall, and adjacent 


These practical suggestions for suc- 2 feet in from the wall. In no case, to the heating area it controls. A 


cessful electrical radiant heating in- however, should the spacing be less standard metal junction box may be 
stallations in floor slabs are presented than 1! 
through the courtesy of Ceil Heat Di- . a , bet i : 
vision, Homes. Inc... Knoxville, Tenn cept for the 2-foot strip along the The procedure for making 


» inches on centers and ex- ised for the thermostat mounting 





e siecle PLASTER OR SPACE CEIL HEAT CARBL& JUNCTION BOX 
NY BXTERIO WALL BOARD Ya" ° * FROM OUTSIDE WALL; / POR THERMOSTAT 
Finis c 1% APART POR & OM ro 4 5° FROM FLOOR 
4 oom 24" OR MORE IN REST OF ROOM 
_— 
Ya *4 EXPANSION STRIP 
lj st Switce Sox 


ALUMUNUM 
TaAes 


” 
FROM WALL LINOLEUM, ASPHALT TKE 
Te CABLE WOOD BLOCK OR COMMAND VSED 
. FLOOR COVERING MAY BE LAIO 
PACRETE FLOOR 





REINFORCED VAPOR PAPER 








GRAVEL 6” 





BLOcK FILLED 
WITH VERAICULITE 











EARTH 


ACCEPTABLE EXTERIOR FINISH 
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floor-type installation begins at the 
thermostat location. Set a suitable 
rigid conduit riser for the non- 
heating leads between the switch 
box and the floor. The lower end 
should terminate in the concrete, 
with a porcelain or phenolic com 
position bushing provided to sepa- 
rate the non-heating leads where 
they leave the conduit. 

Next, place the cable on a collap- 
sible reel for unwinding, and extend 
the starting end of the cable 
through the conduit to the thermo 
stat box. Allow 6 inches of the non- 
heating lead to extend into the box 
with the tags exposed for inspec- 
tion if such are provided. Any ex- 
cess non-heating lead may be 
buried in the concrete the same as 
the heating cable. 

Run the cable along the floor 6 
from the wall to the 


(cold) 


inches out 
outside wall, securing the 
cable to the floor by an approved 
method. 
inch centers for the first 2 feet in 
from the cold wall. In no case is it 


Space the cable on 1'%- 


advisable otherwise to use less than 
a 2'%-inch spacing. 

The remainder of the cable 
secured to the floor on a spacing of 
2'% inches or greater, and the re- 
turn lead wire is extended through 
the conduit to the thermostat box 
in the same manner as the startiny 
lead wire was run. 

Check each cable with an ohm- 
meter or ammeter for continuity 

Please turn to page 69 


Effective classroom lighting 


® EXPERIENCE in 
indicates that 


Lagrange, Ga., 


small-town school 


boards can be as effective as the 


larger ones in getting improved 
lighting in classrooms. 
B. A. 


of schools for Lagrange, has been 


Lancaster, superintendent 
particularly successful in getting 
improved lighting for his class- 
rooms. He has been active in de- 
veloping public interest in better 
lighting for classrooms. 

The story is told that when a 
civic club set up a fund for buying 





eyeglasses for needy children with 


poor Vision, Mi 


Lancaster pointed 


out the need for adequate class- 
room lighting, as a means for pre- 
venting defective  visior among 
school children 

Mr. Lancaster has a twofold ap- 
proach to improved classroom light- 
ing: in the case of new schools, 
every effort is made to get prope) 
lighting included at the blueprint 
stave; for old schools, he has a 


system of monthly purchases 


through which he is gradually re- 


lighting classrooms  t modern 
standards. 

A unique feature of Lagrange 
school lighting is a plan of irregu- 
lar spacing between rows of units 
which takes into account the natu- 
ral light available near the win- 
dows. The row of continuous units 
near the windows are spaced about 
nine feet from the window wall. 
The row next to the inside wall 
are spaced four feet from the wall 
which gives improved lighting on 
the chalkboard 

The accompanying photos are 
typical of well lighted rooms in a 
Lagrange school. These views show 
the fixture spacing pattern. The 
lighted with 


rooms shown = are 


Lithonia units. 
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Now its demonstrated that 


APPLICATION 


Air conditioning sells new homes 


@ YEAR-ROUND air conditioning, as 
engineered and supplied by the elec- 
trical industry, has been demon- 
strated to be a powerful, double- 
edged sales tool in the low-cost 
housing project 

In Dallas, Texas, in March, 25 
homes, at $12,500 and $12,700 each, 
were sold within five days after a 
public Sunday opening which drew 
25,000 people to see the first com- 


pletely air-conditioned homes in 
this price range in that area. 
Adequate wiring is one of the 
electrical features of these homes. 
on display had a kitchen 


furnished with electric range, dish- 


One of tw 


washer, and washing machine, al- 
though those items are not. included 
at the price 

Summer and winter air condi- 
tioning are included, however, and 
it was this feature that captured 
public fancy and resulted in the 
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five-day sales record, according to 
the builders. 

Thus public fear of the cost of 
year-round air conditioning has 
been dispelled; and builders need 
no longer have any doubts about 
the sales stimulant of dual air con- 
ditioning, installed and ready to 
operate, in a new home. A spokes- 
man for the builders commented 
that air conditioning sells itself and 
sells homes, too 

The Dallas 
sponsored by two firms of builders 
and developers—Lewis & Lamberth 
and Laughlin & Silver. Together, 
they acquired the acreage. Individ- 
ually they will build 107 such homes 
each by fall, according to thei 


project is jointly 


plans. 

Both cooling and heating units 
to be installed in all such homes are 
of one manufacturer, and spokes- 
men for that firm called this devel- 


by Baron Creager 


The house above is one unit a 
large-scale, low-cost housing de 
velopment in Dallas, Texas, offer- 
ing year-round air conditioning and 
adequate wiring as distinctive sales 
, Twenty-five of these 
homes were sold within five days at 
$12.500 and $12,700 each after an 
25.000 
people to see the homes. 


open house which drew 


opment “the biggest advance in res 
idential air conditioning’ since in 
vention of the air conditioner.” 

Of the total home costs, $1,500 
represents the summer and winte1 
air conditioning system installed 
Spokesmen estimated $93 as the 
cost of operating the cooling unit 
for a season in Dallas and $40 as 
the cost of heating for a seasor 
These costs will vary, they said 
for other communities and even it 
Dallas. 














(Left) Both the summer air conditioner and the gas-fired control the temperature the year round. (Right) The 
warm-air furnace are located in an enclosed aleove in the homes, built around the air conditioning systems « of 
center of the houses. The two units are together by compact, contemporary design, as evidenced in this view 


a common duet system, and heating and cooling thermosiats of a den area. 


The system for these low-cost furnace together, and heating and the South and Southwest—the sys- 


homes provides humidification and cooling thermostats control tem- tem introduces fresh, filtered air. 


de-humidification in addition to peratures. When neither cooling In connection with its participa- 
cooling and heating. A common nor heating is needed—which is tion in the Dallas development, the 


cuct system ties air conditioner and often the case in spring or fall in Please turn to page 71 


(Left) The homes contain three bedrooms, a combined homes. One of two on display had a *n furnished 


living and din . shown here - (Right) with electric age. dishwasher, and washing machine, 
Adequate w i of the el ied s of these although those i s are not included at the price. 
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CREATIVE SELLING 


Lighting for brides 


A little ingenuity and a handful of special equipment 


by Walter R. Stone 


@ “A SOURCE OF income available to 
many electrical contractors can be 
initiated for as small an investment 
as $200,” according to Master Elec- 
trician Leon Dyer and Business 
Manager Cliff White, owners of 
Empire Electric Company of Ft. 
Worth, Texas. 

Dyer and White are making more 
than $100 per installation for dec- 
orative lighting dispiays at wed- 
dings and wedding receptions. 

As the year progresses, there will 
be an increase in the number of 
cutside weddings a perfect set- 
ting for decorative lighting and an 
excellent source of extra income for 
wide-awake contractors. 

Every florist is a potential booster 
for the contractor’s wares, because 
his flowers are considerably en- 
hanced by the theatrical effects of 
the lighting displays. 

Wedding consultants and caterers 
who are employed by or are ac- 
quainted with florists, department 
stores, church stewards, and social 
secretaries would be delighted to 
know of an electrical contractor 
who could and would furnish a ser- 
vice of this kind. 

In addition, once the contractor 
has made at least one attractive 
display for a customer, the con- 
tractor can depend upon that cus- 
tomer to be a business booster. 
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is all it takes to begin realizing this added volume 


In discussions of the wedding, 
the customer usually brags on the 
fine quality of the decorative light- 
ing. And therein lies a “plug” for 
the contractor's business. He will 
get other word-of-mouth advertis- 
tising from the bride and groom's 
many friends who were in attend- 
ance at the wedding and who were 
favorably impressed by the display 

Of course, the contractor must, 
above all things, be sure that the 
display is pleasing. He must strive 
for harmony. 

Light must be used as a tool with 
which to create just the right effect 
for each occasion and each particu- 
lar environment. It must be under 
stood and utilized correctly in order 
to achieve full value. 

It must be used to bring out the 
subtleties of the flowers and sur 
roundings. 

It must be stimulating, yet rest- 
ful; mystifying, but not brazen 
It must be a pleasing balance of 
light and shadows. It must be the 
atrical. 

According to the Empire Electric 
owners, all this the contractor can 
achieve by experimenting with 
various light sources until he per- 
fects a technique which can be ap- 
plied to any lighting 
There is no end to the variety of 
dramatic effects that can be ar- 


object lve. 


ranged by an imayinative  con- 
tractor. 

For instance, a fountain of spray- 
ing or trickling water is always 
attractive. But when it is illumi- 
nated with many colors which are 
constantly changing and blending, 
it becomes spectacular 

Any wholesaler can furnish elec- 
tric fountain equipment for the pur- 
pose. If the wedding is by the side 
of a church or other building which 
it is desirable to highlight, flood- 
lighting of various hues can be 
used to accentuate any striking 
architectural details. 

Multicolored strip lighting is ef- 
fective for floral groupings. Flash 
ers and color changers are indis- 
pensable for changing and blend- 
ing of colors 

Besides the many colors that are 
standard and available in lamps and 
lenses, weatherproof lamp coloring 
is available in red, blue, green, can 
ary, amber, and white opal for the 
contractor who cannot find just the 
shade he wants. 

Strip lighting can be overlapped 
so that two or more units will con 
tribute to a single spray of flowers 
Or they can be placed end to end 
with different color contrasts at 
given intervals. 

These colors can be rotated by 

Please turn to page 71 





MEETINGS 


Utility conference in Florida 


Unprecedented growth of electrical industry poses problems 


and extends opportunities to light and power companies 


® PROBLEMS political, 
and commercia! 


technical, 
confronting the 
light and power industry were dis- 
cussed at the nineteenth annual 
convention of the 
Electric 


Southeastern 
Exchange, held in the 
Boca Raton Hotel and Club, Boca 
Raton, Fla., April 21-23. 
Highlights of the 
were 


conference 
reports on the 
with respect to 
power veneration, an examination 
of sales opportunities in 1952, a 
study of solutions to load growth 
problems, and an off-the-record ad- 
dress by C. E. Wilson, former De- 
fense Mobilization 


status of 


atomic energy 


Administrator. 

In his annual report, President 
C. B. McManus referred to the in- 
creased expansion of industry and 
production and the problems of 
the utility companies in maintain- 
ing the power needs to meet this 
industrial expansion. In a_ look 
at the future, Mr. McManus con- 
trasted the opportunities that light 
and power companies have with 
the dangers that face them. The 
opportunities, he pointed out, are 
almost unlimited because the need 
for electric service is growing at 
an unprecedented rate. 

Of the dangers ahead, Mr. Mc- 
Manus named the principal ones 
as (1) that the electric industry 
may not take advantage of the 
opportunities that present them- 
selves; (2) that the necessary fu- 
ture leadership may not be pro- 
vided by training the young execu- 
tives needed; (3) that government 
ownership of utilities may be ex- 
tended; and, (4) that inflation 
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may be brought on by unneces- 
sarily large government expen- 
ditures. 

“Expanding America we've 
we'll do it again” 
was the subject of an address by 
George M. Gadsby, president, Edi- 
son Electric Institute, and presi- 
dent of the Utah Power and Light 
Co., Salt Lake City. 

Records indicate that utilities 
lead the field of all industry in the 
amount of money being invested in 
new facilities. 

Mr. Gadsby pointed out that one 
of the principal troubles in Wash- 
ington, D. C., during the past few 
years has been the great lack of 
understanding of our economy. It 


done it before 


has been only a short time since 
the government's view of our econ- 
omy was one fearful of overgrowth 
and overproduction. It hasn’t been 
long since we heard the statement 
that there are no longer any 
frontiers in this country. 

Only the mentality of a moron 
could have arrived at such a con- 
clusion, he said. Certainly, today, 
there is evidence that the frontiers 
are unlimited. 

The importance of training men 
to fill the leadership posts of the 
future was explained by Ernest R. 
Acker, president, Central Hudson 
Gas and Electric Corp., Pough- 
keepsie, N. Y. The growth trends 
indicate that in another 25 years 
the electrical industry will have 


become the largest single factor 


in the progress and achievement 
of this country, and this. will 
intensify the need for leadership. 


Some of the factors making high 
quality leadership essential at the 
present time are government con- 
trols, labor union relationships, 
and the increasing size of the la- 
bor cost component in operating 
expenses. 

As a starting point in develop- 
ing an improved plan of super- 
visory training, the company sub- 
jected itself to an independent 
survey by a firm of management 
consultants to determine the exist- 
ing status of leadership among su- 
pervisory employees and their at- 
titude toward the company and 
their jobs. 

The survey indicated that there 
was a particular need for a regu- 
lar program of supervisory train- 
ing and a carefully outlined sched- 
ule of duties and responsibilities. 
Meetings were conducted in groups 
of approximately 20 each. The in- 
struction was of the nature of 
problem solution conferences. The 
instruction was under the super- 
vision of the firm of management 
consultants. Leaders were chosen 
in each discussion group with ro- 
tation at intervals. 

After the 
training program was completed, 
the training was continued 


initial supervisory 


through periodic conferences 
which made it possible to carry 
on the training as well as provide 
communication upward to help 
management in its decisions. 

One of the points brought out 
in the experience of this company 
was that the problem solving con- 
ference works best when the em- 
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Featured speakers at the opening session of the Annual Con- 
ference of the Southeastern Electric Exchange were, left to 
right, Geo. M. Gadsby, president. Edison Electric Institute; 
Cc. B. MeManus, president of the Exchange; and McGregor 

Smith, president, Florida Power and Light Co. i <o 


ployees are given a free hand as 
to what topics will be discussed. 
This was necessary in order to 
show them that the management 
was willing to have any problem 
After a few months, 
however, the groups sought as- 
signed subjects for discussion, 
having assured themselves that 
the company was sincere in their 
expressed willingness to have any 
problem discussed at the supervi- 
sory employee level. 


discussed. 


A result of the program has 
been greatly increased interest in 
educational opportunities, and this 
has led to establishment of a com- 
prehensive educational program. 
The conference groups have also 
proved most valuable as a means 
information 
throughout the company. For ex- 
ample, when a rate increase was 
placed in effect recently, the em- 
ployees were briefed thoroughly 
on the details of the increase and 
the reasons for it. The result was 
a thoroughly informed organiza- 


of disseminating 


tion that was able to answer ques- 
tions of friends and customers. 

The Southeast is America’s fast- 
est growing user of electric power 

a fact which poses both prob- 
lems and opportunities for South- 
eastern power companies, A. C. 
Monteith, vice-president in charge 
of: engineering for the Westing- 
house Electric Corporation, told 
the conference. 

“You have only to think of such 
projects as the H-bomb, the new 
man-made fiber plants, the new 
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textile plants and frozen-juice in- 
dustry, and so many others, to be 
aware of this fact,” he said. “A 
review of the natural resources of 
material, fuel, manpower, and cli- 
mate of the South gives ample 
reason why this growth will con- 
tinue.” 

Happily for this area, Mr. Mon- 
teith continued, the growing power 
demand finds Southeastern utili- 
ties in a challenging but encour- 
aging situation. He added: 

“You can profit by the experi- 
ence of older, more fully-developed 
areas. The manufacturers of elec- 
trical equipment are in a strategic 
position to assist. The cooperation 





H. C. Leonard, first vice-president of the Exchange, presided 
over the second session of the conference. In the picture, 
left to right, are Mr. Leonard, and speakers T. Keith Glen- 
nan, member of the U. S. Atomic Energy Commission, and 
Monteith, vice-president, Westinghouse. 


between your organization and 
these manufacturers is excellent 
These factors, together with the 
thoroughly-demonstrated imagina- 
tion and ingenuity of the manage- 
ments of the Southern utilities, 
promise satisfactory answers to 
your problems.’ 

New technical developments in 
the field of power generation and 
transmission will play an impor- 
tant role in boosting U. S. installed 
power generating capacity from 
the present 75 million kilowatts to 
178 million kilowatts by 1965, Mr. 
Monteith predicted. 

For example, the largest high- 
speed turbine generator in service 


H. C. Leonard, vice-president, Gulf States Utilities Co., Baton Rouge, La.. 
was elected president of the Southeastern Electric Exchange for the year 


1952-53. 


At right is John W. Talley, managing director of the Southeastern 


Electric Exchange. 


49 





‘ 


«. E. Wilson, former Defense Mobilization Administrvior. 


receives congratulations from utility 


his off-the-record address. 


in 1941, he said, was rated at 65,- 
000 kilowatts. Westinghouse today 
has on order for the Philadelphia 
Company a 200,000. kilo- 
watt unit and “has been discussing 


Electric 


250,000 kilowatt generators with 
several organizations.” 


Weigh one-third less 

“It is interesting to observe,” he 
declared, “that by comparison with 
the 65,000 kilowatt machines of 
1943, the 200,000 kilowatt unit will 
weigh 34 per cent less and occupy 
30 per cent less space per kilowatt. 
And the new single-shaft, 3600 
rpm, 150,000 kilowatt generating 
unit weighs one million pounds 
less than the 150,000 kilowatt 
cross-compound unit purchased 
five years ago.” 

As important as size in boosting 
power output of generators, Mr. 
Monteith said, is a new method 
of cooling that increases the out- 
put of a given machine 50 per cent. 


This scheme utilizes hollow cop- 
per conductors and blows hydro 
gen gas through the hollow coils. 

The hollow coil method of cool- 
ing now is being adapted to the 


two largest turbine generators un- 
one 175,000 kilo- 
watt and one 200,000 kilowatt unit. 

Transformers also have followed 
the same size trend, Mr. Monteith 
pointed out. Whereas one year ago 


der construction 


a 145,000 kilovolt-ampere unit was 
the most powerful transformer in 
existence, Westinghouse recently 
began work on an order for six 
220,000 kilovolt-ampere machines. 


Higher voltage transmission of 


power, greater standardization of 
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executives, following 


equipment, and careful. training 
and use of engineering manpower 
also will play an important role 
in meeting the 
power requirements, Mr. 
teith declared. 

A report on the status of the 
atomic 


rising 
Mon- 


nation’s 


energy development was 
presented by T. Keith Glennan, 
United States 


Atomic Energy Commission, with 


member of the 


special emphasis on the applica- 
tion of atomic energy to power 
veneration. 

He pointed out that the Atomic 
Energy Commission has a large 
stake in the Southeast with the 
huge plants at Oak Ridge, the proj- 
ect at Paducah, Ky., and the new 
project under way near Augusta, 
Ga. 

A large number of schools in the 
Southeast are now engaged in 
special research on atomic energy 
developments. Of special interest 
is the project under way at N. C. 
State College where an atomic en- 
ergy reactor is being constructed 
and will be the first non-govern- 
ment owned reactor in the coun- 
try although the Atomic Energy 
Commission will retain title to the 
nuclear fuel to be used in the re- 
actor. 
feels strong 
compulsion, Mr. Glennan said, to 


The commission 


place special emphasis on develop- 
ment relative to power generation 
from atomic energy. The energy 
that could be made available from 
the total known supplies of urani- 
um available throughout the world 
is estimated as being approximate- 
lv equal to the energy available 


Other speakers who addressed the Exchange conference were 
P. D. Brooks, of Ebasco Services, Inc., and John J. Huether, 
of General Electric Co. 


from all known reserves of all 
other types of fuel. 

At one of the research labora- 
tories a power unit is being built 
to power a submarine by means 
of a thermal reactor utilizing nu- 
The problem here is 
complicated by the limited space 
available in submarines. Many of 


clear fuel. 


the problems solved, however, will 
bear importantly on central sta- 
tion atom power generating plants. 
Another laboratory development is 
going forward on a unit to power 
an airplane. 


Progress in atomic power 
One of the 
tered in such developments is that 


problems encoun- 


of thoroughly testing all materials 
that are to be used in such devices. 
The bombardment of metals and 
other materials by atomic particles 
often changes the characteristics 
of the materials and makes them 
unuseful after a short time. The 
problem is to find metals and ma- 
terials that will hold up under 
such special conditions. 

To further the development in 
such fields or that of power gen- 
eration, the commission is now 
making available all of the infor- 
mation bearing on this subject to 
a few groups that have been 
cleared on a security basis. Also, 
one individual has been employed 
who will represent the contact 
with the commission organization 
for all industrial applications of 
atomic energy. 

As to when atomic energy power 
generator units will become feasi- 


Please turn to page 72 
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CONFERENCE 


Lighting men review progress 
in development and application 


by Baron Creager 


Southwestern Editor 


@ RESIDENTIAL LIGHTING, with its 
combination of opposing factors, 
still represents the near point of 
frustration for those engaged in 
the design and installation of such 
systems, according to the out- 
spoken or implied conclusions of 
some speakers before the South- 
western Regional Conference of the 
liluminating Engineering Society, 
in Tulsa, Okla., April 6, 7 and 8. 
This was tacitly conceded in the 
full closing session devoted to 
slides illustrating, and monologue 
lighting ac- 
number of 
Utility 
representatives displayed and ex- 
plained lighting jobs of which they 
were proud, but none of the sub- 


explaining, planned 
complishments in a 


points in the Southwest. 


jects was a residence. 
Furthermore, those on the inside 
of the planned lighting industry 
recognize the handicaps imposed 
and also recognize the shortcom- 
ings of themselves, their associates 
and their competitors. There were 
some polite, and some pointed, crit- 
icisms. A contractor frankly lam- 
basted “‘chiseling contractors” who 
talk home owners into using cheap 
substitute; and en architect, al- 
though thankful for the assistance 
of lighting engineers, complained 
that manufacturers do not provide 
the right kind of fixtures for 
achieving different levels of light- 
ing that a residence should have. 
At the outset it was announced 
by W. E. Folsom, Dallas Power and 
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Samuel G. Hibben, national president 


of the Illuminating Engineering 


Society, discusses features of the program of the Southwestern Regional 


Conference with W. E. 


Folsom, left, 


regional vice-president, and M. J. 


Myers, right, general chairman of the conference. The conference was held 
in Tulsa, Okla., early in April. 


Light Company, and regional vice- 
president, that the 1953 conference 
will be convened in Dallas on 
April 12, 13 and 14; and that invi- 
tations for the 1954 
were being considered from Little 
Rock and Hot Springs, Ark., and 
Houston, Texas. 

In welcoming the conference to 
Tulsa, C. N. Robinson, vice-presi- 
dent of the Public Service Com- 
pany of Oklahoma, said the confer- 
ees were there because they were 
interested in “lighting for seeing 
and not for looking.” He added 
that color is the immediate chal- 
lenge of the future and called at- 
tention to the increasing amount of 


conference 


work being done with FFA and 4H 
club boys and girls. 

“As a result,” he said, “these 
boys and girls have taken more na- 
tional honors for this state than 
any other state in the union. You 
will find that we will be working 
more and more with agriculture.” 

He unwrapped a table cloth from 
around a large pottery bull and, 
in presenting the bull to Folsom, 
left the symbolism of the incident 
to be determined by the audience. 

Before the first technical ses- 
sion got under way, Folsom re- 
viewed developments in the IES in 
the Southwest. 

“Our growth has been quite re- 
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markable,” he pointed out, “since 
we really got. going in 1937. At 
about that time the Southwest sec- 
tion had 139 members, but as of 
Oct. 1 last year there were 151 
members. Total membership of the 
region is now approximately 500. 

“One of our objectives is to con- 
stantly improve the programs of 
our conference and we have been 
invited to participate in a research 
project for which we will need vol- 
unteers.” He did not identify the 
project. 

S. G. Hibben, of the lamp di- 
vision of Westinghouse and presi- 
dent of the IES, said the society 
was nearing its golden anniver- 
sary, as is the science and art of 
good lighting. 

Citing statistics to show a paral- 
lel between IES and_ lighting 
growth, Hibben reviewed IES ac- 
complishments since its birth in 
1906. He said it was no coinci- 
dence that in the United States, 
consumption is more than five light 
bulbs per capita annually; that it 
is more than a coincidence that the 
society set standards and guided 
practices and provided the basic 
materials for lighting codes. He 
added: 


Responsibility of IES 


“Under the strain of modern liv- 
ing with its extraordinary seeing 
tasks, the demand for eye comfort 
and the protection of the seeing 
organs is imperative. One sees a 
red flag of warning when noting 
that over 20 per cent of the best 
young manhood of this nation can- 
not see well enough to be qualified 
for full acceptance in the military 
services. Your society recognizes 
its responsibility in the preserva- 
tion of human vision, working to- 
wards the prevention of eye strain 
rather than being primarily con- 
cerned with its cure. Lest we be- 
come a_ half-blind race, the IES 
must double and redouble its efforts 
of knowl- 


edge to every citizen; otherwise 


and its dissemination 


from whence can we hope to ob- 
tain the authentic unbiased knowl- 
edge about evesight and lighting 
or how can he hope to enjoy the 
comforts and the gaiety and the 
seeing and 


happiness of modern 


living?” 
Hibben concluded that in each 
decade the society should double 
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New Hoover. 


Motors 


totally 


enclosed 








If you make a motor-driven product 
that must work where there’s moisture, 
heavy dust, wood chips, or metal shav- 
ings—these new, totally enclosed Hoover 
Motors are for you. 

And you are getting more for your 
money than with any comparable mo- 
tor on the market 

There are both se/f-cooled and fan- 
cooled models—newly designed to keep 
trouble out and performance high No 
No blind 


passages to catch dust and dirt. 


openings to let moisture in 


A working giant in a small package 


Polyphase motors through 5 H. P 
Capacitor start motors through 3 H. P 
All built in NEMA frames. Extremely 


compact. More horsepower for each 


pound ot motor—more motor tor your 
money in every way 

Made and guaranteed by the makers 
ot the famous Hoover Cleaners, who 
have been building precision motors 
since 1934. World-wide service facil- 
mes always ready to protect your good 


nhame 


THE HOOVER COMPANY 

Kingston-Conley Division 

Dept. ES-S 

68 Brook Avenue, North Plainfield, New Jersey 
Please send catalog showing ond describing 

complete line of Hoover Motors 


Nome 


Address 


City 





its membership, production of lit- 
erature, research and educatinal ac- 
tivities and its dissemination of 
knowledge. An investment of dol- 
lars and service caf pay rich divi- 
dends, he said, but asked, “Who 
can appraise the value of clear eye- 
sight of over 100,000,000 people?” 

With the “Analyzing 
Lighting Costs,” E. A. Lindsay re- 
peated the thought that the confer- 
ence is interested in seeing and not 
lighting and that “the costs should 
be reflected in end results and not 


subject, 


dollars.” He represents the lamp 
division of General Electric. 

“It is not the cost of lighting, 
but how does it perform,” he in- 
“We need to know the in- 
vestment in equipment and instal- 
lation, and the cost of operation. A 
filament installation is cheapest in 


sisted. 


first cost, mercury costs 2'. times 
as much, and fluorescent five times 
as much. 


True value of lighting 

“But the value of a lighting sys- 
tem lies in its ability to produce 
seeing conditions, and the cost 
must be justified by results. The 
cost is equal to the investment, 
minus the return. And the whole 
project of cost analysis should be 


on the basis of 


seeing and not 
lighting.’ 

Using slides, he traced a case 
history in an industrial plant 
where the accident rate was cut in 
half by creating adequate 
conditions 


seelny 


“With any cost analysis for any 
installation, be careful,” he warned, 
“for any figure you put down may 
prove to be a booby trap.” 

Thereupon, with chalk and black 
board, he illustrated procedure in 
correct cost analysis, using arbi- 
trary basic data to work out the va- 
rious cost factors involved in such 
an analysis. 

President Hibben made a second 
appearance on the program follow 
ing a luncheon at which the dele- 
gates sat with members of the En- 
gineers Club of Tu'sa. His sub- 
ject was “Lighting for Tomorrow.” 


“ 


In tomorrow we won't be con- 
tent,” he said, “to put electricity 
through wire to get light and heat 
Tomorrow we will see in vapor 
lamps elements with which we have 
not been familiar. We will become 


more conversant with the various 


54 


uses of black light. We will coat 
the interior of a mercury bulb with 
a very peculiar phosphor. You will 
find lights made of materials you 
never heard of. 

“Tomorrow an equally large bus- 
iness will be built around lights not 
lights that will 
destroy germs and prevent disease. 


used for seeing, 


A lamp that prevents or eliminates 
odors. 

“We are a long way yet from pro- 
ducing the equal of the light that 
nature provides. Yet we must rec- 
ognize our seeing tasks, or we may 
become a half-blind race.” 

He quoted again the statistics 
on inductees, and added that in the 
public schools of one large Ameri- 
can city, one out of five students 
could not see what the 
wrote on the blackboard. 

The second 


teacher 
technical session 
opened with the second appearance 
of Mr. Lindsay, this time with the 
topic, “Industrial Lighting and 
Infra Red Application.” His com- 
ment was almost exclusively con- 
fined to a discussion of conditions 
shown by a number of slides, but 
in prefacing this discussion, he 
suggested several basic guides. 
“Paint will put more light down 
where it should be,” 
“and make environment more com- 
fortable. But be 
of stray colors. 


he specified, 


careful in the use 
Remember that air 
conditioning will not remove the 
filament in 
With 
cent lighting, a lower temperature 
is required for comfort.” 

E.. Hi. 
Electric Manufacturing Company, 
of Des Plaines, Ill, had the topic, 
“Grid Systems,” and 
that: 


heat from the incan- 


descent lighting. incandes- 


Church, of the Benjamin 


explained 


“Ever since public acceptance of 
the fluorescent lamp as a practical 
light, 
gineers have been trying to devise 


source of illuminating en- 
methods of minimizing the consid- 
erable number of luminaries which 
have been necessary to provide de- 
Among 
notably, lou- 


sired illumination levels. 


these methods are, 
vered ceiling systems, translucent 
panels, and troffers. Recently, in- 
terest has developed in still another 
method which shall be referred to 
in this discussion as a ‘grid-sys- 
tem.” 

“The grid-system has been avail- 
able to the public for some time 


on a custom-made basis. It is only 
now, however, that such a system 
is being made available as a pro- 
duction item by various manufac- 
turers. 

“Broadly speaking, the grid-sys- 
tem can be classed as an ‘over-all 
type’ consisting of a skeletal frame- 
work mounted to the ceiling, pro- 
viding for the support and proper 
spacing of a series of fluorescent 
lamps and intervening shields. 

“Because of the interest evi- 
denced in these systems, the authors 
have investigated the use of this 
type of lighting in two similar 
classrooms in a grade school.” 

Interest in grid system 

He then referred with detailed 
explanation to a series of slides 
which showed comparative seeing 
conditions after in- 
with 


before and 
stallation of 
variations. 


grid systems, 


Perhaps the most highly tech- 
nical discussion of the conference 
was “Color is How You Light It,” 
by Ted C. Sargent, of 
Electric 
Mass. 
“The lighting engineer is in 
competition with the designer, the 
architect and the contractor,” he 


Sylvania 


Products, Inc., Salem, 


began, “and people expect the light- 
ing engineer to say, ‘Use this, here, 
and it will be right.’ Display, social, 
theatrical and industrial lighting 
they are all different and place 
before the lighting engineer a dif- 
ficult task. 
“When we say 
matically 


light we auto- 
refer to something that 
is visible, a combination of experi- 
ences, with the brain to interpret 
a very intricate system of re- 
Therefore, any lighting 
recommendation by anyone can be 
criticized.” 


sponses. 


He employed a large number of 
slides of technical composition, dis- 
cussed vibrations in terms of the 
octave, broke down the spectrum 
and discussed it in terms of radia- 
tion, and indicated that perhaps 
professors are the only class that 
can identify colors with accuracy. 

“When we put something on 
paper from which we 


ergy,” he 


receive en- 


continued, “and which 


we identify as a color, we often run 
into trouble.” 

To illustrate the point, he em- 
ployed visual distortion with four 
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slides which, he said, showed the 
result of color patches competing 
with various backgrounds. The first 
slide, with a blue background, ap- 
parently centered a square olf 
yellow, yet the same patch on suc- 
ceeding backgrounds created a con- 
fusing air to color identification. 
E. W. Begg’s, of the lamp divi- 
sion of Westinghouse, had the 
topic, “Vapor Light Sources,” and 
said that actually vapor lamps are 
old in the business. In 19382, he 
said, the mercury light was pro- 
duced that started the mercury 
light business and now there are SA VE TIME FOR SKILLED HANDS 
2,500 miles of mercury-lighted 
streets and highways. In _ prefac- “The strap with the built-in bump” 
ing his discussion he said that the = BLACKHAWK SNAP-STRAP 
nape Atiiats en = nmadars For rigid or thinwall conduit. Exclusive 
in mercury vapor light sources is 


- : self-holding feature saves time on the 
a phenomenon resulting in part 


job, eliminates fumbling and dropping, 
from the Korean war. However, makes difficult installations easier. Made 
he added: of heavy gauge steel, zinc plated after 

“It is probable that the im- fabrication. Wide range of sizes for rigid 
portance of mercury vapor light and thinwall conduit. (Patent Pending.) 


sources in American lighting prac- 


Blackhawk No. 470 Connectors 


Made of special cast alloy. Strong, durable and non- 
rusting. Precision finished with full positive threads, 
Formed steel clamp and solid steel locknut with positive 
. locking feature are heavily zinc plated. Full length filister 
operators to minimize their main- / Vi head tapered point screws make installation quick and 


tice would have been great without 
the impetus of war preparation. 
This is partly because of an in- 
creasing desire on the part of plant 


tenance costs. It has led them to easy. No. 470 for “ABC” or flexible conduit. No. 425 
use mercury lamps because of their for non-metalic cable. 

— asad and gure pesos per wo al Blackhawk No. 1426 

= SGeETeoR to this, however, is Tm Conduit Entrance Caps 

Special high strength non-corrosive aluminum alloy. 
Easy and positive to position. Filister head cap 
holding screws. All threads are clean and full cut. 


very large effect of improved lamp 
performance and the development 
of the ‘white mercury’ light made 
possible ed the new fluorescent Ser 2, & % oe 5 Ghee aetion 
mercury lamp. 
: nee Blackhawk No. 
He showed a number of slides Blackhawk No. 711 3626 Steel Cled 


which dealt with the sun lamp, Service Entrance Wire Holders 


: : ; Cable Heads 2 sai 
black light, searchlight, and indus- Features cast alloy body with a ae ae 
rial installations separate cover. Heavy steel : P 
trial installa 8. separa ° y porting strap. No. 
Les Allen, of the Allen Electric — peo keyhole 22 square shoulder 
saves ime. ermits uic . , 
Company, was the contractor, a a au Gadaen’ eee Nagel cee Lo gm 
Tulsan, who spoke out against . building. celain has compression 
“chiselers” in his discussion, “The strain only. Smooth round- 
Cisiieetie ont te ee” ed surfaces protect wire 
é an € yh insulation. REA approved. 


“We all have a great part in this 


i stry,” he declared, “and we . 

ae SS es ae ) Blackhawk No. 514 Yard Lights 

should all have the same thing in : * : ‘ ‘ ‘ 

: ‘ 7 Highest quality porcelain enamel reflector, independ- 
mind all the time—good engineer- ently mounted. Zinc plated cast iron head and flange, 
ing, the proper amount of copper, galvanized conduit extension, Wired with porcelain 
and the mechanical equipment socket and No, 14 TW wire. 


necessary to do a first class job. 


We should all co-operate: the ar- WHEN YOU BUY ASK FOR B-I 
chitect, the builder, the lighting Sold Only Through Electrical Wholesalers 


engineer and the electrical con- \* BLACKHAWK INDUSTRIES, DUBUQUE, IOWA 
tractor. Pleckhaw 





yw Gatto Futinge 4 partes . and Staite 
as » lichti > ineer takes tes . nuts on ushings . ire Holders 
But the lighting engineer takes industries Cable and Conduit Strops . Fluorescent Brackets 
his plans to the owner, who calls Connectors . Box Supports . Conduit Entrance Cops 








(Please. turn to page 69) 
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INDUSTRY NEWS 


Timely items relating to contractors, light 


and power companies, electrical wholesalers, 


electrical manufacturers 


Contractors form 
independent group 


L. A. PITT, owner and operator 
of the Pitt Electric Company, of 
Amarillo, Texas, has been named 
president of the newly organized 
Panhandle Electrical 
Association. 


Contractors’ 
The new contractors’ 
group was formed to help settle 
a “sick call strike” of electrical 
workers which developed late last 
month. 

Eleven charter members set up 
the new association and_ invited 
their some 100 workers to return 
to their jobs under former union 
contracts after negotiations be- 
tween representatives of Amarillo 
Electrical Workers Union, Lodge 
602, and officers of the Panhandle 
Chapter, National Electrical Con- 
tractors Association, bogged down. 

An official of the new 
tion said purpose of the organiza 
tion is to promote better labor- 
management relations. Officers 
other than Pitt include: Sam Crain, 
owner of the Crain Electric Com 
pany, of 


assocla- 


Amarillo, secretary-trea- 
surer; and T. M. Brooks, owner of 
the Brooks Electric Company of 
Pampa, Texas, vice-president. 

The dispute, which PECA mem- 
bers termed a “wildcat strike,” tied 
up virtually all of the electrical 
work in the Texas Panhandle area 
for a week. It involved more than 
250 workers who demanded a 
straight 12!» cents-an-hour across 
the board pay raise. 

Panhandle Chapter, NECA, 
members reportedly agreed to the 
proposed raise for journeymen 
electricians, but would only agree 
to a 6% cents per hour raise for 


56 


and their agents. 


the three top apprentice groups. 
The present scale in this area is 
$2.50 for journeymen and from 
$1.25 to $1.87% per hour for ap- 
prentices. 

After the invitation of the new 
contractors’ organization, virtual- 
ly all of the workers went back on 
the job at the current 
rate. 


contract 
At the same time, it was an- 
nounced by the union that wage 
negotiations were still in progress 
and that a new scale was being 
worked out. 

Charter membership firms of the 
include Arrow 
Electric Company, Bryant Electric 


new association 


Company, Price Electric Company, 
V. L. Taylor Company, Frank’s 
Electric Company, Triangle Elec- 
tric Company, Pitt Electric Com- 
pany and the Crain Electric Com- 
pany, all of Amarillo; Page Elec- 
tric Company and Cox and Son 
Electric Company, both of Borger; 
and the Brooks Electric Company 
of Pampa. 


2.000 to attend 
NAED meeting 

WITH an advance registration of 
well over 2000, the 44th Annual 
Convention of the National As- 
sociation of Electrical Distributors 
is pointing towards a record at- 
tendance, according to an _ an- 
nouncement by Executive Director 
Chas. G. Pyle. 

The convention of the 44-year 
old association will be held at At- 
lantic City, N. J., June 9-12, with 
headquarters at the Ambassador 
Hotel and convention sessions in 
Westminster Hall of the Chelsea 
Hotel. 

The balancing of the distribu- 
tion of electrical products between 
civilian and military requirements 
in today’s economy sets the pace 
for the convention program. Promi- 
nent executives from industry and 


PLANT URQUHART—J. J. McDonough, executive vice-president, Georgia 
Power Co.. at left, congratulates F. C. MeMeekin, president, South Carolina 
Electric and Gas Co., on the occasion of the ground breaking ceremonics 
for the construction of South Carolina Electric and Gas Company's new 


steam plant near Aiken, S. C. 


The new plant is named for Norman B. 


Urquhart, chief construction engineer of the company, center. The plant 
will include two 75.000 kw units initially, with an ultimate capacity of 


300,000 kw. 
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government will participate in the 
sessions and panel discussions by 
Chairmen of the  association’s 
many active committees will also 
be featured. 

The general convention session 
will be held on Wednesday, June 
11, with the Honorable Lowell B. 
Mason, member of the Federal 
Trade Commission, as one of the 
principal speakers. Meetings of 
the Apparatus and Supply Divi- 
sion will be held on the afternoons 
of Monday, June 9, and Tuesday, 
June 10. 

The Appliance Division meetings 
will be held in the morning and 
afternoon of Thursday, June 12, 
with a special luncheon for the 
Appliance Division. B. A. Graham, 
president of the Sunbeam Corp., 
will be one of the principal speak- 
ers at the Appliance Division 4 : ‘\ 
meetings. acl 

Other convention features in- 
clude a specially prepared presen- ( er 
tation on Electric Housewares by 
the Electric Housewares Section 
of NEMA, and the presenting of 
the Junior Achievement award for 
the outstanding electrical product 
made by a Junior Achievement 
company submitted in the national! i 
contest, as well as the announce- it te Is YOU... 
ment of the nine Association 


scholarships for Junior Achievers. WHEN group replacement is profitable and when 
it isn’t 


Utility advertising WAAT is your most profitable cleaning cycle 
awards announced 
NATIONAL winners in the 1952 WAERE and HOW you can eliminate 83% of 
Better Copy Contest of the Public your lamp burnouts 
Utilities Advertising Association 
were named recently at the annual WAY you can replace six lamps for what it now 
costs you to replace one 





convention of the association held 
in Minneapolis, Minnesota. Win- 
ners were named in 22 different 
Get the low down, now, when it profits you most. 
The facts to fit your operation are in this Champion 
File Folder — yours for the asking. 


classifications, covering practically 
every phase of advertising con- 
ducted by electric, gas and trans- 
portation companies. 

The presentation of certificates 
marked the close of the 29th such 
competition, the oldest continuously 


CHAMPION LAMP WORKS 


oe ; LYNN, MASSACHUSETTS 
conaucted advertising contest in 
existence in the United States. A 
record total of approximately 1400 
entries from utility companies in 


Please mail your Free File Folder ES on planned cleaning 
and group replacement, at no cost or obligation to: 


7 


nearly every state, Hawaii, and Name Position 
Canada, were received and judged 
in this year’s competition. 

Of the 13 southern and south- 
western light and power companies 
which received first place awards, 





na 
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the New Orleans Public Service, 
Inc., New Orleans, La., distin- 
guished itself particularly by win- 
ning three first-place awards. This 
company was first in its group in 
the classifications covering bill en- 
mail, printed 
material used in dealer promotion, 
and interior displays. 


closures and direct 


Oklahoma Chapter 
gets IES charter 

THE OKLAHOMA Chapter of the 
Illuminating Engineering Society 
wus given official 
cently 


recognition re- 
Hibben, 
president of the society, presented 


when Samuel G. 
a charter for the chapter to Robert 
G. Smith, of Tulsa, first president 
of the new chapter. 

The presentation was made at a 
luncheon meeting during the South- 
western Regional Conference of the 
IES, in Tulsa. 


EEI lighting award 
goes to Georgia Power 


THE GEORGIA Power Co. has been 
awarded a plaque and $150 in cash 
for “outstanding residential light- 
ing promotion in 1951.” 

Given by the Edison Electric In- 
stitute, the award was presented 
at the institute’s 18th annual sales 
conference, in Chicago. 

Miss Elizabeth Parker, home ser- 
vice director of Georgia Power, re- 
ceived the award on behalf of the 
company. 

The Georgia firm’s entry was 
based on a program of home study 
lighting presented through elemen- 
tary and 


secondary schools by 


members of the home service staff. 


Charlotte wholesale 
firm is reorganized 

THE UNION Supply and Electric 
Co., of Charlotte, N. C., 
established in 


originally 
1945, has recently 
been reorganized, with Charles F. 
Jones, of Wilmington, purchasing 
the controlling interest in the 
company. 

Mr. Jones is owner of the Wil- 
mington Electric Supply Company, 
pioneer electrical distributor in 
eastern North Carolina. He will 
serve as president and treasurer 


58 


TULSA WHOLESALER—These are views of the attractive new headquarters 

and warehouse of the Nelson Electric Supply Co., Tulsa, Okla. The building 

is completely vir-conditioned and contains 40,000 square feet of storage 

space. This company, headed by Courtney B. Nelson, is a wholesale dis- 
tributor of electrical and telephone supplies. 


of the Union Supply and Electric 
Company, which includes a branch 
in Aiken, S. C., 
ment of T. A. 

David M. 
named as general manager of the 


under the manage- 
Wilkinson. 
Alexander has been 
Charlotte company. He first be- 
came affiliated with the company 
in Feb.,. 1946, upon his return from 
the Navy. 

Mr. Alexander reports that the 
company has built up a consider- 
able inventory of electrical equip- 
ment, including electrical construc- 
tion materials and lighting fixtures, 
pole line hardware, and electrical 
appliances. 


Merit awards made at 
lighting exposition 

THE SouTH is well represented 
among winners in the merit award 
competition conducted in 
tion with the International Light- 
ing Exposition, in Cleveland, Ohio, 
May 6-9. Four 
groups of southerners were repre- 


connec- 


southerners or 


sented among the Gold Seal Award 
winners, the highest award made. 


In the electrical contractors’ 


classification was J. S. Copeland 
Electric Co., Houston, Tex., in com- 
bination with H. G..Hrivnatz, of 
Houston Lighting & Power Co., 
and W. H. Atkinson, Graybar Elec- 
tric Co., Brochsteins, Inc., and 
R. F. Taylor, Sakowitz Brothers. 
The award was for distinctive 
lighting of a girl’s dress shop. 

In the utility lighting and power 
representatives’ classification, a 
gold seal award went to Roger W. 
Renkel, Union Electric Co. of Mis- 
souri, in combination with E. W. 
Stohlman, Jr., for the lighting of 
a railroad freight station. 

L. Ralph Bush, of Atlanta, Ga., 
was awarded a gold seal in the 
architects and consulting engineers 
classification for his entry on the 
lighting of a public library. 

In the owners and users classi- 
fication, Joseph Bettendorf, of St. 
Louis, won a gold seal award in 
combination with Carter Lewis, of 
Union Electric Co. of Missouri, for 
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the lighting of a super market. 

A number of Southerners also re- 
ceived merit awards for their en- 
tries in the lighting competition. 


Birmingham Graybar 
occupies new home 

OPEN HOUSE was held recently 
by Graybar Electric Co., of Bir- 
mingham, in a spacious new com- 
bined office and warehouse. The 
new place of business is easily 
accessible to downtown Birming 
ham but far enough out to provide 
plenty of parking space for Gray- 
bar’s customers. 

Up to a few weeks ago, the Bir- 
mingham office of Graybar Electric 


Graybar Electric Co. held open house recently to celebrate the opening of 
its handsome new office and warehouse building in Birmingham. 
are shown here in the spacious front office. 


Dates Ahead 


National Association of 
Electrical Distributors, 44th 
Annual Convention, Atlantic operated from three onge ! reased to the point where display 
City, N. J., week of June 9, j ae ‘ . ' 

1982 downtown locations. Its office and space and parking facilities were 
oe : : varehouses were at three different completely inadequate. 
International Home Fur- : ‘ ; 
nishings Market, including 
showings of housewares, 
major and electrical appli- 
ances, radios and television, 
lamps and shades. The Mer- 
chandise Mart, Chicago, II1., 
June 16-26, 1952. 

National Appliance and DUST-TIGHT 
Radio-TV Dealers Associa- LIGHTING 
tion, Annual Mid-Year Meet- 
ing, Sherman Hotel, Chicago, FIXTURES 
Ill., June 22-24, 1952. A. W. , 
Bernsohn, managing director, -for hazardous locations where 
Merchandise Mart, Chicago flammable or explosive dusts are 
54, Il. present. Class Il, Groups E, F, G 

Illuminating Engineering and Class Ill. 
Society, National Technical ‘ , 

Conference, Edgewater Beach 
Hotel, Chicago, Ill., Septem- 
ber 8-13, 1952. 


locations, and business had_ in In addition to offices and ware 





IAEI, Southern Section, 


; 1 Lampholders are located 
24th Annual Meeting, Her- within the conduit box as- 


mitage Hotel, Nashville, ' sembly of both pendent and 


pn ~ - = 4 . junction box types, permit- 
Tenn., October 13-15, 1952. R&S Type DL Lighting Fixtures contribute outstand- ting installation and wiring 


a ‘ ing advances in fixture construction and installation without regard to size or 
American Institute of Elec- simplicity! They operate very cool —'way below al- style of fixture 
trical Engineers, Fall Gen- lowable temperatures for this type of installation 
. y Two exclusive design features, in addition to basic 
eral Meeting, New Orleans 
- leeting, ve ah . rtens ’ advantages common to other well-constructed dust- 2 All fixture — globe — Ke- 
La., October 13-17, 1952. tight fixtures, assure faster, easier installation, cleaning pa see te dither 
cs " , | e easily attachec 
National Electrical Manu- — en ny hey’re —_ of oom eae ee of interchanged by means of 
" a : . — designed wit Streamlined simplicity — and shapec a simple bayonet slot and 
facturers \ssociation, Had- to prevent dangerous accumulation of dust — screw arrangement, without 
don Hall Hotel, Atlantic City, Write for Information Data Sheet No. 7151 —1 disturbing electrical connec 


J., November 10-13, 1952. ; ott Sactin See Saatn = 


Southeastern Electrical tandard to all msc xin re b Sa me! ' 
Wholesalers Association, “In- } sor assembly in 106 of 200 wat 
dustry Day” Meeting, At- | 


lanta Biltmore Hotel, At- RUSSELL & STOLL COMPANY, INC. + 125 BARCLAY STREET, NEW YORK 7, N.Y Ft 
lanta, Ga., Jan. 15-16, 1953. 


M. L. Tice, managing direc- 
tor, 421 Rhodes Building, At- 
lanta 3, Ga. 
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Showpiece 
OF CRAFTSMANSHIP 


AND DESIGN IN 


Motor Controls 
by 


Monitor 


200 H.P. Fully Automatic Com- 
pressor Controller For Air 
Conditioning System. 


* 


Designing and building 
custom motor controls 
to meet specific indus- 
trial requirements is just 
one of the valuable ser- 
vices that THE MONI- 
TOR CONTROLLER 
CO. has provided to 
American industry dur- 
ing the past 64 years. 


When you are faced 
with any motor control 
problem, be sure to 
contact your nearest 


MONITOR _headquar- 
ters without delay. 


MONITOR 


CONTROLLER CO. 


Braintree 84, Mass. 


REPRESENTED BY 


ELECTRICAL CONTROL COMPANY 
525 North Kentucky 
Oklahoma City 7, Okiahoma 


B. S. WOODMAN 
1570 Northside Ave 
Atlanta, Georgia 
L.L. ROUSSEL LYNN ELLIOTT CO 


312 E. Livingston Pi. 322 M & M Bullding 
New Orleans, Lo. Houston 2, Texas 
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house space, the new location pro- 
vides space for displays of appli- 
ances, and lighting is‘ provided by 
a variety of ceiling lighting fix- 
tures which also constitute a light- 
ing equipment display. 

The staff, headed by L. A. Womel- 
dorf, is especially proud of a 
streamlined loading platforra with 
three loading points. The building 
is one story with 38,000 square 
feet of floor space. 


John Crook heads 
NECA at Birmingham 


THE BIRMINGHAM Chapter of 
the National Electrical Contractors’ 
Assn. apparently was well pleased 
with the leadership of its officers 


the past two years. The chapter 


John Crook 


recently re-elected the entire slate 
for another two-year term. 

John Crook, of Crook-Dunn Elec- 
tric Co. is president; George 
Juneman, of Juneman Electric Co., 
vice-president; Carl Teal of Knight 
Electric Co., treasurer; Tom Atkin- 
son, of Atkinson & Co., board mem- 
ber; Chester Myers, of Myers Elec- 
tric Co., board member. 

Ernest W. Weir is executive sec- 
retary of the chapter, which em- 
braces all of North Alabama. 

Under the above team of officers, 
the Birmingham Chapter has 
doubled its membership and_in- 
augurated a new series of pro- 
grams to improve the contractors’ 
sales and marketing ability. 


New forms simplify 
wiring estimates 

A HoME WIRING Estimator that 
takes the job of wiring estimating 
out of the “back-of-an-envelope”’ 
class of transaction and puts it on 


a strictly business basis is avail- 
able from Westinghouse Electric 
Corporation. It’s literally a 
“guided-tour” through the maze of 
calculations that must be made be- 
fore a wiring estimate can be 
fizured. 

The Estimator includes a lot of 
data essential when planning wir- 
ing systems in a convenient form. 
The work sheets are laid out in a 
functional, manner. 
What is most important, these are 


step-by-step 


complete in every detail. This can 
be attributed to the fact that the 
sheets are based on “engineered 
wiring’”—the kind of wiring sys- 
tem that provides for tomorrow’s 
electrical needs today. 

Each booklet contains 25 com- 
plete estimating forms. The sheets 
are perforated for easy removal 
from the booklet; a stub remaining 
in the book becomes a permanent 
record of the bid. Copies of the 
booklets are available at 25 cents 
each from the Better Home Bu- 
reau, Westinghouse Electric Cor- 
poration, P. O. Box 2099, Pitts- 
burgh 30, Pa. Ask for booklet 
SA-6815. 


Recently issued 
Code interpretations 
THE ELECTRICAL Section of the 
National Fire Protection Associa- 
tion, through its secretary, Charles 
L. Smith, has issued official inter- 
pretations on several points of the 
National Electrical Code. 
Interpretation No. 382 
(Issued March 27, 1952) 
Articles 230 and 250. 


equipment and bonding. 


Service 


STATEMENT—An existing instal- 
lation consists of six divisions each 
with individual meters and sepa- 
rate switches with appropriate 
fuses grouped in one location and 
connected to a single set of service 
conductors wired in accordance 
with the provisions of Article 230 
and bonded as required by Article 


250. 


QUESTION No. 1—If one meter 
with its individual disconnect 
switch and appropriate fuses is 
added, making a total of seven divi- 
sions, will this require the installa- 
tion of a single main fused switch 
or circuit breaker as the service 
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disconnect 
group? 
ANSWER 


means for the entire 


A sing.e main switch 
with appropriate fuses or a single 
circuit breaker would comply with 
the requirements of Article 230 so 
long as the provisions of Section 
2353 are satisfied. However, a 
grouping could be accomplished of 
the seven divisions described, un- 
der the control of one or more 
main service switches or 
breakers, provided such 
switches ot 


circuit 

main 
breakers did 
not exceed six in number. 


circuit 


QUESTION No. 2—If a 
main disconnect switch and appro- 
priate fuses or a circuit breaker 
is installed ahead of the seven divi- 
sions described in Question No. 1 


single 


and such single main disconnect is 
properly bonded does the equip- 
ment on the load side of the main 
disconnect have to be bonded as 
described in Section 2572? 

ANSWER—No. The bonding re- 
quirements would apply only to the 
main disconnect means and other 
equipment on the supply side of 
such main disconnect means. 


QUESTION No. 3—If a_ fused 
single main disconnect approved as 
service entrance equipment is in- 
stalled ahead of more than six 
individual meters and their sepa- 
rate controls, can load wires then 
be run in common raceways any- 
where on the load side of the single 
main disconnect switch? 

ANSWER— Yes 


QUESTION No. 4—If a single 
fused main switch approved as ser- 
vice equipment is installed as the 
disconnect means will the require- 
ments of Article 230, Section 2357 
apply? 

ANSWER— Yes 


News notes from 
the manufacturers 


E. J. STONE, of the Ilg Electric 
Ventilating Co., has been named 
president of the Propeller Manu- 
facturer’s. Association. 

P. T. Finch, of Hunter Fan & 
Ventilating Co., has been named 
vice-president, and L. O. Monroe as 


secretary-treasurer. 


THE JONES Metal Products Co.. 
of West Lafayette, Ohio, manufac- 
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turers of lighting equipment, cele- 
brated their 30th year in business 
recently. The anniversary was 
marked by the completion of a new 
factory addition. 

Over 4000 visitors passed through 
the plants of the Jones Co. on regu- 
lar supervised tours during the 
official opening day. 

ALLIS-CHALMERS Mfg. Co. of 
Milwaukee, Wis., has announced 
the appointment of Virginia-Caro 
lina Electrical Sales, Inc., of Nor- 
folk, Va., as a distributor for Allis- 
Chalmers motors and pumps. Offi- 
cers of the firm include R. Stanley 
Osborn, president; Robert C. Dorey, 
vice-president; and Walter C. Bea- 
man, secretary-treasurel! 


SOUTHERN 
Corporation 


STATES 
recently 


Equipment 
announced 
completion of a new substation lo 
cated adjacent to the home office 
and factory in Hampton, Georgia 
The new station will not only sup 
ply normal power requirements but 
will be easily adapted for testing 
power fuses, distribution cutouts, 
fuse links, and 
switches 


disconnecting 


Three power transformers nor- 
mally supplying factory require- 
ments can be connected in parallel 
to supply current to specially de- 
signed transformers capable of de- 
livering currents of a high orde: 
for short circuit tests 

ESTABLISH MENT of an Electronics 
Division, with headquarters at its 
Ambridge (Pa.) Plant, has been 
National Electric 
Products Corporation, through 
w. ¢. president 
The new Division will consist of 
two Departments 


announced _ by 
Robinson, Sr., 


Television & 
Radio, and Radar. 

The Television & Radio Depart- 
ment will be located at the Am- 
bridge Plant. The Radar Depart 
ment will be located at the Cor- 
poration’s new million-dollar Eliza 
beth (N. J.) Plant. 

The new Division, at present, 
will devote its attention to the 
manufacture and distribution of 
Nepco-Yagi Television antennae 
Nepco TV Masts, and a complete 
line of TV roughing-in materials, 
as well as special types of wire 
intended for TV _ use, including 
twin-lead, open and ground wire. 





Bto-Fon 


Electric 
Ceiling Ventilators 


Pay Lele 


Recessed 
Lighting Fixtures 





AEROFAN 
Automatic 
Sidewall Ventilators 


Specify 
the line 
designed 


by Pryne 


Glmailer 


Infra-Red 
Wall Heater 


PRYNE ani Cony 


Box S-52, Pomona, California 
124 Adams St., Newark, N. J. 
Over 700 wholesalers in more than 400 cities 


Warehouses: Los Angeles, San Francisco 
Chicago, Atlanta 
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NEW PRODUCT NEWS 


Outlet boxes 

HANbY Box type outlet boxes in 
three new sizes for heavy-duty indus- 
trial electrical installations have been 
announced as available from Keystone 
Mfg. Co. 

The boxes are drawn from heavy- 
gauge steel, with lugs tapped for easy 
installation, and are listed by Under- 
writers’ Laboratories. Three %-inch 
knockouts are on each side, one at 
each end, and three on the bottom. 

Three sizes are in stock for immedi- 
ate delivery: 1% inches deep, 2% 
inches wide, 4 inches long; 17% inches 
deep, 2% inches wide, 4 inches long; 
and 2% inches wide, 2's inches deep, 
1 inches long. 

A free catalog describing the com- 
plete Keystone line of wiring installa- 
tion equipment is available from Key- 
stone Mfg. Co., 23328 Sherwood Ave., 
Center Line, Mich. 


Duplex table tap 
THE NEW Paulding duplex table 
tap for home and office use is molded 


from strong, high-impact, high- 


dielectric plastic, and provides twin 
outlets equipped with bronze double- 
wiping contacts. Listed by Under- 
writers’ Laboratories, the unit carries 
a rating of 15 amperes at 125 volts or 
10 amperes at 250 volts. Positive con- 
tact is assured. Wiring is simple.-The 
cover can be lifted off by removing a 
single screw. 

Connection is made to large-headed 
terminal screws and a slot is provided 
for the lead-in. The bottom base plate 
is made from rigid, die-cut, insulating 
fiber reinforced with a zinc-plated 
steel strap. 

Available in standard 
ivory, this new assembly is manufac- 
tured by John I. Paulding, Inc., New 
Pedford, Mass. The catalog number 
is 1422. 


brown or 


Squeezon connector 


A COMPLETELY NEW and improved 
system of power line connection has 
been announced by James R. Kearney 
Corp., 4236 Clayton Ave., St. Louis 10, 
Mo., in the form of the Squeezon com- 
pression connector. 

This new connector seals out the air 
from around critical surfaces, elimi- 
nating oxidation and thus avoiding 
overheating. The Squeezon requires 
approximately half of the amount of 
metal needed to make a connector of 





INDUSTRIAL—COMMERCIAL... 
FLOODLIGHTING...PUMP 


ISLAND 


INSTALLATIONS 


There is an Abolite reflector for every 


lighting need. Write today for the new 


Abolite 


catalog 


- . a complete line of 


lighting equipment for all industrial and 


commercial applications. 


THE JONES METAL PRODUCTS CO. 
WEST LAFAYETTE, OHIO 
WHITER THAN WHI 





most conventional types, according to 
the manufacture? 

3asically, the Squeezon is a pure 
coppe1 compression-type connector 


forged in a 


cross-section 


shape having an “H” 
The connection is made 
by placing one conductor in the top 
half of the “H” and the other in the 
bottom. The sides are then coined 
over under hydraulic 
pressure, and the connection is com 


tremendous 


plete, permanent, and a perfect elec 
trical bond, according to Kearney. 
The Squeezon tool is a double-act- 
ing hydraulic compressing device de 
Kearne) 


sleeves, and 


signed specifically to apply 
splicing 
ground rod clamps. The too] is 21 


Squeezons, 


inches long and 6% inches wide and 
is built to give long service under 


conditions of normal usage. 
e 


Incandescent downlight 


A NEW, all-purpose, glare-free in 
candescent downlight providing inte 
changeable spotlight or floodlight dis- 
tribution has been introduced b> Siiv- 
Known as the Sil 
main- 


ray Lighting Inc. 
ver-spot, the compact, easily 
tained unit makes use of the new 
standard, low-cost 100 watt A-21 sil 
vered-bow! lamp. 

The light-beam output of the unit 
is said to be greater than that from 
equipment using 150-watt projector or 
lamps. Readily installed, it 
is available for both recessed and sur- 


reflector 


face-mounted applications. 
Designed for efficient, precision- 
controlled light projection, the Silver- 


ELECTRICAL SOUTH for MAY, 1952 





spot has a wide range of commercial 
and industrial uses—show windows, 
wall and floor displays, table and 
counter lighting in restaurants and 
cocktail lounges, and a variety of 
other uses in department stores, shops, 
and similar establishments. 

The Silver-spot is available for con- 
centrated spotlight or diffused flood- 
light distribttion. Relamping can be 
done with simple pole-type changers, 
without handling or removing any of 
the fixture parts. 

The functional simplicity of the 
Silver-spot’s design is said to make 
installation easy on any type of ceil- 
ing construction. The recessed Silver- 
spot consists of a one-piece steel hous- 
ing, porcelain receptacle, receptacle 
cover, aluminum reflector, concentric 
louver, and plaster ring. 

Slotted mounting holes are provided 
in the wall of the housing for easy 
attachment to the plaster ring and 
to allow for leveling the unit to the 
ceiling. The reflector rests on the lou- 
ver which, in turn, engages slots in 
the wall of the housing and is easily 
removed for cleaning the reflector. 

The surface-mounted unit is sim- 
ilar except that a baked white enamel 
drum-shaped surface enclosure is 
substituted for the plaster ring. The 
over-all height of the surface mounted 
model is 5% in. with an 
height of 3% in. 

Additional information is available 
from Silvray Lighting Ine., 1270 
Avenue of the Americas, New York 
20, N. Y. 


exposed 


Amprobe volt-ammeter 


A NEW) HIGH-CURRENT Amprobe 
volt-ammeter, Model 1200, that mea- 
sures up to 1200 amperes, yet can be 
carried in the coat pocket, has just 
been introduced by the Pyramid In- 
strument Corp., Lynbrook, N. Y. 

Like its predecessors, the Amprobe 
1200 is of the 
which measures 
without the con- 
ductor. The reading can therefore be 
taken without interrupting the circuit 
or shutting down equipment. 

The Amprobe 1200 has six impor- 
tant engineering and design features. 


“snap-around” 
current 
being connected to 


type, 
instantly 


(1) It uses a newly developed 
doughnut-type transformer which 
eliminates for all practical purposes 
the factor of error due to position of 
conductor within the probe jaws. 

(2) It incorporates six 
ranges and three volt-meter ranges in 
one instrument: 0-15/60/150/300/600 
1200 amperes a-c, and 0-150 /300/600 
volts a-c. 

(3) The voltage test leads are 
equipped with the new Amprobe 
safety-type plug which automatically 
insulates itself when from 
the meter. 


ammeter 


removed 


(4) Probe jaws are completely in- 
sulated down into the sockets, to 
eliminate the danger of shorts while 
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working in crowded switch boxes and 
distributing panels. 
(5) A wide-angle, ) 
window makes it possible to take a 
quick, accurate reading from practi- 
cally any position, even in poo light. 
(6) Only 8% inches long, and 
weighing only 15% ounces, the Am- 
probe 1200 can easily be carried in the 
coat pocket, on the belt or in the brief 


high-visibility 


case. 

Further information is 
from Pyramid Instrument Corp., 
brook, N. Y. 


available 
Lyn- 


= 
Nylon ratchet 
A NEW NYLON ratchet for pull chain 
sockets and lampholders has been de- 
veloped by Monowatt. 
The new mechanism 
conventional metal ratchet 
cause of the high dielectric 
of nylon, eliminates any possibility of 
electricity shorting through to the 
pull chain. 
Manufacturer of the ratchet is 
Monowatt Department of 
Electric Co., 95 Hathaway St., 


dence, R. I. 


the 


and, be- 


replaces 


qualities 


General 
Provi 


Oil-tight control station 

SQuARE D CoMPANy has introduced 
a newly designed oil-tight control sta- 
tion in nine-, 12-, 16-unit 
sizes, featuring a hinged cover to fa 
cilitate wiring and maintenance 0 
the individual oil-tight control units. 
The new line supplements the one-, 
two-, three-, and four-w 
already available. 

Designed 
tool service, the cast enclosure is pro 
vided with a composition gasket be- 
tween the box and ¢ 


Six-, and 


¢ 


it enclosures 


specifically for machine 


yver to insure an 


oil-tight seal. Both the box and the 
individual units mounted within 
constructed so that cutting oils, 
ants, moisture, and dust found in 
chine tool applications cannot ente1 
from the front of the 
through the control units, or through 
the enclosure mounting 

A sliding internal hinge 
ment makes it possible to obtain the 
advantages of hinged cover construc 
tion without sacrificing the effective- 
ness of the oil-tight seal between the 
box, gasket, and The hinge 
pins are easily removed when mount- 
ng control units to the 


are 
cool- 
ma- 


enclosure, 


holes. 


arrange- 


cover, 


cover. 





cor 


ceptable for FHA financing, nsured loat 


MEATS 
LIKE 





CEIL- HEAT 


ELECTRIC RADIANT 
CEILING CABLES 


SO EASY TO 


Install! 





Before we knew it. Ceil Heat 


alled and the 


g was done in our 
Skyline Apartment 
j last year. The 


n costs were equal 


s than other types of 


MR. R. M. CONDRA 
Contractor- 
Engineer 
Nashville, 

Tenn 


juipment 


THOUSANDS OF USERS — 
stat vhere € Heat 


t 


NEW FREEDOM OF DESIGN —( 


Ss hitects 


EASY TO ESTIMATE .EASY TO INSTALL— 


TROUBLE FREE—( 
rosive—nothing ¢ 


set 


heat 


CEIL HEAT IS THE STANDARD — Radiant 
ng | ng now iin homes from coast tc 

» hiner systen 
’ V-Cost Carefrec 
i, ¢ H 


Pertected sole 


it sets 


v., Homes, Inc 
nr gh ectrical dis 
ributors t« pproved licenses 
ectrical installers 
= Limited FRANCHISE area, avaiiette 


Write today 


2 ; 
THE SUN “TT oe ammo me eee eee 


ee ere one 


CEIL HEAT Division, Homes, Inc., Dept 
P. 0. Box 10066, Knoxville, Tennessee 


E.S..5 


Please send me—without oblioe 


omplete literoture on Cel Hee 





Boxes are provided with bosses for 
conduit entry at convenient locations. 

A complete line of individual oil- 
tight control units including push- 
buttons, switches, selector 
pushbuttons, pilot lights, attachments, 
and accessories, is available, for 
mounting in these enclosures. Individ- 
ual units and the enclosures are avail- 
able separately for assembly by the 
customer as desired. Or they may be 
purchased completely assembled to the 
customer’s specifications. 

Write for Bulletin 9001 Type T 
Square D Co., 4041 No. Richards St. 
Milwaukee 12, Wis. 


selector 


Electrical data book 

A NEW, 330-page, revised edition of 
the architect and engineers electrical 
data book is now available from the 
Westinghouse Electric Corp. 
familiar to designers and 
planners, the data book has been re 
vised to keep up to date with the rap- 
idly growing construction business. It 


Long 


includes information on new equip- 
ment and new methods of using this 
equipment as well as an entire new 
section on power distribution. 
Complete and comprehensive, the 
book is so designed that detailed in- 
formation on almost any type of 
electrical equipment is readily accessi 
ble. It is divided into the three gen- 


eral equipment categories of power 
plant, electrical distribution, and utili- 
zation and accessory equipment, with 
one section on engineering data. 

Each piece of apparatus contained 
in the equipment categories is thor- 
oughly described with illustrations, 
charts, and technical data. The appli- 
cation, features, selection, dimensions, 
and specifications of all equipment is 
yiven. 

The engineering data section deals 
mainly with product application and 
the design of distribution systems. 

For a copy of this book, B-2161-F, 
contact your Westinghouse 
district office 


nearest 


Air-break switch 

SOUTHERN STATES Equipment Corp., 
Hampton, Ga., is now manufacturing 
the type WAG air-break switch in 196 
kv and 230 kv ratings. The accom 
panying illustration depicts the 230 
kv, 1200-ampere model with outrig 
gers installed. The Type WAG is 
available with or without grading 
rings, as required. 

The Type WAG is a high-pressure, 
vertical-break, three-insulator switch 
with center insulator rotating. De 
sectionalizing, main-line 
disconnecting, and by-passing service, 
the WAG is suitable for use in sub 


signed for 





CUTOUT BOXES 


Pati, Dep aie), a:ieP 4 2) 


MAL Si, ice a celtica 5 


TELEPHONE CABINETS 


WEATHER-PROOF CABINETS 


WEATHER-PROOF SEAM 
WELDED JUNCTION BOXES 
& FLOOR BOXES 


PEDESTALS & FLOOR BOXES 


TRANSFORMER CABINETS 


SPECIALS TO CUSTOMERS 
REQUIREMENTS 


FABRICATING 
SPECIALISTS 


NEW ADDRESS—590 MEANS STREET N. W.—ATLANTA, GA. 
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stations, on transmission lines, and 
distribution feeders. 

Available for horizontal upright, 
vertical, or inverted mounting posi- 
tions, the Type WAG can be supplied 
for either right- or left-hand opera- 
tior It available in all standard 
NEMA ratings from 7.5 kv through 
230 kv, and in current ratings from 
100 amperes to 4000 amperes. 


Totally enclosed motors 


A NEW SERIES of 
and totally enclosed fan-cooled motors 
1 


totally enclosed, 
ranging from % through 3 hp, is now 
being introduced by The Hoover Co., 
Kingston-Conley Div., 68 Brook Ave., 
No. Plainfield, N. J 

Compact design has been stressed 
on all models in this new line, result- 
ing in more horsepower per pound of 
Smaller ratings are totally 

Intermediate ratings built 
in smooth, field-ring construction are 


motor. 


enclosed. 


totally enclosed, fan-cooled. 

Larger ratings are also totally en- 
addition, 
they are provided with external fins 
for even greater heat dissipation. 


closed, fan-cooled, but in 


These motors are easy to clean and 
keep clean. Al] blind passages that 
might possibly accumulate dirt have 
been eliminated on both fan-cooled 
models. Whenever, and if ever neces- 
sary, the fan shroud can readily be 
removed, exposing the entire cooling 
system without disassembling the mo- 
tor and without removing it from the 
application 

As sound electrically as they are 
mechanically, these motors are specifi 
cally intended for heavy-duty use on 
any general purpose application where 
dust, dirt. wood chips, metal shavings, 
and the like, are frequently encoun- 
tered 

Thick-walled castings assure maxi- 
mum bearing support and frame ri- 
vgidity. In addition, the hard motor 
finish baked for durability withstands 
more abuse and abrasion motors 

} 


look better 


Planned maintenance programs 


LIGHTING EFFICIENCY may be con- 
siderably improved, and maintenance 
cost reduced, by the application of 
carefully planned maintenance pro- 
grams originated by the Champion 
Lamp Works. They consist of a 
planned cleaning program, and two 
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group replacement plans for fluores- 
cent and incandescent lamps. 

The planned cleaning program 
equips maintenance men with an ac- 
curately engineered scale for deter- 
mining proper cleaning cycles to make 
lighting equipment do the job for 
which it was designed. 

Use of the program eliminates 
waste of power and loss of efficiency 
caused by accumulations of dust and 
dirt which can cut the output of any 
lighting system as much as 10 per 
cent per month. 

The two group replacement plans 
are based on the principle that often 
the cost of replacing a burned-out 
lamp exceeds the value of the lamp 
itself. Replacing fluorescent and in- 
candescent lamps in groups saves as 
much as 60 per cent on maintenance 
costs alone. 

Added to that are indirect benefits 
resulting from the more efficient use 
of maintenance manpower, less inter- 
ference with production, machinery, 
and personnel, simplified purchasing 
due to smaller group-purchases, and 
improved operating efficiencies. 

All the data needed to apply these 
three plans, either individually or in 
combination, is presented in a single, 
convenient “War on Waste” file folder, 
offered without cost to electrical con- 
tractors, maintenance men, and oper- 
ating personnel. 

Address requests to Commercial 
Engineering Dept., Champion Lamp 
Works, Lynn, Mass. 


Lightning arresters 


HUBBARD AND COMPANY has an- 
nounced the addition of a new mem- 
ber in its line of “Autogap” lightning 
arresters. “Number 2327” is of hori- 
zontal design and embodies the well- 


known features of the other “Auto- 
gaps,” including the twin exhaust to 
provide maximum surge capacity. 

The new “Autogap” has a maximum 
voltage rating of 18,000 volts, twice 
that of any previous member of the 
“Autogap” family. It may be installed 
on arm or pole. with standard Hub- 
bard mounting brackets. Write for 
Bulletin 1951, Hubbard and Co., 6301 
Butler St., Pittsburgh 1, Pa. 
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Packaged powerstat dimmers 


TO FAMILIARIZE the users of light- 
dimming equipment with their new 
line of redesigned packaged Powerstat 
dimmers, The Superior Electric Com- 
pany has released a new eight-page 
Bulletin D651P. 

Complete with photographs, circuit 
diagrams, outline dimensions, and de- 
scriptive material, Bulletin D651P 
displays the entire line of packaged 
powerstat dimmers. These dimmers, 
offered only by Superior, are pack- 
aged assemblies providing all the fa- 
cilities for dimming, brightening, and 
blending of light. 

The units described in Bulletin 
D651P include the 6-1000 watt and 3, 
4, 5, and 6-2000 watt series. Each unit 
is discussed in detail with the various 
methods of input and output connec- 
tions outlined. A chart giving stand- 
ard packaged powerstat dimmer elec 
trical ratings, dimensions, weights, 
and other specific information appears 
on the back cover of the bulletin. 

Free copies of Bulletin D651P are 
available by writing The Superior 
Electric Co., Bristol, Conn. 


Recessed diflusing dewnlight 

PITTSBURGH Reflector Company's 
new 2450 downlight is an inexpensive 
incandescent unit especially designed 
for recessing into ceilings. Its low- 
brightness, diffused illuminatio: 
makes it ideally suited for corridors. 
lobbies, and similar locations in hos- 
pitals, schools, motels, hotels, and pi 
vate dwellings. 

Requiring only 5% inches of space 
above the ceiling line, the 2450 down 
light can be fitted into a 10-inch 
square opening. Over-all size of the 
unit including ceiling flanges is 12% 
inches square. Interior and exterior 
finish is Pittsburgh's high efficiency, 
hot-bond white which has a minimum 
reflective value of 87 per cent. 

An 8%-inch-square glass lens-panel 
which diffuses the light source is 
mounted in a metal frame that hinges 
open easily for maintenance. Max 
mum lamp size is 150 watts. 

A companion unit, the 2458 down 
light, in addition to the regular 
socket, is equipped with another socket 
fitting a lamp up to 15 watts for use 
as a night light. The unit is excep- 
tionally well suited for applications 
where a night-light of low, diffused 
illumination is indicated. Both units 
are listed by Underwriters’ Labora 
tories Inc. 

For additional information, write to 
Pittsburgh Reflector Co., 405 Olive 
Bldg., Pittsburgh 22, Pa., 
Bulletin 2450. 


requesting 


Industrial luminaire 


A NEW INDUSTRIAL luminaire, 
2FPR-90, is now available from the 
Westinghouse Electric Corp. The new 
luminaire, a streamlined version of a 
long since standard design, is suit- 
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Full profit margins 
.«flill deliveries with | 
AMPLEX SWIVELITES : 


AMPLEX SWIVELITES are today’s 
fastest-moving lighting fixtures...the 
best buy your customers can make! 
They're the smartest-looking; the most 
adaptable; the most economical to in- 
stall and maintain. And on top of that, 
you can get Swivelites now and receive 
full profit margins ! 

Amplex Swivelites are sold only 
through franchised electrical whole- 
salers. To clinch your share of this 
splendid business, ask about the fran- 
chise for your area, Simply contact our 
nearest representative listed below. 
Amplex Corporation, 11] Water St., 
Brooklyn 1, New York. 


MANUFACTURER’S REPRESENTATIVES 
‘amt JULES J. DREYFUSS & SONS 
Jules Dreyfuss 

1820 N. W. Ist Avenue 
Miami, Florida 


Jack Dreyfuss 
324 Peters Street, S. W. 
Atlanta, Georgia 


DUIZEND, FAIN & LEVIN 
H. E. “Buster” Fain 
6134 Overlook Drive 
Dallas, Texas 


Al Levin 
514 International Trade Mart 
New Orleans, Louisiana 


Bob Gryder 
7443 Stanwick Dr. 
Houston, Texas 


LEO ROACH 


4019 Clinton Avenue 
Richmond 22, Virginia 





aa | 
Sealed-Beom Reflector Lamps, Colorbeom Lamps, 
Spotiites and Floodlites, Industrial Infra-Red Heat 
Lamps, Vibration and Rough Service Lamps, Street 
Lighting Lamps, Traffic Signal Lamps, Incandescent 
lamps, Fiverescent Tubes, Display Accessories. 
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able for the operation of two T-17 
mogul! fluorescent lamps rated at 85, 
90, or 100 watts. With no sacrifice of 
favorite features of the old standard 
design, many newly developed attrac- 
tions have been added to this lumin- 
aire. 

One of the new features is a rigid 
lampholder support, a heavily gus- 
seted section which covers more than 
half of the socket and assures accu- 
rate lampholder spacing. A snap-in 
chain mounting bracket which per- 
mits suspension from either one 01 
two points is another attraction. 

The bracket is inserted in knockout 
slots in the top of the luminaire by 
pressing it through from the inside. 
The new luminaire is also equipped 
with indexed starters, indicating the 
lamp operated by the respective 
starters. 

A previous accessory, a_ sturdy 
lamplock to hold lamps with extra se- 
cureness in high vibration areas, has 
now been included as standard equip- 
ment, 

For further information, write the 
Westinghouse Electric Corp., Box 
2099, Pittsburgh 30, Pa. 


Reversible window fan 


EMERSON-ELECTRIC has announced 
a new 20-inch quality-built, electri- 
cally reversible window fan for 1952. 
Direction of rotation is reversed at a 
flip of the switch, to pull cool night 
air in or exhaust hot indoor air. 

A two-speed, current-saving capaci- 
tor motor and balanced full-type 
blades assure maximum air flow and 
quiet operation. Adjustable panels 
permit quick, easy installation in win- 
dows 29% to 36 inches in width. 
Mounting chains are supplied for in- 
stallation in smaller windows. 

This new fan delivers 3200 cfm on 
high speed, and carries the Emerson- 
Electric five-year factory-to-user 
guarantee. 

Additional information is available 
from the Emerson Electric Mfg. Co., 
8100 Florissant Ave., St. Louis 21, 
Mo. 

e 


Explosion-proof fixture 


GREATER SAFETY, easier mainte- 
nance, greater lighting efficiency, and 
faster servicing are said to be the ad- 
vantages of the new AA-51 Series 
explosion-proof lighting fixture, of- 
fered by Appleton Electric Co., 1701- 
59 Wellington Ave., Chicago 13, Ml. 

Available in sizes ranging from 60 
to 500 watts, the new fixture is listed 
by Underwriter’s Laboratories, Inc., 
for Class 1. Groups C and D, Hazard- 
ous Locations. 

Outstanding among many new de- 
sign features of the AA-51 explosion- 
proof fixture is full circle venting— 
use of the entire lower edge of the 
hood as a continuous louvre. This 
feature, combined with porous metal 
interiors, provides much more even 


heat distribution, cooler 


operation. 


definitely 


Wire-free canopy construction in 
the AA-51 fixture permits instant re- 
moval of the entire fixture. By ex- 
changing clean, freshly lamped fixture 
units for those taken down, mainte- 
nance men can perform actual re- 
lamping and cleaning at the work 
bench, without having to juggle parts 
on a ladder. To safely confine ares, 
should current be on when fixture is 
removed, five full threads on canopy 
are engaged whenever contact is made 
or broken. 

Canopies of the new Appleton fix- 
ture are standardized to take any 
fixture in the AA-51 line without re- 
wiring. 

e 


Portable heater 


LITERATURE IS NOW available on the 
re-designed Model PJ-13 Electromode 
portable electric heater. This fol- 
lows the recent announcement made 
by the Electromode Corporation that 
their popular, small-room portable 
heater was back on the market with 
an entirely new look. 

The literature is a two-color folder 
in envelope-stuffer size and includes 
a complete description of the heater 
with specifications and _ illustrations 
of the heater in use. Space is pro- 
vided on the back cover so that dealers 
who wish to use it in their own mail- 
ings can imprint their name as the 
supplier. 

Copies may be obtained by writing 
to Electromode Corp., 45 Crouch St., 
Rochester 3, N. Y. Ask for Form 
EC-79. 

7 


“Trigger-start™ ballast 


ATTRACTIVE two-lamp Circline 
fluorescent fixtures using a 22-watt 
and a 32-watt Circline lamp now can 
be powered with one “trigger-start” 
ballast, available from General Elec- 
tric Co., Schenectady 5, N. Y. 

The new unit (ballast No. 89G333) 
offers two-lamp, trigger-start opera- 
tion of one 12-inch and one 8%-inch 
Circline lamp. A product of the com- 
pany’s specialty transformer and bal- 
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last department, it provides instant, 
simultaneous starting of both lamps. 

General Electric engineers pointed 
out that the brickette-style unit is 
considerably smaller than conven- 
tional switch-start ballast for the 
same lamp combination and weighs 
only half as much. This size and 
weight reduction, combined with the 
no-delay starting feature, offers fix 
ture manufacturers much greatel 
latitude in fixture design, they said. 

The new ballast provides extreme- 
ly quiet operation (General Electri 
Sound Rating “A”). It weighs 312 
pounds, measures 814 x 23% x 1% 
inch, and operates on 110-125 volts, 
60 cycles. 


Cable rack 


A NEW time- and money-saving 
feature has been introduced in the 
cable rack manufactured by M & W 
Electric Mfg. Co., E. Palestine, Ohio 
By attaching the porcelain bushing 
securely to the casting, handling 
these parts separately is eliminated. 

A further improvement is brought 
about by using set screws that lock 


”~ 


into the recess of the cast studs on 
the top half of each unit. 

The new racks can be used on alter- 
nating or direct current circuits, 
since the top casting is malleable iron 
and the bottom half is aluminum 
They are supplied with or without 
beam clamps, in two- or three-con- 
ductor types. 


« 
Time switches 


A NEW_BULLETIN describing its 700 
Series time switches has been pub- 
lished by the Paragon Electric Co. 

The two-color, four-page bulletin 
includes illustrations of the seven-day 
calendar dial switches, descriptive 
material showing their applications, 
and diagrams which depict both the 
internal wiring of the 700 Series 
switches and a suggested series of 
diagrams for their application to 
various heating systems. 

The bulletin points out that the 
700 Series time switches are fitted 
with 6-inch calendar dials which 
make one revolution every seven 
days. Not only is the day of the 
week separated from every other day, 
and graduated into hours and half- 
hours, but day and night periods are 
also distinctly separated. 

Time switches in the 700 Series are 
available in 24, 115, and 230 volts; 
and 25, 50, and 60 cycles. 

The 700 Series Bulletin No. 5207- 
10M is available from the Paragon 
Electric Co., Two Rivers, Wis. 
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NAMES IN THE NEWS 


Thomas F. Peterson, president of 
Preformed Line Products Co., 5349 
St. Clair Avenue, Cleveland 3, Ohio, 
announces the appointment ‘of Philip 
M. Schloss as general sales manager; 
of Kenneth R. Miller as sales super- 
visor, Eastern Area; and of Frank L. 
'rvin as sales supervisor, Western 
Area. 

Mr. Schloss graduated from Har- 
vard in 1936 and has been with Pre- 
formed Line Products since 1951 as 
assistant to the president. 

Mr. Miller joined Preformed Line 
Products Company in 1947; Mr. Irvin 
came with the company in 1948 

These new appointments were found 
necessary because of the increase in 
volume of business, variety of prod- 
ucts, and the need of establishing a 
nation-wide sales and service organi- 
zation. 


W. E. Henges has been elected 
president of the Graybar Electric Co., 
New York City, according to A. H. 
Nicoll, chairman. Mr. Nicoll formerly 
held the office of both president and 


WwW. E. Henges 


chairman of the board, and he will 
continue as chairman. 

Mr. Henges joined Graybar 39 years 
ago as a receiving clerk in St. Louis. 
He was elected a director of the com- 
pany in 1949, became vice-president in 
1950, and early last year was elected 
a member of the executive committee. 


E. H. “Ed” Kelling has recently 
completed a field engineer training 
program with the Square D Company 
and has been assigned to the com- 
pany’s Charlotte, N. C., field office. 

As part of his training, Mr. Kelling 
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studied applications of electrical dis- 
tribution and control equipment in 
both the Detrot and Milwaukee Square 
D plants. He also spent eight weeks 
as engineer-demonstrator of one of 
Square D’s national touring display 


E. H. Kelling 


coaches. These coaches visit all types 
of Square D customers and afford ex- 
cellent background in customer con- 
tact work. 


= 
Don H. Nickell is the newly ap- 


pointed manager of the Tampa, Fla., 
branch of the Square D Co., according 


to S. T. Walz, regional manager for 
the company in Atlanta. 

Mr. Nickell is a graduate of Georgia 
Tech in electrical enginering, and has 


Don Hi. Nickell 


spent 10 years in Cleveland, Ohio. He 
has been transferred from Cleveland 
to his native state of Florida to as- 
sume the new position. 


Ken Hill, P. O. Box 459, Mt. Dora, 
Fla., and Charles L. Woodyard, 1811 
Stewart Ave., S. W., Atlanta, Ga., 
have been appointed as representa- 
tives for the Winfield Metal Products 
Corp., Chicago 8, Ill, according to 








EASTERN FIXTURE CO. 
170 VERNON STREET, BOSTON 20, MASS. 
co. ARMY & FEIGEL FRANK E KEENER 
109 Feld Ave 








Stanley A. Winton, sales manager. 
Mr. Hill will cover the state of 
Florida for the company, while Mr. 
Woodyard will handle Georgia and 
Alabama. 
* 


Two important appointments in the 
textile products division of Owens- 
Corning Fiberglas Corporation have 
been announced recently by John H. 
Thomas, company vice-president and 
general manager of the division. 
Fowler Blauvelt has been named 
manager of wire and cable sales, and 
Jacob Wallace Coleman, Jr., has been 
appointed manager of apparatus in- 
sulation sales. 

Mr. Blauvelt, formerly a salesman 
of Fiberglas textile products, a large 


Fowler Blauvelt 


percentage of which have applications 
in the electrical industry, will direct 
sales of Fiberglas textile products for 
electrical industry 
cable. 

Mr. Coleman will 


uses in wire and 


sales of 
wire and 


dairect 
Fiberglas yarns to magnet 


Jacob W. Coleman Jr. 


sleeving and tubing manufacturers, 


cord sales to distributors, and _ in- 
direct sales to electrical manufactur- 
ers. 

Since joining June, 


Weav- 


Fiberglas last 
Mr. Coleman has been in the 


ers’ sales and service division 


e 
Appointment of Harold A. Ploch as 


a sales application engineer in the 
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Southwestern district: sales office of 
the Reliance Electric & Engineering 
Company, 1304 Sterling Bldg., Hous- 
ton, Texas, has been announced by 
E. E. Helm, sales vice-president. 

In his new post, Mr. Ploch will 
represent the company as a sales en- 
gineer for Reliance a-cm and d-cm 
motors, packaged all-electric adjust- 
able-speed drives, gearmotors, and 
related specialized motors and motor- 
drive equipment having a wide range 
of industrial application. He reports 
to F. A. Denison, Southwestern dis- 
trict manager. 

A Texan by birth, Mr. Ploch joined 
the Reliance organization in Novem- 
ber, 1951. 

eo 


J. E. (Jack) Samborn, chief esti- 
mator for the Broome Electric Con- 
struction Co., Amarillo, Texas, died 
March 3 at Brock’s Ranch near Alton, 
Mo. 

Mr. Samborn first 
ciated with Broome Electric as an 
estimator in the Naval Training 
Center at Corpus Christi, Texas. 


became asso- 


Radiant heating 
(Continued from page 44) 


and capacity. Do not pour concrete 
over cables nor enclose the non- 
heating leads until they have been 
inspected by the 
inspector. 


local electrical 

If concrete floor on fill is used, 
the construction should be as fol- 
lows: 6 inches of loose gravel or 
cinders on earth fill. Use an ap- 
proved vapor seal of sisalation, or 
equal, over the gravel. Concrete 
floors may be poured and finished 
as desired. Use perimeter insula- 
tion against all outside walls. 

Magnesite, terrazzo, and similar 
floors may be laid directly over the 
cable. 

Linoleum, asphalt tile, rugs, and 
similar floors may be laid directly 
on concrete floors having heating 
cable imbedded in the concrete, or 
with cable imbedded in magnesium, 
oxychloride, or other equal fire re- 
sistant underlayment. 

It is very important to use care 
in installing cable in concrete 
breaks are difficult to locate and 
expensive to repair. Tests should be 
made with ohmmeter or ammeter 
to be sure that cable is undamaged 
as soon as installed. Care in pour- 
ing concrete will prevent damage to 
the cable. 

A convenient way to check a 
cable as pouring progresses is to in- 
stall an electric lamp in series with 
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each cable. If the cable is broken, 
the lamp will go out. The location 
of the break will be known and can 
be repaired while the concrete is 
soft. 

An electrician should be present 
at all times when cables are being 
covered with concrete. Check in- 
sulation resistance to be sure it is 
above 100,000 ohms. 

Repairs may be made by splicing 
the break with special sleeve con- 
nections provided by manufacturer 
for the purpose, and taped, equal to 
the thickness of the insulation, with 
Scotch No. 20, No. 22, or No. 33 
tape by Minnesota Mining Com- 
pany; Type Brookside 
Manufacturing, Inc.; Permacel No 
29 or No. 30 by Industrial Tape Cor- 
poration; Dutch Brand Plastics by 
Van Cleef Brothers, Inc.; or any 
thermosetting tape listed by Un- 
derwriters’ for 80-degree C. use. 


Staso by 


Lighting conference 
(Continued from page 55 


contractor and 
trouble 


in an electrical 


that’s where the starts. 


This contractor tells the owner he 
can save money and give him just 
as good a job with substitutes and 
smaller That type of con- 
tractor, who chisels, never dies and 


wire. 


never even fades away! 

“Let’s do a little electrical engi- 
neering along with illuminating en- 
vineering. You lighting engineers 
have a standing invitation to work 
with contractors who are members 
of NECA and I also hope all con- 
tractors will take advantage of the 
talents of lighting engineers. They 
have been a great help to me.” 

At this point, 
quests, Mr. Linsday returned to the 


because of re- 


microphone for a _ brief question 
period. In response to questions, 
he said that infra-red was largely) 
used by industries because of its 
longer life and because it emits 
radiant 
slides, showing application and cur- 
rent trends, and his emphatic con 


clusion “When you can see 


energy. He used more 


Was: 

better you can work better.” 
The architect who complained of 

a lack of specialized fixtures was 
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also a Tulsan, Donald McCormick, 
whose reputation is more than 
He pointed out that the ar- 
chitect is handicapped from the be- 


local. 


ginning by a budget and must put 
the money where it will do the most 
good from his viewpoint. 

“For example, how much should 
| spend for a foundation?” he 
asked. “All my training has been 
in the economy and efficiency of 
design 

“Actually, if 
are properly designed, there is no 
need for artificial illumination, even 
on the darkest days. 


school classrooms 


“And there is one field where 
ilumihation has been almost en- 
tirely neglected, and that is resi- 
dential. 

“In that field, cost is the con- 
stant facior. Maybe a home owner 
would like to have this kind of 
lighting, but maybe he doesn’t have 
the money. Today, 23 to 25 per 
cent of the cost of a home goes 
into mechanical equipment and 
some years ago it was 60 per cent 
So where are you going to get the 
money for lighting? And what do 
you get when you get a wiring 
job? Well, certainly not what you 
should get. Yet 4 to 6 per cent of 
the cost of a home is represented 
by wiring cost. 

“We are woefully lacking in fix- 
ture design for residential use. The 
American home presents complexi- 
ties resulting from its many uses, 
and in several rooms, notably the 
living area, there should be several 
levels of illumination. Spot light- 
ing is needed for reading for the 
IES lamp is not too satisfactory. 

“I have designed some homes 
where I have put low-voltage pic- 
ture lights on the floor to get one 
desired level of illumination. I wish 
that we had a fixture that could 
be worked into the molding at the 
ceiling. The kitchen is a problem. 
And the bedroom, where the house- 
wife is likely to want to do some 
sewing. But you can’t get a con- 
tractor to put in a recessed spot. 

“Yes, lighting the home is a 
problem, considering the different 
levels of illumination you should 
have, the needs for reading, and 
the fastidious tastes of women who 
run homes. National advertising 
has sold the owner on his refrig- 
erator, his range, and so on, but it 
is not so with lighting. 


“And after all, 
rule tor an architect is to be sure 


about the best 


he leaves the home owner happy, 
even if broke.” 

McCormick’s 
more questions than any 


address provoked 

feature 
of the entire conference program, 
and a question and answer session 
would have flourished unchecked 
had time permitted 

In the concluding session, that 
devoted to examples of planned 
lighting in the Southwest, absences 
reduced the number of speakers to 
seven. 

And again the absence of one 
technical session chairman put 
Io.som in the chair as substitute. 
Harry Hrivnatz, of the Houston 
Lighting and Power Company, was 
unable to attend. 

A. L. Lacy, of the Central Power 
and Light Company, of Corpus 
Christi, Texas, reported an increase 
in his firm’s lighting activities with 
the addition of lighting engineers 
and showed slides of a jewelry 
store lighting job. 

Tom Lynn, of the Southwestern 
Public Service Company, of Am- 
arillo, Texas, showed and discussed 
slides of lighting in the company’s 
completely remodeled and relighted 
home office building. 

James D. Hampton, Oklahoma 
Gas and Electric Company, Okla- 
homa City, Okla., used slides to 
illustrate how problems 
and situations were being met by 


unusual 


using new lighting tools. 

A. A. Steitz, Dallas Power and 
Light Company, made brief com- 
ment on a number of lighting 
effects obtained in the famous 
Neiman-Marcus store of his home 
city. 

Floyd Covington, of the City 
Public Service Board of San An- 
tonio, was unable to be present, 
but sent a slide showing lighting 
of a drafting room. 

R. K. Lathrop, Southwestern Gas 
and Electric Company, Shreveport, 
La., showed slides of lighting pro- 
duced in a church. 

Andy Anderson, Texas Electric 
Service Company, Fort Worth, 
showed and discussed slides on the 
general office of an oil company, a 
printing shop, jewelry store, and 
court room. 

Unable to be present and par- 
ticipate as scheduled were: Ed 
Barry, Arkansas Power and Light 
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Company, Little Rock, Ark.; R. A. 
Honsberger, Gulf States Utilities, 
Beaumont, Texas; John Deck, Texas 
Power and Light Company, Dallas; 
L. J. Carlon, Albert Sechrist Manu- 
facturing Company, Denver, Colo. 

m. dé. Myers, of the 
Public Service Company of Okla- 
homa, Was 


(Johnny ) 
general convention 
chairman and the three technical 
session chairmen who served were 
James T. Meletio, Meletio Elec- 
trical Supply Co., Dallas; George 
S. Trotter, General Electric Co., 
Houston; and R. G. Smith, General 
Electric Co., 

Southwest 


lamp division, Tulsa. 
region officers will 
serve for another year. In addi- 
tion to W. E. Folsom, regional vice- 
president, they are: Gerard M. 
Baker, chairman, Alamo chapter; 
Robert G. Smith, chairman, Okla- 
homa chapter; G. B. Buck, chair- 
man, Rocky Mountain _ section; 
George S. Trotter, chairman, San 
Jacinto section; J. T. Meletio, 
chairman, Southwestern section. 

Principal entertainment features 
were the president’s reception, and 
a dinner dance and entertainment 
program the following night in a 
private club. Ample entertainment 
was provided for ladies attending 
by a committee consisting of Mrs. 
Robert G. Smith and Mrs. M. J. 
Myers. 


Air conditioning 
(Continued from page 46 


manufacturer introduced the re- 
sults of some research that promise 
to broaden the air conditioning 
market beyond the South and 
Southwest. For they point out that 
in many northern cities, noon tem- 
peratures go well over 80 degrees 
many times during the year. As ex- 
amples, Boston has been found to 
have 37 such days, compared to Cin- 
cinnati with 90. 

A spokesman said that, “This 
Dallas project has proved to the 
public that summer and winter air 
conditioning is not beyond reach 
in initial cost or operating cost. It 
is not only economically practical 
to cool a small home, but the clim- 
ate studies mentioned show that 
from the standpoint of personal 
comfort and health, air condition- 
ing is essential, not just in Dallas, 
but in most of the United States.” 

Viewpoint of the builders is that 
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especially in the South and South- 
west, where air conditioning is the 
rule rather than the exception in 
hotels, office buildings, and mercan 
tile establishments, the public is 
weary of leaving work only to re- 
turn to z home often warmer inside 
than outdoor temperature. 

Lewis & Lamberth and Laughlin 
& Silver more and more 
builders, in the South and else- 


expect 


where, to offer complete air condi- 
tioning as a distinctive sales fea- 
ture. 

In the Dallas project the homes 
offered are built around the air con- 
ditioning system. The air condi- 
tioner and furnace are located in 
the approximate center of the living 
area, in an enclosed alcove. Warm 
or cool air is distributed through 
ducts under the roof. 

The homes are of compact, con- 
temporary design, with three bed- 
rooms, a combined living and din- 
ing area, and kitchen 

The manufacturer and the build- 
ers co-operated in an advance, in- 
vitation opening of the air-condi- 


Four 


days later, on Sunday, March 23, 


tioned homes on March 19. 


the builders and the manufacturer 
announced a public opening for that 
day. Lines began forming at 9 a.m 
and it was 10 p.m. before the dast 
of the 25,000 people had inspected 
the new home. 

The $200 difference in price of 
one plan over another is represented 
by area and certain offsets, accord 
ing to the builders. 


Lighting for brides 


Continued from page 47 


means of flashers along the spray 
like a moving caravan, or they can 
remain still and, by means of a ro- 
tating, 
from one color to another 


multicolored lens, change 
with 
each new color gradually glowing 
brighter as the preceding color 
fades out. 

The variety of possibilities is as 
unlimited as the imagination of 
the contractor. 

One thing should be kept in mind, 


however, Leon Dyer and Cliff White 











“Dongan” Luminous Tube 
... Fransformers... 


THEY GIVE 


30% LIGHTER 
20% SHORTER 
20% NARROWER 


DONGAN ELECTRIC MFG. CO. 
2998 Franklin 


LONGER 
SERVICE 


The longer life of Dongan Trans- 
formers is due to their high qual- 
ity and extra load-carrying capac- 
ity. They are tops in performance, 
reducing service calls to a new 


“low.” 


Detroit 7, Mich. 





Send for 
NEW 
CATALOG 














TOPS IN 
ECONOMICAL 
FLOODLIGHTING 


STONCO 
ISLAND-AREA LIGHT 


Use with or without cluster lights 
—add lights at any time. No 
splice box or other accessories 
needed. Cluster lights screw into 
pre-tapped, built-in cast alumi- 
num bonnet. 


You save at least an hour's wir- 
ing time when you install or add 
cluster lights. Removable front 
cover makes wiring and splicing 
easier and speeds up entire job. 
All wiring fully enclosed. 


20” heavy gauge steel reflector 
finished in vitreous porcelain 
enamel inside and out—available 
in red, white, blue, cream, light 
green and dark green. 


* STOP EARLY 


BURNOUTS! 


Cooler lamps have longer life: 
Stonco “Cushion-Seal" lamp 
holder assures maximum lamp 
cooling by completely exposing 
the hot-spot filament area to open 
air circulation. Makes a perfect 
weather-tight seal on all lamps— 
long or short—PAR-38 or R-40, 
medium or mogul. Write Stonco 
Electric Products Co., 323 Mon 
roe Ave., Kenilworth, N. ] 


STONCO 








emphasize. There should be no gen- 
eral lighting in addition to the dis- 
play. The contractor must plan all 
sources of illumination. 

If extra light is needed in certain 
areas, such as a spot light at the 
altar, this, too, must be designed 
and distributed in a manner that 
will harmonize with the general 
pattern. This brings up the ques- 
tion of the availability of current. 

Since there is to be no light other 
than the planned display, the cur- 
rent consumption will not generally 
overload the existing service at the 
location. In this case the contractor 
can connect to the service with the 
proper switches, overcurrent protec- 
tion devices, and whatever portable 
equipment he chooses to use. 

Occasionally, however, the con- 
tractor will be called upon to fur- 
nish a display where there will be 
no available source of current. In 
such cases, he merely has to set up 
a temporary pole such as a 4-by-4 
in an inconspicuous location near 
the wedding site a day or two early 
and mount a temporary service 
with metering facilities in con- 
formity with the local ordinances. 

The light and power company will 
serve such temporary locations just 
as they do for construction crews 
for the operation of power equip- 
ment. 

A little ingenuity and a handful 
of special equipment is all it takes 
to begin realizing this added vol- 
ume! 


Utility conference 
(Continued from page 50 


ble, Mr. Glennan would not hazard 
an estimate, but he did cite the 
possibility that examples of such 
plants would be demonstrated in 
various parts of the country within 
five years. 

Paul D. Brooks, manager of 
sales and marketing department, 
Ebasco Services, Inc., New York 
City, was the first speaker at the 
final session. His subject was 
“Sales Needs and Opportunities in 
1952.” 

Utility -executives are allergic 
to the word sales, Mr. Brooks said, 
because of the period that has 
just.”been experjenced—one of 
struggle to meet Joad growth and 


financing new plaht construction. + 
Those who are not enthusiasti€ 


about the need for selling at this 


time point out that generating ca- 
pacity has been tight, distribution 
capacity has been used up, and 
sales manpower has been scarce. 

Why should other executives 
worry about sales when manu- 
facturers and dealers are doing 
such a fine job? 

In spite of these objections, 
there is a definite need for an 
effective sales organization today. 

In looking over these objections, 
he pointed out that the electric 
business has always been a peak 
business and there are always off- 
peak valleys that can be filled in 

Today’s high operating costs 
make it. necessary that utilities 
sell as they never sold before in 
order to build up earnings. 

Distribution systems in most 
sections are pitifully overloaded 
and many feeders have reached 
the limit of their capacity. 

Selective selling can be the an- 
swer to this problem. 

As to sales manpower, far too 
many companies have treated their 
sales departments as a convenient 
crutch to lean upon when needed 
but these departments are the first 
to feel the ax when economy mea- 
sures are needed. Sales employees 
feel little security and few can 
recommend a_ sales career with 
utilities to voung men as they 
would a career in engineering or 
accounting. 

Ever since World War II there 
has been the expectation that the 
day would arrive when utilities 
would have to turn to real selling 
effort, but for one reason or an- 
other, and finally because of the 
Korean war, this day was post- 
poned. 

But, Mr. Brooks said, that day 
has arrived! People are not buy- 
ing today—warehouses are filled 
throughout the country. In cer- 
tain lines, supply well exceeds de- 
mand. In spite of large defense 
buying, Consumer goods are avail- 
able in large quantities. 

Our ability to move goods into 
customers’ hands is ten years be- 
hind our ability to produce. 

Our government is committed to 
a policy of full employment. If 
we are to avoid future WPA’s and 
other such government projects 
and controls, we must turn atten- 
tion to the development of sales 
organizations that can distribute 
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the vast production potential of is a need for selective selling in in maximum return with minimum 
this country. order to meet competition. An ex- new investment. Offpeak water 

Appliance manufacturers are an- ample of the need for this is to be heating can be used advanta- 
nouncing vast expansion programs seen in previous experience when geously to fill in valleys and im- 
and greatly increased advertising the electric utilities—after build- 
budgets. Estimates of appliance ing thousands of miles of rural 
sales in the next few years indi- lines—let the bottled gas people 
cate that distribution lines and take the cream of their rural busi- 
generating plants are going to be ness. 


prove load factor. 

Some other appliances have load 
factors so high that a large satu- 
ratcon can greatly improve load 
factor. For example, home freezers 
further loaded unless selective Best opportunities for improv- in considerable number can build 
selling can be applied. ing net revenue is in the improve- good load factor—also, some in- 

There is a need not only for ment of load factor. Present load significant items such as odo 
selective selling that will result in factor averages about 60°.. Im- eliminating lamps. Two such lamps 


increases in net revenue, but there provement in load factor results operating 24 hours a day in a large 





HAVE YOU TRIED THIS FINEST OF PLASTIC TAPES? 


PACKED INDIVIDUALLY CONVENIENT FIVE-PACK 
One 66-ft. roll, 34" width in Five 30-ft. rolls, 34"" width 
single pocket-size metal can in handy container 


RECOMMENDED IN PLACE OF FRICTION AND 
RUBBER TAPES IN THE FOLLOWING SITUATIONS: 
- Where tape is subject to abrasion (resists abrasion). 

- Where space is limited (makes neater job, as in terminal box). 

- Where tape is subject to water, acids, alkalies, corrosion (resists all). 
- Where time must be saved (does the job much more quickly). 


PLYMOUTH RUBBER COMPANY, INC. 


Manufacturers of SLIPKNOT — The World's Largest Selling Friction Tape 
CANTON, MASS. 








_emeenpesecenge DON’T COMPROMISE ON QUALITY 
COIN? O URS D GET OUR PRICES FIRST! 


BRUSHES (* ©) - NATURLITE 


Reg. U. S. Pat. Off 


=m o> IMPROVED , Fluorescent Fixtures 
aad FEWER, FASTER 5 Deliver maximum efficiency and economy low original and 


maintenance costs Bonderized* at no extra cost More 


eae _e- “pown" TIME | . light for the same dollar 


*Parker Rustproof Co. Reg. U. S. Pat. Off 


newig co. (2! (a) )pmopuets LIGHT & POWER UTILITIES CORPORATION 
1035 Firestone Bivd., Memphis, Tenn 667 Madison Ave. New York 21, 4. Y 
Southern Representatives 


1021 Carendelet Bidg. 736 Georgia Ave P. 0. Box 759 12% Thomas Road 
New Orieams 12, La Chattanooga, Tenn. Shreveport, La Decatur, Ga 
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UNIVERSAL Tap Connector 
Made in 3 Surface Finishes 


Approved by Engineers and 
Contractors doing R E A work 


Effectively used as guy line ground, or 
transformer and lightning arrester con- 
nection to A.C.S.R. or copperweld con- 
ductors where the diameter may be from 
8-A  copperweld to .595”" A.C.S.R 
armour rods. 


ADAPTABLE TO A WIDE RANGE OF USES 


= 


KRUEGER & HUDEPOHL 


VINE AT THIRD-ES * CINCINNATI 2; OHIO 





NON-METALLIC — BX. 
& GROUND WIRE 
SEC ERR RRR 


SERVICE ENTRANCE CAP 
Sold Thru 


Your Local Wholesaler 








ATLANTIC CONDUIT 
FITTINGS CO, 
BOSTON, MASS. 
Southern Representative 
Hopper & McCoy 


454 Marietta St.. N. W. 
Atlanta 3, Georgia 








number of homes can add con- 
siderable in additional revenue. 
A modern electric home with the 
newer appliances developed since 
the war will require 9,200 kwh per 
vear as compared with the average 
domestic kilowatt-hour 
which has just reached 


annual 
usage 
2.000. 

In the absence of W. V. O’Brien, 
commercial vice-president, General 
Electric Co., Schenectady, N. Y., 
who was to address the conference 
on the subject “Let’s Grow To- 
gether,” the paper was presented 
Huether, manager of 
central stations division, of Gen- 


by John J. 


eral Electric Co. 

Industry is moving South, and 
these new industries are electrified 
industries, Mr. Huether said. It is 
amazing when one realizes that an 
average of one new million dollar 
plant was established daily in the 
South during 1951 for a total new 
capitalization of three billion dol- 
lars. 


Street lighting 


? 


Continued from page 42 


Broadway is 164 feet wide from 
building line to building line, with 
two 45-foot 
a 40-foot parkway. The standards 


roadways divided by 


are placed along the curb, an ap- 
proximately an 85-foot spacing. 
There are 90 
luminaires installed in this par- 
ticular area. The luminaires are 


standards and 


28 feet, 2 inches above the road 
surface. Each luminaire is equipped 
with the new 21,000-lumen mercury 
lamp, which consumes approxi- 
mately 440 watts. 

In the old post-top luminaire, 
which emitted approximately 10,000 
lumens and used a 500-watt lamp, 
very little of the light was directed 
to the street. 

By comparing the 
after pictures, it can’ be readily 
seen that the new installation puts 
well in excess of twice the amount 


before-and- 


of light on the street surface, 


where it is required. 

After this installation was com- 
pleted, Mr. Willman called on his 
engineer to relight 13th St., a main 
arterial feeder to Broadway. This 
installation required 48 additional 
standards and luminaires to be 
mounted on the curb line along 


3th St., plus 16 standards and 


luminaires on a railroad viaduct. 
standards and 
luminaires were installed in this 


The same_ type 


area. 

This street is 70 feet wide, from 
curb to curb, but is reduced to 60 
feet in the approach to the viaduct. 
The standards and luminaires are 
spaced approximately 100 feet 
apart. 


New plants for South 
Continued from page 


caustic soda, $11,120,000; Tennes- 
see Eastman company, Kingsport, 
Tenn., cellulose esters, $6,196,500; 
Tennessee Coal, Iron and Railroad 
company, Mobile, iron and steel, 
$41,525,000; Owens-Corning Fiber- 
glass Corporation, Anderson, S. C 
glass varn, $9,860,000; Union Car- 
bide and Carbon Corporation, Co 
lumbia, Tenn., carbon and graphite 
electrodes, $16,528,000; Union Bag 
and Paper Corporation, Savannah, 
kraft pulp and paper, $20,017,000; 
International Paper company, 
Natchez, Miss., bleached dissolving 


pulp, $22,233,968; Buckeye-Cellu- 








rubber 
& 
friction 


rubber 
& 


friction Look for 


the Yellow Core 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


made by 


OKONITE 
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You'll find a 
JACKSON 
AGENT 


in the following 


JACKSON locations 
Porcelain Enameled ’ Renenated by A. ot 


“YARDLIGHTS Orlick, 822 Perdido St 


t Blow Down New Orleans 12, La 


Virginia 
North Carolina 
South Carolina 
Georgia 
@ Manufacturers of Reflec- 
to Yardlights, Vapor- Florida 
proof Units, Weather- 
proof Sockets Texas 
e — only thru Distribu- Okichome 


Small Adjustable Arkansas 


FLOODLIGHT American Blower Model C Ventura Attic Fan. 8 sizes, 

et ea Represented by Chas. K . 

Residen ( capacities from 4300 to 21,500 cfm, free delivery. 
r Ine Ramond, 301 Bellaire S! 


New Orleans 20, La 


on REPUTATION SELLS 


or attack . Alabama 
r 4” ontlet box. 4 
’ cord and plug. 
Your reputation as a reliable source of supply for venti 
*The JACKSON line lating equipment depends on the reputation of the 
of modern lighting products you sell, too. 
units is a good re- . 
liable line —let us That’s why selling American Blower Ventilating Equip 
send facts and litera- 3 cone Blew -wamenen nl y-U. Bi ment is a sure way to build your business 
900-910 W. Yan Buren St., Chicago 7. iil American Blower products are nationally recognized 
for their uniformly high quality, reasonable price, easy 
installation and accurate ratings 
ey, You have a reputation to protect in your community 
g and you also want to build up your future profits, so 
why not sell American Blower Air Handling Equipment? 
Ask the nearest American Blower Branch Office for 
data. 





No compromise with quality! 


FPERFPECTAIRE- 


KITCHEN FANS 


G.E. motors with 


DBILMS{$55 


WN 


AMERICAN BLOWER CORPORATION, DETROIT 32, MICH. 
CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONTARIO 


WSS 


S 


Division ot Amrricay Raviator & Stardard Savitarp «o#rorarion 


oil reservoir. 


Sell quality! 


AMERICAN ‘© BLOWER 


Air Handling Equipment 


Wired for immedi- 


ate installation 


WN 


with collar ad- 


justment for all 





WWE 


wall thicknesses 


» 


\ 


including brick. 
#500 (8” fan) 
#800 (10” fan) 


WN 


WN 


WS 
YQ 


\ 
~ 


Available in sections for multi-housing projects—sleeve 
and outer door assembly for roughing work and 
separate grill and motor assembly for finishing when 
required. Saves inventory warehousing space and labor 
involved in disassembling compl 


to & 


Aeropel Kitchen Fan ModelAVenturafans Pockaged Ventura 
Exhausts kitchen Smartly styled Attic Fan—Built for 
heat, smoke and No exposed wiring vertical operation 
smell. Keeps kitchens Smooth, easy -to- low bridge attics 
Yy fresh. Winner of two clean surfaces. Built) Only 10 easy steps 
P E R F E Cc T - L | N E Fine Arts Awards for m capacities from to install. Ratings 
Manufacturing Corp. beauty and utilityin 1000 to 9700 cfm, are Certified. A real 
the home. free delivery.12 sizes. profit maker. 


XAG GG 


MWY 


NS 








Hicksville, L.1 
me and ticlistry: AMERICAN STANDARD + AMERICAN BLOWER + ACME CABINETS 
ATS + DETROIT LUBRICATOR + KEWANEE BOILERS + ROSS HEATER + TONAWANDA IRON 
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lose Corporation, Foley, Ala., dis- 
solving wood pulp, $28,979,000; St. 
Regis Kraft Corporation, Eastport, 
Fla., kraft paper, $16,750,000; 
Courtnaldo, Inc., Salco, Ala., rayon 
staple fibre, $25,000,000; a second 
Dupont project for Pensacola for 
nylon fiber, $84,414,000; and Amer- 
ican Enka Corporation, Lowland, 
Tenn., rayon yarn, $10,769,500. 


Power equipment 
Continued from page 41 
“Yes, we have lots of special 
McClure “Bolt 
and pipe threaders, hydraulic pipe 


equipment,” said. 
benders. Just about everything for 
this business that makes the tasks 
of men easier. It is incidental that 
this equipment makes it possible 
for them to produce as much labor 
in half the time. 
“And on. that 


equipped to do with dispatch any 


basis we = are 


job that presents itself, from in- 

stalling a plug to the biggest con- 

ceivable undertaking.” 
Location of the two two-ton 


hoists—the shop and stock room 








It's smart to be thrifty . . . Today, 
it's necessary! |! ! Economize on 
one gang installations by using 


NEWART'S 
NON-GANGABLE SWITCH BOXES: 


107SE 
Solid Switch 
Box 


22°" x 3°° 
K.O.'s 8-21/32"' 
in Sides 
1-'2"' in Jottom 
Clamps—R 
Purpose—Romex 


Same as 107-SE 
without Ears 


The economy is in our production 
methods, not the quality. Sold 
thru wholesalers only. Ask for 
Newart boxes. 


JULES J. DREYFUSS’ SONS 


ELECTRICAL FACTORY AGENT 
324 PETERS ST., S.W 1820 N.W. FIRST AVE. 
ATLANTA 3, GEORGIA MIAMI 36, FLORIDA 
PHONE 2.6736 
© FAST — EFFICIENT STOCK SERVICE FROM 
ATLANTA WAREHOUSE 
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is 40 by 115 feet for 4,600 
square feet on the main level. This 
room, with the exception of a pas- 
sageway middlewise, is well filled 
with the heavier, bulkier items used 


area 


by an electrical contractor. 

It connects with an area, 40 by 
110 for 
on the floor level. This is provided 
with a loading dock, at truck-bed 
height, and storage on this and an 


4,400 square feet of space 


additional upper level for the faster- 
moving items. Space under the dock 
is used for miscellaneous storage 
Here again an elevator is con- 
trived by coupling a one-ton electric 
hoist to a floored frame, thus pro- 


viding easy movement of 


even 
lighter merchandise from the dock 
to the second deck. : 

In this department there is an- 
other innovation, a stairway, hinged 
to the upper deck, and lowered or 
elevated by still another electric 
hoist. This is perhaps the only idea 
introduced that has deteriorated to 
the status of gadget. 

Clarence H. Melton, in charge of 
warehouse and service, says the 
stairway has proved so popular for 
reaching the warehouse from sec- 
ond-floor offices (or vice versa), 
that it is seldom raised except for 
sweeping. Melton has a full view of 
the warehouse, since his glassed-in 
office is situated at about the read- 
er’s viewpoint in the dock and ware- 
house picture 

820.000 in transportation 

In six truck wells, five of which 
are indicated by overhead doors in 
the picture, five pick-ups and a jeep 
are stored at night. The sixth truck, 
a two-tonner with winch and “A” 
frame, is stored in the stock and 
shop area. This last truck brought 
to $20,000 the firm’s investment in 
transportation units, all of which 
are serviced with gas, oil, and air 
within the plant. 

That barn-like front section of 
the structure is 34 by 50 feet, in 
two stories, thus affording a total 
of 3,400 square feet of space. 

Principal offices and functional 
departments of management are 
located on the ground floor, but up- 
stairs there is evidence of some of 
the ideas that lived in Jim Me- 
Clure’s dream for 30 years. 

There is a commodious confer- 
ence room, a ladies’ lounge, the rest 


rooms, two private offices for esti- 
mators, the air conditioning equip- 
ment, and a long room with a high, 
built-in drawing board for esti- 
mators. 

Less than a dozen people consti- 
tute the executive staff while, at 
this writing, there were 50 men in 
the construction department. 

The construction payroll has been 
as high as 300 men, and down as 
low as 15. But whatever the num- 
ber, says Jim McClure, the company 
policy has been stable on capital 
investments for power equipment. 
If a piece of equipment will con- 
serve the energy of construction 
men, and reduce the accepted time 
requirement for efficient labor, Jim 
McClure will surely buy that equip- 
ment. 











A WELL-KNOWN electrical manu 
facturer has an opening for a man 
with successful sales experience be 
tween 30 and 40, preferably with elec 
trical engineering degree, and expen 
ence in lighting sales, but not essen 
tial 

Company's product is widely known 
and well established in the territory 
involved and “net” 
months during 1951 were in excess of 
$1,000.00 


earnings several 


Compensation includes minimum guar 
antee and commission with all ex 
penses paid out of, headquarters plus 
car allowance 
Please send information regarding ed 
ucation, past experience, present em 
ployment, together with a recent photo 
to Box 662, Electrical South, 806 
Peachtree St.. N.E.. Atlanta 5, Ga 
mp know of this ad nd “ 


at ali anformation 











STA-BRITE SETS THE PACE 
* IN THE SOUTH * 


If it’s fluorescent 
MAKE IT SLIMLINE 
STA-BRITE FLUORESCENT MFG. CO 
325 NW 22nd Lone, Miami, Fie 








SALES POSITION AVAILABLE 


Experienced lighting fixture salesman wanted. ene 
for Georgia, Florida, Carolinas, and ore for Alabama. 
Mississippi, Tennessee. Established lines, fluor- 
escent and incandescent. Drawing account and ex- 
penses for qualified man. Please give complete de- 
tails regarding self and past sales experience in 
first letter. Address Box 663. ¢ o Electrical South 
606 Peachtree St.. N.E.. Atianta 5. Ga 








Manufacturers Representatives 
Wanted fe hern state 
BX and RX Stapk T. Straps ac 


cepted qualit ice line State 


r sout or line of 


overed 
Llectrical 


Atlanta, 
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“My Little Rock, Ark., Jobbers and Dealers Say Aki n g WINDOW 
x oS FANS 


Write For the Viking 


Co-op Advertising Plan: 


@ UNIQUE VIKING VADNIT 
Redeemable for $3 toward 
strong, local co-op adver- 
tising. 

@ VIKING WINDOW FAN DISPLAY 


A great home demonstrator 
that really sells fans. Yours 
FREE for only 3 Vadnits. 


@ FAN PROMOTION KIT 


Contains all the sales tools 
needed to pile up record 
sales. 


\ Aking E 8 


W AIR CONDITIONING CORP. 
5601 Walworth, Cleveland 2, O. 


Practically Eliminate Sales Headaches” 


Says Roger Laubach, Viking Representative: 


Selling headaches are practically eliminated by the Vik- 
ing ‘mass-market’ Fan. It’s versatile enough to meet 
almost all the major fan demands—result is they pretty 
much sell themselves.” 


''My Dealers Tell Me That 
VIKING FANS 


Are Their Fastest Sellers’’ 


The boys in my territory tell me that Viking Fans 

have all the features necessary to be fast sellers. 

They demonstrate like a dream, are solidly built, 

priced right and fits quickly into the window. That 

‘mass-market’ idea really hits the nail on the head.” 
A. R. CONNERLY, JR., Connerly Distributors, 
1201 East 2nd, Little Rock, Ark. 


One big item in Viking Fans is the fact its the lowest priced 


high quality fan I've ever seen. Another thing-—just this single 
Little Sold 4 fan in stock is all | need to do a complete cooling job in any 


home or apartment around here 
WILLIAM STEINKAMP, Steinkamp Home Furnishers 
1120 West 7th St., Little Rock, Ark 


Dealers 


I've hit on an idea for selling that really clicks. | arrange 
fel a -me je) for 4 or 5 families in the same apartment building to watct 
when | demonstrate a Viking Fan for someone. The more 
. e crowded the better because those Vikings with big 2 
rYatiey usiastic blades knock down the temperature 20 to 25 degrees in « 
few minutes. My batting average is about .800 for thes 
sessions too! 


: Pg => Fi J. E. COVEY, Covey’s 


4th & Center, Little Rock, Ark 


HUMIDIFIERS 


PACKAGE 
BLOWER WHEELS BLOWERS 
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and Political Atlas 


«ene? ae @; +, , 
ont marion abel y) 
‘cllinetiee |g a {4 : 


RADIO AND TELEVISION DEALER! 
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Seems like 
they all want 


He’s right! They do! The secret lies in the TK 
Monotube* replacement unit's exclusive “swivel ac- 
tion”. Swing the coil down for fast, dependable, low 
cost cooking. Swing it up for quick, easy cleaning. 

Constant “kitchen testing” is responsible for this 
advanced design. TK has a large, completely out- 
fitted Home Economics Laboratory to check and 
double check home-makers’ problems... and it’s 
the only surface cooking unit supplier that does! 
Result: most range manufacturers now equip new 
models with TK Monotubes; most housewives 
prefer Monotubes for replacement. 

You can’t blame them! Women love the 
Monotube’s speed, uniform heat, and concealed, 


protected wiring. The broad, flat coil provides up 
to 32.8% more contact with utensils for economi- 
cal cooking. All heats are in the one coil. There are 
no “hot spots” or “cold spots’’, no special switch 
positions to remember. Cleaning is as simple as 
1-2-3. And as fast! Flip up coil. Remove support. 
Wipe drip pan. That's all! 

You, too, will make bigger replacement profits 
with TK Monotubes. They turn over faster! So 
ask your distributor about the TK Monotube deal 
today. And—lay in a stock soon. All you need is 
just 4 basic coils and 9 pans to service any range 
in your area. It’s good business. Business you 
should have! *T. M. Reg. U. S. Pat. Off. 


TUTTLE and KIFT, INC. 
Ce ubsidiay yf ero Coysoridion 


1855 N. MONITOR AVE. © CHICAGO 39, ILLINOIS 
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ALL BRAND NEW for 52 


Amazing in Styling 


and Superior Performance 


“Niteair’’ 


' Large Window 


he 


°% 


New... 2-Speed, Reversible, Models 2452-Wk2 2052-WRK2 





New! Model 1252 


“‘Color-Harmony Matched’’— 
Combination Window and Port- 
able Fan with fingerproof guards 
front and rear. Just 16” square, 
5\4"' deep, weighs 14 Ibs. Moves 
1200 cfm at hi-speed. Metal ex- 
panders available. 





New! Model 1652 


“‘Color-Harmony Matched’’— 
Combination Window and Port- 
able Fan (larger model than 
1252, above) . . . for exhaust or 
intake, 18” square, 5%” deep. 
Moves 1700 cfm at high speed. 
Metal expanders available. 





New! Model 2052 — with Expanders 


“Color-Harmony Matched’’— 
Window exhaust or intake fan. 
Quick and easy to reverse or lift 
off for a Portable. 22” square, 
5\4" deep, weighs 25 Ibs. Moves 
2500 cfm at high speed. 





LAU brings you the MATCHED Line of 
Color Harmony window Fans! These large, 
powerful, quiet 24 inch and 30 inch 
Window Fans are reversible at the flip of 
a switch—they will cool several rooms, 
an apartment or a small home. Simple, 
quick and easy to install and windows 
may be opened or closed freely without 
moving fan. They match . . . in color and 
styling . . . the smaller window. fans. 
Handsomely finished 2-tone green baked 
enamel . . . with fingerproof guards and 
rubber cushioned feet to protect polished 
surfaces. See them! Feature them for free 
home demonstration! 


Two models with 2-speed mofors: 
2452-WR2, reversible 24” Fan, moves 3873 
cfm at hi-speed, 2600 cfm at lo-speed. 
3052-WR2, reversible 30” Fan, moves 5745 
cfm at hi-speed, 3800 cfm at lo-speed. 

also . . . with single, Hi-speed motors (ex- 
haust only) Models 2452-W and 3052-W, 
same cfm as above. 


THE LAU BLOWER COMPANY « 2019 Home Ave., Dayton 7, Ohio 


See Your Jobber or Distributor or write us Now for details! 


ELECTRICAL SOUTH for MAY, 1952 








WATE 


d looking, 


can build a line so go° 


so GOOD right through 


CONVENIENTLY LOCATED 
CONNECTION BOX built in 
at rear top of heater 


HEAVY GAUGE 
COPPER WIRING lead to 
convenient outlet box 


adjustable 
WAP ACTION 
TEMPERATURE CONTROL 


Fully automatic, 
s 


Multiple coated baked 
white enamel on 
HEAVY STEEL JACKET 
electrostatically sprayed, 
baked at controlled 
temperature 


UL APPROVED 


WATTAGES 
to your specifications 


INLET BAFFLE 
Scientifically distributes 
incoming water 


CONVENIENT 
BOTTOM DRAIN 





LOW DESIGN 
permits installation in 


close quarters 


HOT WATER ouTLett 
at top of tank for 


silent withdrawal 


Quick HEATING 


immersion type heating unit 


Protected from corrosion by 
MAGNESIUM anopic ROD 
(optional equipment) 


HEAVY GAUGE 
Galvanized steel tank 


HOT DIPPED 
Individually tested at 
355 pounds pressure 


Thick, blanket type 
FIBERGLAS INSULATION 


completely surrounding tank 


CIRCULAR BLACK BASE 
conceals Mop marks, 
flush to floor 


THE HEDGES tne 











ELECTRIC WATER HEATER 


You can install them right. But 
: , 
« u cannot put quality into an 
; ectric heater where the man 
acturer failed. That's why oe ; 
nag more smart folks are build- 
g solid reputations for right 
carrey right prices 
ge p- a competitive basiness 
. on this outstandi i 
a ing line, 
meheonrayy by Water Heater 
p —, Round models in 10 
“ 00 gallon capacities. Table 
p, 35 and 45 gallon. 


GAS, too. If you sell automatic 
gas water heaters, too, here’ 
something to set your teeth ot 
: — a warranty: 3, 
bos gobo peng Plans, 
: y trouble-free 
service records on these 
— pls period. 20, an as 
rs a sara capacities. Write 
riptive literature. 


GAS WATER HEATER 
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Dominion HAS THE PROGRAM 


TO BUILD 


PROFITABLE APPLIANCE 
VOLUME FOR 


ATTRACTIVE DISPLAYS ) 
BROCHURES 
FOLDERS 
Dealer Aids 


RATE WITH a = \= a cist Gate Xb, 
THE BEST 


YET SELL -~ ELECTRICAL APPLIANCES 
FOR LESS! 


DOMINION ELECTRIC CORPORATION e MANSFIELD, OHIO 
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(Additional items will be found on pages 35, 37 and 85) 


2010—Water Heaters. An illustrated folder describing 
Bell Water Heaters and the ten-year guarantee and war- 
ranty is available from Adacar Mfg. Co., Napier Field, 
Dothan, Ala. 

2012—Domestic and Industrial Heaters. Electromode 
Corporation, 45 Crouch Street, Rochester 3, New York, 
is currently offering an Industrial and a Domestic Cata- 
log. The Industrial Catalog (EC-62R) gives complete 
descriptions, specifications and illustrations of Electro- 
mode Suspension-Type, Combination Portable and Suspen- 
sion, and Explosion-Proof Heaters, and includes data on 
control equipment, mounting and wiring diagrams, Illus- 
trations of typical installations. Also information on how 
to figure heat loss. The Domestic Catalog (EC-63R) is 
full of typical installations for walltype, portable, auto- 
matic and non-automatic Electromode Heaters, with com- 
plete specifications and suggested uses; also includes 
instructions for installation of wall model heaters. 

2014—Hot water Heaters. Informative and well-illus- 
trated data are available from M. M. Hedges Manufac- 
turing Co., Inc., Chattanooga, Tenn., on their line of Auto- 
matic electric and gas water heaters. 

2018—Electric Fans. A 28-page, profusely illustrated 
booklet describes in complete detail, this company’s line 
of fans. Booklet available from Emerson Electric Manu- 
facturing Co., 81st and Florissant Ave., St. Louis 21, Mo. 

2022—Night-Air Cooling Window Fan—A two-page cat- 
alog sheet, completely illustrated and containing descrip- 
tive information on the 1952 Viking Window Fan is now 
available from the Viking Air Conditioning Corporation, 
5601 Walworth avenue, Cleveland 2, Ohio. Illustrations, 
installation sketches, prices, specifications, and cooling 
diagrams are included. 

2024—Electric Water Heaters. New specification sheets 
are now available for a full line of cylinder and table 
top models, featuring the Water Hotter, from the White 
Products Corp., Middleville, Mich. 

2030—Electric Fans & Drills. Signal’s complete line is 
shown in a new catalog just off the press, featuring a 
wide variety of desk, pedestal, exhaust, and vent fans. 
Literature on drills, telegraphic equipment, and motors 
is also available from the Signal Electric Mfg. Co., 
Menominee, Mich. 


2034—Electric Flat Irons. Full information on Amer- 
ican Beauty Electric Flat Irons in a weight, a shape, a 
size for household, as well as every industrial and manu- 
facturing use, is available in literature from the American 
Electrical Heater Company, 6110 Case Ave., Detroit 2, 
Mich. 

2038—Murray Ventilating Fans. A set of specification 
sheets is available describing the Murray line of fans, 
including 20 and 24 inch window fans and vertical and 
horizontal ventilating fans. H. C. Biglin Co., Inc., 177 Har- 
ris St., NW, Atlanta 3, Ga., is exclusive sales agent for the 
line which is manufactured by Murray Co. of Texas, Inc. 


2040—Electric Blowers and Exhausters, Bulletin 3014-D 
describes Types “E” and “RE” Buffalo blowers and ex- 
hausters manufactured by Buffalo Forge Co., P. O. Box 
985, Buffalo 5, Characteristics of the Blowers, 
graphs, charts including capacities and static pressure, 
and exact dimensions are all contained in the 8-page 
folder. 

2056—-Electric Heaters and Heating Units sold through 
electrical dealers for home or farm are described in a new 
folder available from E. L. Wiegand Co., 7600 Thomas 
Blvd., Pittsburgh 8, Pa. The folio contains data and price 
sheets covering the profitable Chromalox line of table 
stoves, air heaters, range and water heater units and the 
new flexible Thermwire heating cable. 

2058—Exhaust Fans. A new Emerson-Electric Exhaust 
Fan catalog, illustrating and describing in detail this line 
of fans for all types of buildings, is offered by the Emer- 
son Electric Mfg. Co., 81st and Florissant Ave., St. Louis 
21, ‘ 

Electric Fans. An attractive 12-page Catalog 
of Zephair fans has been made available by the Hunter 
Fan & Ventilating Co., P. O. Box 2858, Memphis 2, Tenn. 
A comprehensive description of this company’s products 
is given, with complete specifications and dimensions. 

2066—Shutters & Dampers. A 12-page catalog (No. 
46) is available from the Elgo Shutter Mfg. Co., 2738 W. 
Warren Ave., Detroit 8, Mich., describing the 17 different 
types of shutter and dampers manufactured by them, and 
as used in connection with ventilating and air-condition- 
ing installations. 
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Atlanta 5, Ga. 


Gentlemen 
Please send me the bulletins and catalogs indicated. 


(Print Plainly) 
Name Title 
Company 
Address 


City & State 





Circle numbers below. Bulletins and 
catalogs will be mailed promptly. 
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OPEN YOUR 
oe) eh WINDOW 
ON A BIG 

NEW 
MARKET! 


Crosley Room Air Conditioners provide new 
prospects everywhere you look. A single pros- 
pect often buys several units at the same time 
for such varied uses as... 





MODEL ACD-75 for rooms up to 485 sq. ft.,* 3; horse- Among your best prospects are those who have 
power, controls for ventilation, circulation, cooling, already purchased air conditioning units. They 
and exhaust. Two-speed fan switch. 155,” high, 27” are completely sold . . . really receptive to the 
wide, 27” deep. 110 or 230 volts. !-horsepower and idea of buying additional units for other rooms 
;-horsepower models also available—all with these in their homes or places of business. 
big selling features: Quiet compressor... simplified The new line of Crosley Room Air Condi- 
controls ... adjustable vent... replaceable air filter. . . tioners is designed and manufactured so that 
beautiful cabinet... easy installation. you can offer customers the room air condi- 
*Certified rating based on standard ASRE conditions tioning they want—and assure them complete, 


For complete information see your nearest Crosley Distributor continued satisfaction. See Crosley la 
or write: Crosley Division, AVCO Manufacturing Corporation, Crosley ...and you'll sell Crosley! 
1329 Arlington Street, Cincinnati 25, Ohio. 


¥ 
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Shelveder* Shelvador’ Electric Sinks and Food Steel Electric Radio Television Room 
Refrigerators Freezers Ranges Waste Disposers Kitchen Cabinets Water Heaters Receivers Receivers Air Conditioners 


‘c RO & L & Yon Ak TO» enone 25, BETTER PRODUCTS 
ot io FOR HAPPIER LIVING 
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2070—Zephair Fans. Hunter Fan and Ventilating Co., 
Inc., 400 So. Front St., Memphis, Tenn., offers a new 8- 
page catalog containing detailed information on the Hunter 
Zephair Fans, for home and industry. 


2072—Window and Attic Fans. Two new 1952 bulletins 
on window and attic fans have been published by Reed 
Unit-Fans Inc., 1001 St. Charles Ave., New Orleans, La. 
A new line of 20”, 24” and 30” 2-speed window fans 
along with the established line of reversible window and 
attic fans are described in these bulletins. 


2078—Sales Helps. A variety of sales helps, including 
How to Sell Booklets, Consumer folders, Specification 
Sheets, Free Mats, Cuts and Glossy Photographs, Displays 
and Promotion Kits for selling and demonstrating Gen- 
eral Mills Home Appliances—the Automatic Toaster, Tru- 
Heat Iron and Steam Ironing Attachment sponsored by 
Betty Crocker. Available to dealers from General Mills, 
Inc.. Home Appliance Dept. 1620 Central Ave., Minne- 
apolis 13, Minn. 


2088—Air Conditioners. Vornado’s new % HP Air Con- 
ditioner, Model 75WAC, is presented in a four color cata- 
log page (Form 4001) and a four color descriptive folder 
(Form 4002). The unit, which mark’s Vornado’s initial 
entry into the air conditioning field, is pictured and de- 
scribed and complete specifications are listed. The O. A. 
Sutton Corporation, 1812 West Second St., Wichita, 
Kansas. 


2090 Fans and Fan Parts. A new bulletin No. 4152 
describing their Knock Down Fans and Fan Parts has 
been announced as available from S. J. Stewart (Elec- 
tric), 527-31 St. Joseph St., New Orleans 12, La. 


2092—-Air Circulators and Window Fans—The Complete 
Line of Kisco Floor Model Air Circulators and Portable 
Window Fans for 1952 is illustrated and described in a 
series of two-color catalog sheets and envelope stuffers 
available to the trade. A Special Sales Manual containing 
product and sales information is available for use by 
Dealers handling Kisco Products. Kisco Company, Ince., 
2400 Dekalb St., St. Louis, Mo. 

2106—Fan and Centrifugal Blowers. Catalog No. 513-B. 
Vital specifications Fresh-Air Maker Fans-Hy Duty Cen 
trifugal Blowers. Attic, Portable, Reversible Window, 
Exhaust fans. Single and double inlet blowers. Ventilat- 
ing Division - Schwitzer - Cummins Co., 1125 Mass. Ave 
Indianapolis, Indiana. 


2108 Household Refrigerators, Farm and Home 
Freezers, Electric Ranges. Complete information regard- 
ing Coolerator space-saver refrigerators, a completely 
new line of farm and home freezers and automatic seven 
heat Push-A-Button electric ranges. Write Coolerator, 
Duluth 1, Minnesota. 


2112—Oil Heaters. Colorful 4 page catalog, entitled 
“Nescontro] Heating” describing and illustrating the com- 
plete Nesco line of Fuel Oil Heaters and Kerosene Heaters, 
is available from the Nesco, Inc., 201 North Michigan 
Ave., Chicago 1, Il. 

2114—Electric Heetaires. A new, colorful, twelve-page 
booklet from Markel Electric Products, Inc., 145 Seneca 
St., Buffalo, N. Y., unveils a complete line of wall-attach- 
able, well-recessed, and portable heaters. Heetaire models 
for every room in the house and other applications are 
described. 

2116—Replacement Heating Units—For electric water 
heaters. Information on the complete line of various 
wattages, voltages, and shapes of water heater units of 
the Immersion Type can be obtained by requesting Re- 
eee Manual No. 5 from Tuttle & Kift, Inc., 1825 
N. Monitor Ave., Chicago 39, Illinois. 


2118—Electric Fans—Robbins & Myers, Inc., Fan Divi- 
sion, 387 So. Front St., Memphis, Tenn., offers an attractive. 
12-page illustrated catalog covering outstanding features, 
design details, and performance ratings of R & M do- 
mestic, commercial and industrial fans for 1952. 


2122—-Surface Heating Units—For electric ranges. 
Complete information on fitting the famous TK Mono- 
tube Electric Range surface heating units into all types 
of electric ranges can be obtained by reauesting Replace- 
ment Manual No. 5 from Tuttle & Kift, Inc., 1825 N. 
Monitor Ave., Chicago 39, Illinois. 


2124—Evaporative Air Coolers. Essick Manufacturing 
Company, 1950 Santa Fe Avenue, *.os Angeles 21, Cali- 
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fornia, offers a greatly enlarged line of Air Coolers for 
1952. The “Comfort Selector” is introduced for the first 
time, which permits complete control of coo] air delivery 
trom zero to full capacity, enabling the user to vary the 
air volume and cooling to meet his personal requirements. 
New this year also is a line of five “Down Discharge” 
models for easier roof installations. The complete line 
includes 25 models, ranging from 1500 CFM fan-type 
coolers to 12,500 CFM industrial] sizes, including 11 win- 
dow-mounting units. Write for further information. 


2136--HANDHOT CONSUMER MAILER—“HOME IS 
A PLEASURE”—9-page catalog of appliances and fans 
giving “tips” for using in copy. (Makes an effective 
dealer mailing piece. The “kiddies” enjoy the carton 
type drawings). Chicago Elec. Mfg. Co., 6333 W 65th 
St., Chicago 38, Il. 

2140—Ventilating Equipment Circulators & Devices 
announces the publication of their new, up-to-date 1952 
catalog illustrating their complete line of ventilating 
equipment including Pedestal, Wall and Ceiling fans, Ex- 
haust Fans, new reversible window fans, blowers, shut- 
ters, etc. Write to Circulators & Devices, 98-168-32nd 
Street, Dept. E. S. Brooklyn 32, New York, for your free 
copy. 

2142—-Gas and Electric Water Heaters. Two bulletins, 
in color, devoted to Jackson automatic gas and electric 
water heaters, have been announced by W. L. Jackson 
Mfg. Co., Inc., P. O. Box 26, Chattanooga 1, Tenn. Table- 
top and round electric heaters, as well as floor furnaces, 
are described in one; Jackson’s 20- and 30-gallon gas 
heaters in the other. Warranties on both gas and elec- 
tric models are explained. 


2144—Ventilating Products. The complete line of 
Schwitzer-Cummins Ventilating Products are described 
and illustrated in a new condensed catalog. Included are 
attic, reversible window, cabinet, portable and exhaust 
fans and single and double inlet blowers. Copies are 
available from Schwitzer Cummins Co., 1125 Massachu- 
setts Ave., Indianapolis 7, Ind. 


2150—Apartment-Size Electric Range. Complete spe 
cifications on the State Pride apartment-size electric 
range, marufactured by State Stove & Mfg. Co., 509 
25th Ave., No., Nashville, Tenn., are contained in a new 
two-color catalog sheet. The stove is illustrated, and 
many consumer advantages are listed. 


2152—Shutters and Dampers. Air Conditioning Prod- 
ucts Co., 2340 W. Lafayette Blvd., Detroit 16, Mich., has 
made available an 11-page illustrated catalog No. 44 
describing their line of shutters and dampers. 

2154—Rancher Fan. The “Niteair” Rancher, a com 
plete package unit designed for ranch-type homes with 
low-pitched roofs, is described in Form No. 630 catalog 
page from The Lau Blower Co., Dayton 7, Ohio. The 
eight-step installation procedure is shown, as well as di- 
mensional drawings and specifications. 


2156—Combination Portable Window Fans. Three size 
of Lau combination portable window fans that harmonize 
in color and design are included in catalog folder Form 
No. 615 available from The Lau Blower Co., Dayton 7, 
Ohio. Model 1252 is designed for casement windows, as 
is Model 1652, which is 2 inches larger. Model 2052 is 
a new window fan with side expanders. Variety of uses 
for all three fans is included in the folder. 


2158—Long-Range Radio & Television. Write: Michael 
Kelly, sales manager for key dea'ership franchises; and 
full technical data on Hallicrafters’ world-famed precision 
radios and television. Hallicrafters now GUARANTEES 
150-MILE TELEVISION RECEPTION, and GUARAN 
TEES WORLD-WIDE RADIO RECEPTION. These exclu 
sive products may now be available for your territory, so 
write today. The Hallicrafters Company, Chicago 24, 
Illinois. 

2160—Electric Hot Water Heaters. A new catalog de 
scribing Rex Electric Water Heaters is available from 
THE CLEVELAND HEATER CO., 2310 Superior Ave- 
nue, Cleveland 14, Ohio. It illustrates both the conven- 
tional round and the “Table High” models. 


2162—Fans and Blowers. Fans and blowers for every 
requirement are described in Catalog No. 400 of Chelsea 
Fan & Blower Co., Inc., Piainfield, N. J. Illustrations of 
each unit are accompanied by a listing of features, 
specifications, and dimensions, as well as cross-sectional 
drawings on many models. 
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POPULAR MODELS TABLE AIR CIRCULATOR—It's a Table— QUIET MODELS 
10-, 12- and 16-inch sizes, distinctively  't’s @ Fan! Decorative, functional—for 12. and 16-inch sizes, for homes, 
designed for universal appeal. Beauti- year-round comfort in offices, homes, _— offices, hospitals, theatres, etc. Attrace 
ful, high-lustre, Blue-Gray finish. waiting rooms, etc. In genuine Walnut, _ tive, lustrous Dark Green finish. 
Mahogany or Blond Oak finishes. 





DE LUXE 20-INCH WINDOW-TYPE VENTI- 

“Leaders” in appearance...in quality ...in performance LATOR—for quiet and adequate ventilation 
...in all-around appeal ...these profit-building ni al cas uae Gee poet 
prestige-creating models offer you the ideal set-up blades and fittings. 
for a banner year in fan sales! ~ ee . 

The market for the “Four Leaders” is unsurpassed! ; 
Homes, offices, stores, doctors’ and dentists’ offices, 
beauty parlors, hospitals, theatres, etc.... all 
are excellent prospects for quick sales. 

Feature “Four Leaders” in your windows...on your 
counters...in all your promotions...look forward 
to the “tops” in profit opportunities. 


MANUFACTURING CO. 


FINDERNE PLANT— SOMERVILLE, N. J. TO HELP YOU SELL! 


Electrical Division of THE SINGER MANUFACTURING COMPANY Ask for full details on our dy- 
District Offices namic new promotional cam- 

tlan ¢ Baltimore © Bos e Chica a : $ 
uae > Stn tan < Soteiadane Meneame PRIEA ;. <Compeneive “Meapapet. 
: 2 advertising, trade-paper ads, 
Other Diehl fans you can sell with profit! ' unique displays, punch-packed 
Pedestal Fans, Air Circulators, Attic Ventilators, Ventilating ™, diterature, etc....all designed to 
and Exhaust Fans—a size and type for every need! help you make 1952 the best fan 


44TH ANNUAL CONVENTION, ATLANTIC CITY, N. J. year you've ever had! 


OF THE NATIONAL ASSOCIATION OF ELECTRICAL 
@ 072 DISTRIBUTORS. BOOTH 178 — JUNE 9TH TO 12TH. 
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YOUR CUSTOMERS 
a 
WANT 
DISHWASHERS NOW: 


SURVEYS INDICATE OVER 12,000,000 HOMEMAKERS 
ARE PLANNING TO BUY AN AUTOMATIC ELECTRIC 
DISHWASHER NOW!’ 


“This 0s the market thats ready to buy... 
——— ......,.§ as i.........,. 


dishwasher users say they bought principally because of dishwasher users say they selected a brand because of 

confidence in the maker. HOTPOINT QUALITY IS UN use-value features. HOTPOINT FEATURES—front open- 

SURPASSED, AS PROVED BY THE EXTREME MINIMUM OF ing, double washing, double rinsing, extra large capacity 

SERVICE CALLS ON THE HOTPOINT DISHWASHER —ARE DESIGNED WITH THE USER IN MIND; FOR SIM- 
PLICITY IN USE, FOR COMPLETE SERVICEABILITY 


liked about dishwashers are ‘gets dishes clean dries like the dishwasher because it ‘saves time no bother 
nicely." HOTPOINT'S SUPERIOR WASHING ACTION AND ... saves work.” HOTPOINT FEATURES AND WASHING 
FORCED HOT AIR ELECTRIC DRYING GET DISHES, SILVER, ABILITY SAVE THE HOMEMAKER MORE TIME AND WORK 
AND GLASSES HYGIENICALLY CLEAN. THAN ALL OTHER KITCHEN APPLIANCES COMBINED. 


rom recent Good Housekeeping Mogozine surveys 


HAS THE DISHWASHER 


THEY WANT TO BUY! 


SEE YOUR HOTPOINT 
DISTRIBUTOR NOW... 


he'll give you the full story 
about how you can cash in on 
this huge market. There may be 
a Hotpoint Franchise open in 
your area. 


ptuother reason why Leading Dealers say: 


Te cemestfranchite ithe lusty! 


RANGES © REFRIGERATORS © DISHWASHERS © DISPOSALLS® © WATER HEATERS 
FOOD FREEZERS © AUTOMATIC WASHERS © CLOTHES DRYERS © ROTARY IRONERS © CABINETS 
i Inc. (A General Electric Affilicte) 5600 West Taylor Street, Chicago 44, Illinois 
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A Quarter Century 


in lLelevision 


YOU CAN DEPEND ON 
THE INCOMPARABLE 





marks the 25th anniversary of the first Farns- 
worth inventions that made today’s television 
possible. The mind that created them has im- 


proved, refined, brought them to perfection in 
only one instrument—the incomparable Capehart. 


Here is the key to Capehart’s quality leadership. This is why 
Capehart is the first choice of the cream of your prospects. 
The superiority of the Crystal-Clear picture—the fame 
of the Symphonic-Tone System—the sterling performance of 
the Capehart full power chassis—the pacesetting quality of 
Capehart cabinetry —these make Capehart the line it 
is for prestige—and profits! 

There may be a pathway-to-success Capehart franchise 
open in your territory. Why not investigate! See your 
Capehart distributor or write Fort Wayne. 

The CAPEHART “Quebec” 


20-inch tube for Crystal-Clear picture. Pro- 
vincial styling in mellow fruitwood. Sym- 
phonic-Tone. True Capehart quality for only 


546995" 


The CAPEHART 
: Personal 
: Portable 


Plays where you play. 
The CAPEHART Clock Radio The CAPEHART Table Radio Sets the pace for styl- 
The fastest selling clock radio on the mar- True Capehart quality in miniature. Dis- pe . poe ype 
ket — the most wanted, the highest-styled tinguished design beyond compare. Unbe- plastic abi nee in 
now available. Beautiful plastic lievably beautiful tone. Choice 


cabinet in choice of colors. Only $4995 of colors. Only $3295 choice of colors $2995 


“Includes Federal Excise Tax. Warranty and installation extra. Prices for Zone 1 
CAPEHART-FARNSWORTH CORPORATION, Fort Wayne 1, Indiana 


An Associate of international Telephone and Telegraph Corporation 
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Fans that B-R-E-A-T-H-E 
Electrically Reversible 


ar tHe ment FLICK oF a switcn 


6 QUIET SPEEDS ... 3 Speeds exhaust 
3 speeds intake 


XY KY 


aye ca war angy, 


/ 


TLL CCE EEL 


oe 
YY YY \ one 


May be used as exhaust fans to remove stale 

orsmoke laden air ... then, by a mere flick : EXHAUST FAN 
of the switch — they become air intake 

fans, flooding the apartment with refresh- 

ing, cooling, healthful waves of outside 

air. Easily installed. 


Telescoping side panels, adjustable 

for windows from 28” to 34” wide. 

Occupies little room space .. . only 61/2” deep. 
20° aluminum propellers with rubber 
hubs for Quiet operation 


KITCHEN VENTILATOR 


Fully guaranteed 





FOR HOME 
OR INDUSTRY 


PEDESTAL FAN 


ALSO A.FULL LINE OF 


BLOWERS, SHUTTERS, ETC 


ELECTRICAL SOUTH for MAY, 1952 





One of America’s 
Leading Lines 


So GOOD 


it carries a 
10 YEAR 


Guarantee 








Jackson Automatic Gas Water Heaters 
Offer You Excellent Profits 


Jackson stands firmly behind you in guarantee- 
ing its water heaters to home owners. So confi- 
dent do we feel about the quality of materials 
and workmanship in our heaters that we guar- 
antee them for a full ten years under our 
warranty and protections plan. This added sales 
feature makes these heaters sure-fire with home 
owners, offering you an important source of 
new business. 








Phone, wire or write today 
for details on the Jackson 


products and franchise. 
Approved by the 


American Gas Association 


W. L. JACKSON MANUFACTURING COMPANY, INC. 


1222 E. 40th Street Chattanooga, Tennessee 


SALES REPRESENTATIVES 


J. A. LLOYD FACTORY SALES AGENT L. 0. LEDFORD GEORGE H. ANDERSON 
Warehouse Stocks Carried SALES AGENCY COMPANY 


375 Whitehall St., 8. W 2506 Lucena Street 


Atlanta, Georgia Charlotte, N. Cc 
Telephone LAmar 1977 Telephone 35-8258 


90 


S11 Chickamauga Avenue P. O. Box 2235 
Rossville, Georgia Memphis, Tennessee 
Telephone 89-5554 Telephone 9-2724 
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WE DON'T NEED 
AN AD MANAGER ! 
THESE UNITS ARE 
SO HOT THEY SELL 


— | 


ws: FRANK MITCHELL Fecdiders Sales Manager 


HOLD IT BOYS! \ hy argue when you're both right? 
Again this year Fedders great new line of Room Air 
Conditioners are second to none in terms of design. 
engineering and performance. Units are available in '5 
ton, +: ton, % ton, 1 ton and 1'; ton capacities. Both 
the window and console models come in a variety 
of cabinet finishes ranging from smart Hawaiian Tan 
to Blond Avodire and including natural wood and 
ivory. The new 1952 Electric Dehumidifier has already 
captured the enthusiasm of the nation’s leading 
distributors and dealers. 


PROMOTION IS TOPS! Fedders offers an un- 
believably wide range of booklets, brochures, signs, 
streamers and other point-of-sale helps. But in addi- 
tion, this year Fedders dealers are using the most 
effective selling tool ever devised to move room air 
conditioners... THE NEW FEDDERS DEMONSTRATION 
CENTER! Occupying a space only 30° x 57" this selling 
center provides an organized place to sell...and an 
organized story to tell. It dramatically presents the 


entire Fedders story ...cues the salesman when he’s 


WE DON'T NEED 
A SALES MANAGER ! 
OUR ADS ARE SO 
HOT EVERYBODY 


oe TO BUY! 


SAYS. BOB CASSATT Fedders Ad Manager 


making his pitch...or functions as an automatic sales- 


man when the prospect is unattended. 


ADVERTISING! Fedders continues its dominant ad- 
vertising with 17 ads in the Saturday Evening Post 
plus ads in Life, Better Homes & Gardens and 14 other 
national magazines. In addition, Yogi Berra and Phil 
Rizzuto plus beautiful Ann Sothern will be selling 
Fedders in Television Spot Campaigns in major 
markets starting in May. 


MARKET! In just three years this spectacular room 
air conditioner business has zoomed to where it racked 
up almost $100,000,000 in sales during 1951... more 
than such established appliances as ironers, dishwashers 
and food waste disposal units. No problem of high 
saturation. No trade-in 
problems ...every sale is 
a full profit deal. And the 
Electric Dehumidifier is 
proving to be areal profit 


sleeper! 


slump”. Get details from your Fedders dis- 


rr | A REAL PROFIT SLEEPER, this new electric dehumi- 
Ci lew difier will make you forget the term “summer 
2 san se cn 


tributor now! 


sare | @QUSE THIS NEW 
DEMONSTRATION 
CENTER 
AND WATCH THE 
PROFITS ROLL IN 


(Streamlined. Seas ey 
only 15" wide, 22%" high, 
134,” deep) 


MAIL THIS COUPON TODAY! 


FEDDERS-QUIGAN CORPORATION 
Dept. ES-4, Buffalo 7, New York 
Please rush me full details 


on how Te cash 
noes At r Con di t 


a “GREAT NAME IN COMFORT 
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LUBRICATED 


for LIFE! 


NO SERVICING - NO CALL BACKS 
EASY TO INSTALL 


ATTI 


RESIDENTIAL - ie EA . INS 


— 
| ae ie 


SAME FAN FOR EITHER VERTICAL 
OR HORIZONTAL INSTALLATION 


NO OILING. Silent Breeze “Gold Seal’’ fans 
and motors are ball-bearing throughout, lubri- 
cated for life! 


CERTIFIED RATINGS. Air deliveries conform 
with U. S. Dept. of Commerce Commercial 
Standard CS178-51. 


MOST UNIVERSAL FAN on market. No ac- 
cessories needed for any type installation. 
Models for every job. Sizes 24” to 48”. 


SILENT, TROUBLE-FREE. Deep venturi, four 
large, die-formed blades, move more air with 
lower RPM. 


aad 


REDUCE YOUR INVENTORY 
Write for New 1952 
INVENTORY REDUCING PLAN 
Increase Your Profits 
with SILENT BREEZE 








HOLCOMB & HOKE MEG. CO. Inc. 


1545 E. VAN BUREN STREET 


INDIANAPOLIS INDIANA 








Here’s how you can fill every 
auxiliary heating need of every 


BUILDER, CONTRACTOR and 
| HOME OWNER! 














Series 230 HEETAIRES 
1250 to 3000 watts 


t+ +teeeeee? 
re 


= 
yf 


Series 200 HEETAIRES 
1000 to 2000 watts 











Series 240 HEETAIRES 
1000 to 1500 watts 


Series 250 HEETAIRES 
1500 to 3000 watts 





Series 210 HEETAIRES 
3000 to 5000 watts 


MARKEL 
ELECTRIC PRODUCTS, INC. 
139 SENECA ST. 








HEETAIRES . . . are manufactured in a 
complete range of type and sizes for every 
purpose 


HEETAIRES . . . range in wattage from 
1,000 to 5,000 (120 and 240 volts), produce 
from 3,402 to 20,472 BTU's per hour 
for light, intermediate and heavy duty. 


ALL HEETAIRES available with 
AUTOMATIC THERMOSTATIC 
HEAT CONTROLS 


All HEETAIRES can produce and maintain 
any desired temperature between 40° and 
80° F. (with only 2° differential at all 
times). This insures correct healthful com- 
fort — uninterruptedly — quickly wherever 
wanted. 


HEETAIRES are available in wall inserts 
and wall attachables — both with either 
built-in or external thermostatic controls. 


HEETAIRES are available in three heat 
types—radiant heat, heated air, fan-forced 
radiant heat. 


FAN-FLO HEETAIRES—Series 230 pro- 
duce both kinds of heat—infra-red rays plus 
fan-forced heated air. 


HEETAIRES Series 200 and Series 240 pro- 
duce infra-red rays (radiant heat). 


HEETAIRES Series 250, Series 210, pro- 
duce fan-forced heated air. 


Write for the copyrighted 
“A GUIDE TO QUICK HEATING” 


FREE! 


Tested and listed under reexamination service by 
Underwriters’ Laboratories, Inc. 

Thermostatic or Manual Control... Radiant Heat, 
Heated Air and Fan-Forced Radiant Heat . .. Wall 
Inserts and Wall Attachables. 


LA SALLE 
PRODUCTS, INC. 
BUFFALO 3, N.-Y. 
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Lonard Oliver says, 
“Sure! | Know These People 
.....lhey’re My Bread and Butter” 


Looking over the Farm and Ranch-Southern 
Agriculturist subscription list in Fayette 
County, Mr. Oliver said, “Eighty percent of 
these people are among my best customers. I 
know most of them personally and I know 
them to be good farmers and good people to 
deal with. After all, it's my business to know 
the farmers in this area and I do. [ma 


farmer myself!" 


Mr. Oliver went on to say, “While the farm 
business has always been important in this 
territory, electrification and general mechani 
zation have greatly increased the earning 
power and the buying power of the farmer in 
the last ten years. Today our best customers 
are farmers and the number of them who 
appear on your subscription list is evidence of 
the good judgment of our suppliers who ad 
vertise in Farm and Ranch-Southern Agricul 
turist. Frankly, the lines on which we do the 
biggest business are the most prominent in 
your advertising pages. I don't know how it 
is in other places, but in Fayette County it 
looks like Farm and Ranch-Southern Agricul- 


turist carries the weight with the farmers.” 





Special Notice to Sales Managers, 
Advertising Managers and 
Media Directors. 
What Mr. Oliver has to say about the South 
ern Farm Market ts fully substantiated by the 


agricultural statistics in the 1950 census. We 


Leonard H. Oliver is the manager of the Farm Equipment Division of Wilson 
Machinery & Supply Company, oldest and largest equipment dealers in Lex- : ve 
ington, Kentucky. Located in the heart of the Bluegrass Country, the Wilson figures as they are released. We will be 
Company depends largely on the Thoroughbred Stock Farms and Burley To happy to mail them to you as they 
bacco Plantations of famous Fayette County for its highly successful business come off the press 


are preparing a state-by-state digest of these 


Just sign the coupon 


and mail it to us. 


NASHVILLE, TENNESSEE 


More Southern Farm Families read Farm and 
Ranch-Southern Agriculturist than any other pub- 
lication . . . circulation guarantee — 1,290,000. 
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My protits come faster when | sell 
CHROMALOX 


SUPREME 
\ e e 
“2-units-ta-1" 


RANGE 
UNITS 


(75 A FACT 
CHROMALOX Sells Better 


Homemakers through the years have 
known and preferred Chromalox 
Surface Units for new ranges and 
for replacement. Alert dealers know 
this preference leads to quicker, 
easier, more profitable range unit 
replacement business. 


OVERALL HEAT 


When it's needed! 


OUTER COIL , 
HEAT _< 


For uniform, eco- 
nomical cooking 
in large utensils 


With CHROMALOX “Supreme” Units 
YOU fit all range openings 


YOU operate on low-cost 
inventory 


YOU get quick turnover and profits HOT-SPOT 


Write today and see how you can get this 
profitable, range-unit replacement business 
in your community . . . and through it build 
sales for appliances in your store. . 3 
EASIEST CLEANING 
pay lifts up, pan comes out 


GET THE FACTS —SEND FOR 
“Bulletin RU-149" 
for your > 
Service Dept. ) 


VW ECONOMICAL commns 
V COOLER COOKING 
V LONG SERVICE LIFE 


“THE SWITCH IS ON” 


for your 
range salesmen 


ChROMALOX 


Citi Cookiug aude But! 
EDWIN L. WIEGAND CO., 7600 THOMAS BLVD., PITTSBURGH 8, PA. 


C. B. Rogers, 1000 Peachtree St., N. E., Atlanta 5, Ga.; L. R. Ward Co 
Dallas 1, Texas; 1814 Texas Ave.. Houston 3, Texas; 1519 So. Bost 
W. R. Phillips, Route 3, Raleigh, N. C. 





2711 Commerce St 


on Ave., Tulsa 14, Okla.; 
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Are You Making Use 
of Our 


Reader Service? 


The editorial and business 
staff of ELECTRICAL SOUTH 
One 


way in which we can help you 


is eager to serve you. 


is to make it easy for you to 
draw upon the wealth of tech- 
nical and 


promotional ma- 


terial available from manu- 
facturers. 

In the accompanying pages 
are the descriptions of scores 
of useful catalogs, applica- 
tion information booklets, and 
technical publications, These 
are available without charge. 
Check over the list of pub- 
the 


you 


lications available, circle 
of 


mail the 


numbers the ones 


need, and coupon 
to us with your name, title, 
company and address plainly 


We will tell 


manufacturer to send directly 


written. each 


to you the information you 


want, 


The staff of ELECTRICAL 
SOUTH will be glad to help 
you with other problems. They 
will obtain expert advice for 
you on both technical and 
business problems. The ser- 
vices of a number of consul- 


Whether 


your problem relates to sales 


tants are available. 


promotion, lighting or wiring 


layouts, applications of the 


National Electric Code, or 
equipment application, it will 


receive careful attention. 


Address your requests to: 
Reader Service 
ELECTRICAL SOUTH 
806 Peachtree St., NE 


Atlanta 5, Ga. 
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ONLY DULANE CAN GIVE YOU THIS 
GIGANTIC D-200 PROMOTION 


ASK YOUR 4, i | : MERCHANDISING AID 
DISTRIBUTOR ABOUT RY | Beat votues 


> Powerful Selling Mats 


THE BIGGEST f GRY | © store vita 


Consumer Literature 


Mindow Material 
Ro : io 5c 

T-V Comme 

Sales Letters 
Co-op Advertising 
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Credit regulation 
controls suspended 


THE FEDERAL Reserve Board has 
suspended controls on installment 
credit purchasing but recommend- 
ed that Congress continue its au- 
thority to reinvoke the curbs should 
circumstances warrant. 

The suspension, which will do 
away with regulations concerning 
minimum down payments and max- 
maturity 
major appliances, furniture, floor 
automobiles. — In- 
cluded are such items as radio and 


imum periods, affects 


coverings, and 


television units, ranges, washing 
and ironing machines. 

At the time of the suspension, 
the regulation required 33's per 
cent down payment for passenger 
automobiles with a maximum ma- 
turity period of 18 months. It re- 
quired 15 per cent down and maxi- 
mum maturity period of 18 months 
on nearly all appliances, furniture 
and floor coverings. 

The Federal Reserve Board, in 
its extremely brief announcement 
of the suspension, gave no reason 
for the action except to comment 
“after careful review 
markets 
directly affected by the regulation.” 


it was taken 
of developments in the 


FCC action permits 
new TY stations 


TELEVISION in every American 
community is a step nearer as a 
result of the lifting of a 3's vear 
freeze on new stations by the Fed- 
eral Communications Commission 
in April. 

The FCC has announced that it 
will grant permits to 2,053 stations 
in 1,291 communities. This com- 
pares with only 108 TV stations in 
operation now, mainly in large 
cities. 

To handle so many stations, the 
FCC had to increase the number of 
channels from the present. 12 to 


82. This was done by moving into 
the ultra-high frequency band 
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RIEFS -- GOVERNMENT REEGULaATrItONsS 


The FCC points out that new 
television stations will not appear 
overnight since some time will be 
required to examine applications, 
grant permits, and construct new 
stations. 


Freezer-food sales 
ruling anticipated 


FOR SOME TIME, the Office of 
Price Stabilization has been giv- 
ing consideration to an official in- 
terpretation on combination sales 
of home ‘freezers with supplies of 
frozen food. When such a ruling 
is issued, it is expected that it will 
cover such points as tie-in sales, 
possible posting of meat selling 
OPS 


signs showing what class of food 


prices; possible posting of 
store; and the various OPS price 
orders which would be involved in 
such plans. 

Just what the official OPS policy 
will be cannot be determined until 
tie agency issues its interpreta- 
tion, but it is reported by reliable 
sources that the major points in 
this interpretation will be as fol- 
lows: 

(1) Sales of freezers and meat 
or food must be separate transac- 
tions. If customers ask for food 
or meat sales receipts, the retailer 
must give them. 

(2) Tie-in sales are not allowed. 
This means customer must be able 
to buy freezer without the food or 
meat in the plan, and vice versa 
the food and meat, without the 


Lee DEPT. 


What gets me, is the way that bunch 
n the office gripes about paper work! 


ELECTRICAL SOUTH for MAY 


freezer in the plan, if that is the 
customer’s choice. This is where 
the retailer actually sells the food 
or meat in his plan. 

(3) Financing charges cannot be 
tacked on to either freezers or 
meat and food sales, if the result 
is a total price over the ceiling 
price. This means finance charges, 
plus the freezer price cannot ex- 
ceed the freezer ceiling price; fi- 
nance charges plus the price for 
meat and/or food, cannot exceed 
the retail ceiling prices for the 
meat and/or food; or total selling 
price for freezer, food and/or 
meat, plus financing charges for 
cannot exceed the 
for all the 


all the items, 
total 
items. 


ceiling prices 

(4) Major appliance retailers 
using freezer-food plans, in which 
food and/or 
with all OPS 
price orders covering that food 


they actually sell 
meat, must comply 
and meat 

5) Freezer-food plan customers 
cannot be required to buy any 
specific amount of food or meat 


Alternative pricing 
methods for CPR 7 


TWO ALTERNATIVE pricing meth- 
ods to conform the retail consumer 
goods regulation more closely with 
historic merchandising practices 
were announced recently by the 
Office of Price Stabilization. 
intended to 
meet more completely the problem 


The methods are 


of fixing ceilings for new ship- 
ments of goods which are identical 
with goods in inventory, but which 
are received at higher or lower net 
invoice cost. 

One of these methods—“‘first-in, 
first-out” has already been avail- 
able to merchants through legal 
interpretation, but was not writ- 
ten into the retail regulation until 
now 

The OPS action (Ceiling Price 
Regulation 7, Amendment 18, ef- 
fective April 5, 1952), has no effect 
on the general level of retail ceil- 
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These models sell fast! 





COOLERATOR’s Top 3 


New Refrigerators 


with Perfected Automatic Defra 





Model RTA-119 


2-in-1 freezer-refrigerator 
Perfected Automatic Defrost 
11 cubic feet 


When today’s customer shops for a refrigerator she 
wants the one that gives her the most for her money. 
These 3 new Coolerators give her the most wanted 
perfected automatic defrost and big full- 
width freezer chests. And that’s not all! They're jam- 
packed with every other selling feature imaginable 

extra shelves in the door, Butter Savers, Meat Drawers, 
spacious handsome-looking Crisp-O-Lators, adjust- 


features 


able shelves, plenty of main storage capacity, and 
gleaming good looks inside and out! 
Yes, feature for feature, Coolerator leads the field 


Coolerator 


Model RDA-117 


Big capacity—custom features 
Perfected Automatic Defrost 
11.1 cubic feet 











Model RDA-98 


Custom features—budget price 
Perfected Automatic Defrost 
9.8 cubic feet 

in refrigerators to meet the needs of the three great 
markets... 
1. Customers who need space-saving models on a 

budget. 
2. Families who want giant capacity at low cost. 


3. Those who insist on the dest in new custom features. 


With seven brand new models, Coolerator blankets 
the market completely. 

See your Coolerator distributor for details or write 
to THE COOLERATOR COMPANY, Duluth |, Minnesota. 





Watch for FULL PAGE COLOR ADS 
in MAY and JUNE in 


McCall's Magazine 
Sunset 


Saturday Evening Post 
Ladies’ Home Journal 
Good Housekeeping Household 
Successful Farming Farm Journal 

Better Homes and Gardens 








NOW ON DISPLAY IN SUITE 11-107, MERCHANDISE MART, CHICAGO 
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ing prices, the agency said. It is 
necessary because changes in 
prices by manufacturers and 
wholesalers result in deliveries of 
identical merchandise at varying 
net invoice costs. 

The retail regulation 
only the percentage mark-ups which 


governs 


merchants apply to net invoice 
cost. 


Thus, 


sales line of shoes or 


for example, in a single 
shirts and, 
at the same time, a retailer may be 
different 


prices on size or color selections, 


required to set ceiling 


dependent upon when the goods 
were received. 

Both of the alternative methods 
have the same result, which is to 
make it 
to offer, at a given time and at the 
ceiling complete 
color and size selection of units of 


possible for a merchant 


same price, a 
the same merchandise. 

“First-in, first-out,” known in 
the retail trade as “FIFO,” is a 
method operating on the assump- 
tion that all units of merchandise 
first received in inventory are first 
Goods already on hand are 
ship- 
ments to make up a complete sales 
The goods are then sold at 


sold. 
lumped together with new 


line. 
ceilings based, first, on the earliest 
invoice cost and, successively, on 
the basis of each following invoice 
applying to a merchant's inven- 
tory. The merchandise sold at each 
applicable ceiling price is the 
quantity covered by the invoice on 
which the ceiling price was based. 

As an alternative to “FIFO,” 
Amendment 18 provides a weighted 
(by a number of units) average 
technique by which a single ceil- 
ing price for all units of an article 
in stock is computed. 


Price relief for 
new service sel 





ers 
CEILING PRICE 
visions for new sellers of services, 


adjustment pro 


subject to Ceiling Price Regulation 
34, were announced recently by 
the Office of Price Stabilization 
Subject to the 
regulation, OPS 
thousands of 


service trades 
explained, are 
establishments, in- 
cluding automotive repair shops, 
laundries and dry cleaning plants, 
and such important industrial-type 
services as machinery repair and 
maintenance. 
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The OPS action (CPR 34, Amend- 
ment 3, effective April 28, 1952) 
makes clear that the agency will 
consider adjustment applications 
from service sellers who did not 
have normal earnings experience 
pre-Korean period because 
they have been in business a rela- 
tively short time. 


To obtain 


in a 


adjustments under 
this amendment, a service selle1 
must apply to OPS on OPS Public 
Form No. 43, Revised, and it must 
appear: (1) that he had no normal 
earnings because his service is 
relatively new; (2) that his pres- 
ent ceilings are below the level of 
prevailing in his 
that his 
ceilings are causing, or will cause, 


those trading 


area; and, (3) present 
him to operate his service business 
at a loss. 

The amended adjust- 
ment (CPR 34, Amdt. 
2) appeared to exclude service sell- 


recently 
provisions 


ers who were not in business long 
enough to have normal earnings in 
a pre-Korean period, OPS ex- 
plained. 

This amendment follows adjust- 
ment policy of the original CPR 
34, under which service sellers, re- 
when they 


gardless of were in 


business, were granted relief, 
based on a demonstration of sub- 


stantial financial hardship. 


Consumer buying 
plans surveyed 


PRELIMINARY results of the sev- 
enth annual survey of consumer 
finances, based on interviews with 
a cross section of American con- 
sumers in January and Februar) 
of this vear, and reported by the 
Board of Governors of the Federal 
Reserve System, indicate that con- 
likely to be 


purchases of 


sumers in 1952 are 


moderate in their 
durable goods and to save about 
as large a portion of their incomes 
as they did in the last three quar- 
ters of 1951 

In reporting the results of the 
survey, the Federal Reserve Sys- 
tem comments that consumer be- 
havior in spending and saving has 
changed quite sharply in the past 
and may be expected to do so in 
the future. The information re- 
sulting from the current 
is merely one 


survey 
guide to possible 


consumer action, and is not a fore- 


cast of what people will do. 
Consumer plans to purchase ma- 
jor household goods in 1952 appear 
to be somewhat less frequent than 
those expressed for 1951 in the sur- 
vey a year ago. The indicated vol- 
ume of planned purchases appears 
to be within the production limits 


permitted by the supply of ma- 


terials. 
While the preliminary survey 
data regarding specific goods 


should be interpreted with particu- 
lar caution, the findings indicate 
that 
tors, 


intentions to buy refrigera- 


console radios, and washing 
machines has fallen off somewhat 
more than planned purchases for 
household 
goods as a whole. Demand for tele- 
vision sets seems to be close to the 
1951 level. 


Prospective purchases of refrig- 


the group of major 


erators in 1952 were concentrated 
in the first half of the year while 
a more even distribution of televi- 
sion purchases over the year was 
indicated. In 1951, plans to buy and 
actual purchases of television sets 
and refrigerators were concen- 
trated in the first six months. 

The 


pressing fairly definite intentions 


number of consumers ex- 
to buy houses (new and existing) 
in the coming year was about the 
same.as a year earlier. There was, 
however, some decline in the num- 
ber of people tentatively comsider- 
ing such purchases. 

that the 
number of new houses that will be 
purchased in 1952 is about the 
slightly less, than last 


Buying plans suggest 


same, or 
vear, provided that material, price, 
quality, and credit factors do not 
change significantly 

There is some evidence that the 
middle 


$7,500 


income groups ($3,000- 
constitute a larger propor 
tion of the new house market in 
1952 than they did in 1951. Alto- 
with respect 
1952, 


point to continued strength of de- 


gether, the findings, 
to house purchase plans in 


mand in the housing market. 

The effect of consumer attitudes 
is indicated particularly by the 
current survey. Savings have been 
large and many prospective buy- 
ers could make purchases if they 
so desired. Approximately six in 
every ten of those having opinions 


expressed the view that the cur- 


Please turn to page 127 
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INSURANCE, A GODSEND IN TIME OF NEED — Many grateful customers and dealers 
have expressed their praise of the complete insurance protection offered with 
CommerciaL Crepit Pian. Every appliance sold under this plan is automatieally 
covered by Property Insurance, which protects the customer in event of damage 
to or loss of the merchandise as outlined in the policy. Life Insurance Coverage 


cancels the unpaid balance in case of purchaser’s death. 


More appliance dealers use 


= SW c 
en Went 


CREDIT}PLAN. Commercial Credit financing 
aN than any other national plan 





BETTER USE OF WORKING CAPITAL —ComwerciaL Crepir Pian offers dealers everything 
they need from wholesale financing of floor stock down to the retail sale to the customer 
involving credit investigation, property and life insurance, collection, adjustment 


prospect follow-up. This plan enables dealers to free working « apit al for use elsewhere is 


their business. 


te 


A CONTINUING SOURCE — No matter whether weapons 
for war or appliances for peacetime living are rolling 
off the production lines—dealers know they can count 


on Commerciat Crepir for financing as usual! 
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A LOCAL SERVICE —Commenciat Creprir’s hundreds of 
offices throughout the United States and Canada offer 
dealers a truly local financing service, with the added 
advantage of bringing to the local scene the breadth 
and vision gained through nationwide facilities. You 
deal with one reliable source only. You benefit by 
CommercitaL Crepit’s years of financing experiences 
in handling all details . . . eliminate possibility of lost 


sales due to delays or outside influences 


Wholesale Financ "9 
Fast Credit Approval 

Life Insurance Protection 
Property Insurance Protection 
Automatic Sales F ip 
Tested Collection Service 
Builds Customer Good Wij 
Nationwide Facilitie: 


~* 
es 


Your distributor will be glad to give yo copy of thi 

interesting booklet that analyzes the appliance market 
gives eight reasons why ComMerct 

can help you build a sound, profitable 


increasing time sales. Ask him for 


COMMERCIAL CREDIT 
CORPORATION 


A subsidiary of Commercial Credit Company, Baltimore 
... Capital and Surplus over $125,000,000 . . . offices 
in principal cities of the United States and Canada. 
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Although 125 miles from 
the nearest TV station, 
Beckley Music & Electric 
Co., Beckley, W. Va., has 
created their own market by 
installing their “test tower” 
at homes desiring TV. The 
antenna truck, manned by 
Beckley personnel, is parked 
at the location and the port- 
able antenna extended to 
full height. After thorongh 
testing, it is determined 
whether the home can re- 
ceive a clear signal. Most 
tests with positive results 
bring about sales. 


How to Sell TV 


in the fringe areas 


@ APPLIANCE DEALERS out in the 
fringe areas at considerable dis- 
tances away from the nearest tele- 
vision broadcasting station may be 
making a serious mistake by not 
exploiting the long-range antenna 
market, according to Colin Me- 
Luckey, head of Beckley Music & 
Electric Co., Beckley, W. Va. 
Throughout the South, with its 
widely scattered television stations, 
there are many appliance dealers 


100 


by Robert A. Latimer 


Exploiting the long-range antenna market 


‘an add TV profits to the sale of standard appliances 


who gaze wistfully upon better- 
located competitors, and omit tele- 
vision a'most entirely from their 
sales operations. 

In many cases, the ability to 
add television profits to the sale of 
more standard appliances would 
doldrums. But, 
since the nearest television trans- 
mitter may be as far as 100 miles 


help solve sales 


away, and reception at best is poor, 
many dealers make no attempt to 


enter the profitable television field. 
An exception is Beckley Music 
& Electric Co., which during 1951 
sold a profitable 
volume of television sets, primarily 
in the better-priced 
though it is more than 125 miles 
from the nearest TV station. 
Prior to looking into the mechan- 


consistent and 


ranges, al- 


ical aspect of long-range television 
reception, the Beckley store was in 
much the same situation as those 
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deaiers described. Although his 
sales vo.ume in_ refrigerators, 
ranges, automatic laundry equip- 
ment, records, and radios was 
profitable, Mr. McLuckey had found 
television sets would not move. 
Consumers who, he had _ believed, 
would buy and erect tall antenna 
towers for reception proved to be 
disinterested. 

“After our first month or so of 
attempting to merchandise televi- 
sion in this fringe area,” he said, 
“we knew that we would have to 
do something on our own hook to 
convince homeowners that 
television reception was possible, 
and to educate them on the enter- 
tainment values involved. 

“Even though we could talk in 
glowing terms of program recep- 
tion in cities similarly located at 


local 





long distance from TV stations, 
the picture we painted was ap- 
parently not attractive 
Thus, all we could do was to prove 


enough. 


our point with mechanical equip- 
ment.” 

The first step taken by the West 
Virginia appliance dealership was 
to install high-intensity TV recep- 
tion equipment at the showroom it- 
self. This guaranteed a clear, sale- 
able picture during all TV broad- 
casting hours. 

This was laboriously 
testing a huge variety of mast an- 


done by 


tennas and towers, including vari- 
ous types of antennas at different 
heights, until the ideal combina- 
tion was found. 

Towering some 85 feet above the 
store, the Beckley Music & Electric 
Company’s antenna has been capi- 


—. <q 


. 


a 


This view shows the portable antenna extended to full height of 85 feet. 

The big antenna truck unit consists of a heavy-duty two-ton truck, over the 

bed of which is an intricate series of trusses and extending rods, to form a 

collapsible mast. Through a series of hydraulic units, it is possible for the 

mast to be extended to full height in a few seconds, utilizing hydraulic 
power from the truck engine. 
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ta.ized upon in an unusual way. To 
insure that any TV set in the store 
will show a picture attractive 
enough to convince a dubious pros- 
pect, a “within-the-walls” antenna 
was developed, consisting of a 300- 
ohm conduit installed on all walls 
of the showroom, well above eye- 
level through which the powerful 
signal, picked up by the high an- 
tenna, is routed. 

Because the 300-ohm line is un- 
shielded, and because of high radi- 
ation from it at all points, any tele- 
vision set in the showroom will pick 
up sufficient power 
worth-while picture, either through 
the built-in coil type of antenna, 
or through a 
na, as desired. 

“Almost every prospective cus- 
tomer notices that the television 
set is not wired into an antenna 


to show a 


“rabbit ears” anten- 


circuit,” it was pointed out, “which 
has proven a strong selling point 
for us. 

“The homeowner who 
something about radio and tele- 
vision is impressed with the tech- 


knows 


niques we have employed, and the 
usual effect is to convince him that 
we can bring similar techniques to 
bear in insuring his own television 
reception.” 

Within a few weeks after the 
store’s mast antenna had been in- 
stalled, Beckley Music & Electric 
Company found itself solidly en- 
gaged in television engineering on 
a local basis. Curious seckley 
dwellers, and wealthy farmers from 
the counties surrounding, 
coming into the store and asking 
whether similar reception could be 
developed for their own homes. 

From the outset, Mr. McLuckey 
and his salesmen were forced, in 
all honesty, to answer, “We don’t 
know, until tests had 
been carried out.” 


were 


elaborate 


Obviously, going to the extreme 
of building test towers atop the 
home of every prospect, was out of 
the question. What was 
Mr. McLuckey determined, was 
some sort of portable, on-the-spot 
test equipment, which would estab- 
lish definitely, 
and at low cost, whether the nec- 


needed, 


once and for all 


essary reception could be obtained 
at a prospect’s home 
The result of this line of 
thought was Beckley Music & Elec- 
(Please turn to page 126) 
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Freedom Fair 


Westinghouse invests $250,000 in film program 


through which it hopes to train 25,000 dealer-salesmen within 


@ AN INTENSIVE sales training 
drive and a national dealer promo- 
tion will be the two key points in 
the spring promotion, “Freedom 
Fair,” Westinghouse major 
appliances, according to T. J. New- 
‘ comb, sales manager of the West- 
inghouse Electric Appliance Divi- 
sion in New York. 

The “Freedom Fair,” Mr. New- 
-comb explained, is what the name 
implies. It is an activity to get 


for 
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into dealers’ stores to see the 1952 
Westinghouse major appliances. 
The “Freedom” stands for the 
freedoms that modern appliances 
the homemaker and the 
“Fair” means the open houses that 
dealers will hold to bring the public 
into their stores. 

To launch this national program, 
Westinghouse has invested $250,- 
000 in a motion picture training 
program that includes a news reel, 


give to 


Robert Carson, who plays the role 
of the Westinghouse distributor 
salesman in the new Westinghouse 
Electric Appliance Division film, 
“Ellis in Freedomland,” is shown 
from a scene in the color movie 
previewed recently. Theme of the 
feature film of a $250,000 program 
is “Demonstrate to Sell,” and Mr. 
Carson is doing just that by show- 
ing his “prospect” how clothes come 
out of a dryer. 


one week’s time. 


a sports reel, a coming attractions 
trailer, and a feature picture in full 
color, “Ellis in Freedomland.” 
“The motion picture program is 
a most unusual use of movies as a 
training media,” Mr. Newcomb 
said. “It will permit the full train- 
ing of 25,000 dealers and salesmen 
within one week’s time. The pro- 
gram not only gives a hard-hitting 
sales training story but graphically 
shows why there is a need for it. 
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“The films also tell the story of 
Westinghouse thinking in its tre- 
mendous consumer goods program 
and why we as a company have full 
faith in the future of not only our 
consumer business but in the elec- 
tric industry.” 

The news reel with Sam Hayes, 
noted West Coast news commenta- 
tor, as the narrator, tells the story 
of the Westinghouse $296 million 
expansion program. Westinghouse 
President G. A. Price, Vice-Presi- 
dent J. M. McKibbin, Vice-Presi- 
dent J. H. Ashbaugh, and Mr. New- 
comb are quoted in the news reel 
on the importance of consumer 
products to Westinghouse and the 
need for hard-hitting selling. 

The sports reel with Mel Allen, 
noted sports commentator, as nar- 
rator shows records being made in 
10 sports. It carries out the West- 
inghouse Appliance Division’s 1952 
sales theme: “Don’t Meet Competi- 
tion .. . Make It.” 

“Ellis in Freedomland,” the full- 
color feature film, is based on a 
dealer’s realization that in order to 
sell merchandise he had to “demon- 
strate-to-sell” and along with it, of 
course, have a full knowledge of 
product features. 

Eight products “tell” their story 
through the voices of outstanding 
movie and television stars. The 
products and “voices” are: electric 
range, Edward Arnold; refrigera- 
tor, James Mason; Waste-Away 
food disposer, Jerry Colonna; 
water heater, Andy Devine; de- 
humidifier, Percy Kilbride; dish- 
washer, Maureen O’Sullivan; Laun- 
dromat automatic washer, Lucille 
Ball; and electric clothes dryer, 
Marie Wilson. 

The plan book for Freedom Fair 
activities is portrayed as a dealer 
would use it, including retzil floor 
displays, advertising, and other 
sales promotion aids. The film ends 
with a ballet dance and with songs 
by the Starlighters. 

All phases of the Freedom Fair 
promotion will “open 
house” slant and will give the 
dealer a complete program for in- 
troducing new Westinghouse ma- 
jor appliances to the public, do a 
mass selling job, and will give the 
dealer a chance to cash in with 
traffic building activities that will 
build his prospect list. 


have an 


The campaign was scheduled to 
kick off on the same date, April 14, 
throughout the country. A _ two- 
page spread in full color announced 
the Freedom Fair campaign in Life 
on April 11, and in the Saturday 
Evening Post on April 16. 

On Westinghouse Studio One 
(CBS television network), Betty 
Furness invited the public to the 
Freedom Fair on April 14, on her 
three commercials. Special kine- 
scopes were to be made so the same 
announcement would hit all televi- 
sion stations the same night. Miss 
Furness was to repeat her invita- 
tion on April 21. 

A full-page ad with dealer list- 
ings was to be used in about 100 
key city newspapers, with the eve- 
ning papers carrying the ad on 
April 14, and the morning news- 
papers April 15. There is no time 
limit set on the length of the Free- 
dom Fair campaign. 

Dealers are being supplied mate- 
rials and ideas for “teaser” pro- 
grams to announce their Freedom 
Fairs, preview announcemen* 


plans, sales training programs with 
the film major 
point, public announcement mate- 


program as the 


rial such as ad mats, premium give- 
away plan, door prizes, and Free- 
dom Fair Party mass selling plans. 

Westinghouse is also conducting 
a Freedom Fair window display 
contest for dealers in two catego- 
ries: one, department and _ fur- 


niture stores and utilities; and 
second, all other Westinghouse re- 
tailers. Prizes open to each group 
include a Cadillac, a $1500 and a 
$500 award. 

To qualify for the national prizes 
a dealer must install an exclusive 
Westinghouse major appliance win- 
dow with Freedom Fair as the 
basic theme. 

Entries will be judged by Mr. 
Newcomb, Advertising Manager 
J. R. Clemens, Promotion 
Manager J. G. Baird, and three out- 


Sales 


side display experts whose names 
have not yet been announced. En- 
tries must be filed by May 23 and 
the winners are scheduled to be 
announced June 15. 


MEET 


pont 
COMPETITION 


MAKE IT! 


RE 


A dealer and a Westinghouse distributor salesman, portrayed by Robert 
Carson, left. and Robert Rockwell, set the “demonstrate-to-sell” theme in 
the new Westinghouse film. In addition to the “Ellis is Freedomland” film, 
a news reel on the Westinghouse $296 million expansion program, a sports 
reel showing 10 records being made in sports, and a coming attractions 
trailer will round out the film program. Westinghouse is also conducting a 


Freedom Fair window display contest. 
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Selling tans 


around the calendar 


Continuous program of all-around merchandising has made this company 


one of the leading installers in Nashville of larger fan units 


@ WHILE THE SALE of fans is not 
the largest activity of the Walter 
Keith Co., Nashville, Tenn., this 
firm is credited by the local power 
company as being one of the leading 
installers in Nashville of the larger 
fan units. 

The Keith Company engages in 
heating, air conditioning, insula- 
tion, storm window installation, and 
other activities designed to make a 
home more comfortable. The com- 
pany sends out a semi-annual mail- 
ing of 4,000 or more letters to their 
customers who are using one or 
more of their services and might 
be induced tc buy another. These 
letters are in addition to special 
letters that go out during the year 
to new prospects. 

While the firm has a number of 
salesmen promoting different lines, 
the sale of fans and other electric 
installations is handled largely by 
the two partners, Walter Keith and 
Paul Clements. However, during 
the busy season they may add one 
or two fan salesmen. 

Most of Keith’s fan sales are 
made to homes and offices on about 
a 50-50 basis to each. By tying in 
the air-cooling sales with the pro- 
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motion of heating, insulation, etc., 
the firm sells its home-comfort aids 
around the calendar a:d anticipates 
the season well ahead of the need. 
It installs three kinds of heating 
electric, gas, and oil. 

All the salesmen and mechanics 
are thoroughly trained by a factory 
representative. This representative 
ccmes once a month or often enough 
not only to train new men but also 
to school the older ones in new me- 
chanical developments. The men 
are also trained in human relations. 
They learn how to adjust com- 
plaints and handle other problems 
in customer relations. 

While the heating or insulation 
salesmen are not expected to sell 
fans or air conditioning, they do 
pick up many good fan leads while 
in a home servicing other lines 
These are followed up by either 
Walter Keith or Paul Clements. 
More leads are furnished from 
mailings or from old customrs, and 
the owners begin on these leads 
well in advance of hot weather. 

“We find our best prospects for 
any kind of cooling system in the 
upper middle-income brackets,” ex- 
plained Jim Allen, the service man- 


by Ross L. Holman 


ager and chief trouble shooter. His 
job is to service all Keith appliances 
and equipment after installation, 
and to keep customers satisfied. 

“One of the chief advantages we 
have in making sales,” said Allen, 
“is that the salesman, whether it is 
Mr. Keith, Mr. Clements, or another 
representative, can make the esti- 
mate of cost right there on the spot 
as soon as the prospect indicates an 
interest. 

“The salesman is prepared to say 
whether the installation needs any 
special carpenter work. If so, he 
gets an estimate on this at once and 
includes everything in his final bid. 
If it doesn’t need carpenter work, 
the salesman himself can estimate 
the entire cost then and there be- 
fore the prospect cools off. 

“We had one woman prospect who 
asked us to estimate an attic fan 
installation. Our salesman was 
enough of an engineer to know that 
he couldn’t do an adequate job with- 
out enclosing her whole stairway 
and putting louvered doors at top 
and bottom. 

“He immediately got in touch 
with the contractor who does our 
carpenter alterations, got his esti- 
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mate, added the estimate of our 
own construction, and had the com- 
pleted bid ready in the shortest pos- 
sible time. He sold the job.” 

When a fan job is installed, Keith 
follows up immediately. He uses 
a personal letter and sometimes a 
direct call from one of his repre- 
sentatives to see if the fan is work- 
ing properly and if the customer is 
thoroughly satisfied. 

In any case, the personally dic- 
tated letter goes out to every sold 
customer, expressing the firm’s ap- 
preciation for being privileged to 
do the work. The letter requests 
that the firm be notified immedi- 
ately of any trouble or misunder- 
standing about operating the equip- 
ment. 

Each letter includes either a final 
line or a postscript asking the ad- 
dressee if he has a neighbor or a 
friend who might be interested in 
an air-cooling installation. Names 
secured from this source are some 
of the best leads received. 

If the customer is pleased with 
his installation and suggests one 
or two prospects, one of the sales- 
men or partners will go into the 
neighborhood and work all the best 
prospective homes. This creates an 
ideal setup, for many of the new 
leads are women who have al- 
ready seen the installation in their 
friend’s home, or who can be driven 
to the home by the salesman to look 
it over. 


Service helps sales 


One of the chief advantages in 
selling fans, Keith says, is that he 
maintains his own service depart- 
ment, and every prospect is assured 
of immediate follow-up work by the 
seller himself. This service depart- 
ment, under the management of Mr. 
Allen, services al! Keith installa- 
tions — heating, air conditioning, 
fans, etc.—and it is a profitable de- 
partment within itself. 

Even after the warranty period 
has elapsed on a customer’s installa- 
tion, the firm usually retains that 
customer and services the installa- 
tion on a paying basis. Over the 
years it has built up a splendid 
backlog of such clients. 

In addition to taking care of its 
own customers, the firm adds prof- 
its to this department’s income by 
making repairs on any and all 

(Please turn to page 125) 
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Apples pay off . . . 





$3,000 appliance volume 


sold in two days 


by Reed Harrison 


@ A FLAIR FOR the unusual in set- 
ting up a timely promotion last 
year sold an additional $3,000 worth 
of appliances for Omohundro Elec- 
tric Co., of Charlottesville, Va. 

The promotion revolved around 
the serving of both freshly baked 
apple pies and hard-frozen pies. 
Andy Omohundro, head of the firm, 
pointed out that, “many of the 
range sales made later in the year 
were results of the purchasers’ 
visits to the store during the Apple 
Harvest stunt.” 

This clever promotion was a one- 
day affair. It coincided with the 
opening of the annual apple-har- 
vesting season in the huge orchards 
which surround the Virginia city. 

For more than a century, it has 
been traditional for housewives in 
the area to immediately begin mak- 
ing apple tarts, turnovers, pies and 
apple jelly, when the first apples 
appear on the market. 

“Almost any sort of advertising 
or event built around an apple 
theme is bound to get attention,” 
Mr. Omohundro said. 

In October of last year, Omo- 
hundro Electric Company utilized 
colorful newspaper advertising to 
announce “Apple Pie Day,” to be 
held in the store’s model kitchen. 
The ad invited the public to come 
in and enjoy expertly baked apple 
pie, made from Charlottesville ap- 
ples. 

To help with the stunt, two vet- 
eran home economists of the Vir- 
ginia Electric & Power Company 
were enlisted as bakers a full two 
months before the actual event. 
During slack hours, the two women 
baked apple pies, which were care- 
fully stored away in homefreezers 
on display in the showroom. 

Then, on the day of the promo- 
tion, in October, fresh apple pies 
were baked by the dozen. They also 
thawed out the frozen pies. 

“This gave us an excellent op- 
portunity to push home freezer 


sales,” Mr. Omohundro said. “It 
was easy to prove to the 400 house- 
wives and husbands who attended 
that you couldn’t tell the difference 
between the pie which had been 
frozen rock-hard for some time, and 
that which had been prepared from 
fresh apples only an hour or so 
before.” 

Visitors were invited to eat all 
of the pie they could hold. They 
were also told to sample cookies, 
apple bread, and pastries, which 
were turned out at the same time 
by Omohundro’s “apple pie host- 
esses.” 

A mimeographed recipe for each 
of the items prepared in the store’s 
electric ranges was handed out to 
housewives. 

“We were able to use almost 
every appliance carried in stock in 
the promotion,” Mr. Omohundro 
said. “Electric ranges were used 
to do the baking; mixers from the 
electric housewares department 
other 
apples, 


prepared the dough; and 
housewares sliced’ the 
sharpened knives, etc. 

The homefreezers were filled to 
the brim with frozen apple pies. We 
used an electric dishwasher to wash 
all the dishes on which pie was 
served, as well as the pots and pans. 
Electric warmers kept the pies hot. 
In other words, we used practically 
every part of our model kitchen.” 

Results were excellent, the Omo- 
hundro appliance dealership re- 
ports, with more than $3,000 worth 
of sales signed up on the Apple Pie 
Day and the day after. 

The promotion was repeated later 
in the year. Although it drew a 
slightly smaller number of people, 
results were almost the same. 

“We found that we could attract 
customers from as far as 40 miles 
away. Sitting down and enjoying a 
juicy, fresh slice of apple pie with 
a chunk of longhorn cheese, broke 
down sales resistance in almost 
every case.” 
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The electric farming campaign 


The result of high farm production goals— 


W hat it can mean to dealers in farming areas 


® THERE’s A national campaign un- 
der way this year which has noth- 
ing to do with politics. It’s the 
Electric Farming Campaign, by 
now in full swing all over the 
country. The object—to show farm- 
ers how they can use electric power 
to increase production, to 
labor, and to cut farm losses. 

Local farm leaders are working 
with the Rural Electrification Ad- 
ministration, Extension Service, 
Agricultural Mobilization Commit- 
tees, and many others. They’re not 
only putting electricity to work in 
every way possible to help meet 
this year’s high farm production 
goals, but are planning a continu- 
ing program of productive use of 
power. 

Inasmuch as the dealers and dis- 
tributors of 


save 


electrical equipment 
are being asked to participate, a 
little information about the cam- 
paign is in order. 

Plans were outlined early in the 
year at a power use conference in 
St. Louis. Since then details have 
been discussed at local meetings in 
many states. 

South Carolina rural electrifica- 
tion leaders held a state meeting 
in February to make plans for an 
intensive power use program. In 
North Carolina, six district cam- 
paign meetings took place during 
March. Georgia, Florida, Okla- 
homa, Alabama, Texas, and Ten- 
nessee all held meetings during the 
spring months. 
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In Kentucky, the electric farming 
campaign already has been taken 
to the farmer-members of the rural 
electric co-operatives. The state as- 
sociation early in 
March, a “Community 
Nights,” to be sponsored by co-ops 
in their own areas. 


announced, 
series of 


Now, before we consider the 
“how’s” of this campaign, let’s look 
at the ‘“why’s.” 


the background: 


Here is some of 


We are consuming more than we 
many 
critical farm commodities. Demand 


are producing of a good 
continues to rise. Every day we 
have approximately 7,400 more 
Americans to feed and clothe—and 
the demand from our friends in 
other countries increases all the 
time. Then, too, military needs are 
tremendous, since much more food 
is needed for men in uniform than 
for the same number of civilians. 
production of feed 
grains is a must, production ex- 


Increased 


perts tell us, if we are to meet the 
high demand for livestock products. 
Livestock production is, of course, 
tied in with the prospective feed 
supply. Therefore, the U. S. De- 
partment of 
farmers to 


Agriculture 
meet and exceed, if 
high 


urges 
possible, the goals set for 
feed grains. 

A record goal has been set for 
bales in 1952, 
compared with 1951 production of 
about 15 million bales. And if cot- 


cotton—16 million 


ton growers meet this goal, they'll 
produce no more than enough cot- 
ton to meet our own needs and ex- 
and boost our 
very slightly. 
the way, are 
the lowest in 25 years.) 

While the outlook for food grain 
supplies in 1952 is relatively good, 


port requirements 
cotton reserves 


(These reserves, by 


farmers are asked to produce more 
of such major crops as wheat, rye, 
dry edible beans, potatoes, and 
flaxseed. 

But several barriers stand in the 
way of achieving this increase in 
farm production. Two of the highest 
are the lack of new cropland to be 
developed, and the steady decline 
in numbers of farm workers. And 
that’s where the electric farming 
campaign comes into the picture. 

Farmers already are using elec- 
tric power in place of scarce labor, 
not only to increase output, but to 
make more money. Yet 
ing to the power use specialists of 
REA, the county agents, the elec- 
trification 


accord- 


advisers of the rural 
electric systems, and others who 
should know—the vast majority of 
farmers have scarcely begun to put 
work productively. 

southern 


electricity to 

In the 
many of which lead in the produc- 
tion of the food, feed, and fiber 
our country the potential 
of electric farming is almost un- 
limited. 


states alone, 


needs, 
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That’s why every dealer, every 
distributor of electric farming 
equipment should be especialiy alert 
Let’s 
look at some of the most important, 


to the needs of his own area. 


as far as the southern and south- 
western states are concerned. 

A farm water system is gener- 
ally accepted as the greatest single 
helper the farmer can have in in- 
creasing production, eliminating 
losses from drought, and making 
manpower go further. Yet just 3 
per cent of the farms in the United 
States have pressure water systems 
outside of the home. 

About a million farms in this 
country have enough cows to use a 
milker profitably—yet only about 
half of them 
chines. 


have milking ma- 


We can be even more specific as 
regards the states in the South 
and Southwest, on the basis of pre- 
liminary reports of the 1950 Census 
of Agriculture, recently released. 
The accompanying table shows the 
percentage of farms having central 
station electric service, compared 
with the percentage having milking 
machines, water pumps, and several 
other important electrical helpers. 

The additional column showing 
percentage of farms electrified as 
of June 30, 1951, shows the in- 


crease in farm eiectrification in the 


15 months that have elapsed since 
these census figures were compiled. 
Undoubtedly there was also an in- 
crease in use of electrical equip- 
ment during that period, but there 
is little question that many more 
farmers could put the “wired hand” 
to work on dozens of hard jobs they 
now do by manpower 
at all. 

Crop-drying is a phase of elec- 
tric farming which has a tremen- 
dous potential in the South. Evi- 
dently, however, it is one about 
which many farmers little 
idea of the savings that are pos- 
sible, since only about 12,000 farm- 
ers in the entire country now have 


or don't do 


have 


hay- and grain-drying equipment. 

The fact is that i 
known to bring about the spoilage 
of about 44% million tons of grain 
each year, and of almost unbeliev- 
able quantities of hay. Further- 
more, the food value of hay is re- 
duced as much as 25 per cent yearly 
by leaching, bleaching, and shatter- 
ing when it dries naturally in the 
field. 

And when the crops are stored 
with a high moisture content, spon- 
taneous combustion often results. 
Then both the crops and the build- 
ings in which they’re stored are 


moisture is 


lost. Yet crop-drying equipment 
consists of little more than a large 
ventilating fan and a motor to turn 
it—both items advertised through- 
out ELECTRICAL SOUTH. 

On the other hand, moisture can 
be of inestimabie value—in fact, 
supplemental moisture through irri- 
gation is often essential to crop 
production in arid regions. Even 
in humid areas, irrigation can serve 
as insurance against short drought 
periods. 

In the South and Southwest, irri- 
gation has greatly increased pro- 
duction of both cotton and tobacco, 
and has made possible remarkable 
improvement in the quality of these 
important crops. Construction of 
either small individual irrigation 
systems or of large public installa- 
tions requires careful planning on 
the part of farmers, rural electric 
systems, and equipment suppliers. 

This electric farming campaign 
is not based on any over-all plan 
Each rural electric system is mak- 
ing its own plans, to fit the indi- 
vidual needs of the area it serves. 

Some co-ops have selected a spe- 
cial use of power, one of year-round 
value to the members, for an inten- 
sive campaign. In 
special seasonal requirements are 

(Please turn to page 126) 


other areas, 





Number of Farms and Per Cent of Farms Having Electricity and Specified 
Electrical Appliances, by States, April 1, 1950 


Per cent of farms having: 


Central 
Station 
Electricity 


No. of 
Farms 


Home 
Freezer 


Water 
Heater 


Water Washing 


Machine 


Chick 
Brooder 


Feed 
Grinder 


Milking 


State Machine 


U.S. 5,382,160 77 
Alabama 211,512 6S 
Arkansas 182,420 
Delaware 7.448 S2 
Florida 56 921 70 
Georgia 198 19] 75 
Kansas 131,394 70 
Kentucky 218.476 tit 
Louisiana 124.180 66 
Maryland 36,107 S3 
Mississippi 251.383 55 
Missouri 230.045 
North Carolina VSS SOS 
Oklahoma 142.246 
South Carolina 139 364 
Tennesse¢ 231,631 
Texas 331,567 
Virginia 150.994 
West Virginia S1.434 
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PRODUCT PROMOTION 


Fans must be seen and felt to be appreciated 


Live displays can build fan volume 


@ ScoRES OF dealers are missing 
out on added sales by not placing 
enough merchandising promotion 
on electric fans, according to Harold 
Hall, of Hall Hardware Co., W. 
Palm Beach, Fla. 

Mr. Hall, who annually sells more 
than 350 fans, believes that the 
electric housewares department 
should begin promotion of the elec- 
tric fan during the early summer 
months, and that with a bit of sim- 
ple showmanship, fans can be 
among the most profitable electrical 
lines in the store. 

Hall Hardware Co., which built 
a modern new store a short time 
ago, carries eight lines of nation- 
ally advertised, well-accepted elec- 
tric fans. 

“We carry no off-brands, or little- 
known varieties,” Mr. Hall said, ‘ton 
the theory that when a customer 
buys a fan, she is usually thinking 
in terms of several years’ use, and 
we must be prepared to back it up.” 

An extremely wide price scale is 
also required to do the best possible 
merchandising job, according to 
Mr. Hall. Therefore, his eight dis- 
played lines include prices all the 
way from $7.95 to $45.95, and from 
6-inch bedside model fans to 20- 
inch pedestal-mounted circulating 
varieties. 

“A table 8 feet long by 4 feet 
wide, with various levels of shelv- 
ing, is used to make up a huge fan 
display which we usually set up 
June 1, in the left-hand front cor- 
ner of the store. 

“We arrange the fan display so 
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that it duplicates itself either from 
outside the store looking through 
the window, or inside,” Mr. Hall 
said. “Fans must be seen and felt 
to be appreciated. Therefore, we 
follow the supermarket idea of 
showing a mass display whenever 
possible.” 

With anywhere from eight to 15 
fans on the display table simul- 
taneously, Mr. Hall developed a 
clever merchandising idea, which 
is to bring every fan to life. He 
feels that a group of fans sitting 
motionless has little or no eye-ap- 
peal, and that it is difficult to make 
one of the other stand out. 

Therefore, the table is arranged 
with the smallest fans in the front, 
the next largest size in the second 
row, and so on back to the rear cor- 
ner of the fan display table, where 
a 20-in., two-bladed air circulator 
is mounted. 

The circulator is bolted firmly to 
the table, and is kept in operation 
all the time. The strong current of 
air from this fan is sufficient to 
keep the blades spinning in all of 
the other models displayed, which 
makes for a most unusual display. 

“Many customers coming in want 
to know if all the fans are running 
at once,” Mr. Hall said. “We ex- 
plain that the large fan is doing the 
work, and that the entire group op- 
erating at once would create a 
miniature tornado in the showroom. 
It is a good talking point, and often 
the opening wedge to a sale. 

“Also, the whirling-blade display 
may be clearly seen from the high- 


by Robert A. Latimer 


hundreds of 
cars pass daily. The store has sold 
scores of fans to people who became 
attracted by the sight of more than 
a dozen fans 


way outside, where 


whirling away at 
once.” 

Although Hall Hardware main- 
tains a budget plan on major appli- 
ances, this has never been neces- 
sary in connection with fan mer- 
chandising. “Most people seem to 
buy an electric fan as an out-and- 
out purchase,” Mr. Hall said, “look- 
ing for years of service.” 

There is no such thing as a “most 
popular-priced fan’ in the experi- 
ence of Hall Hardware, since people 
buy them for so many 
One priced at $19.50 sells most fre- 
quently, Merchandising 


purposes. 


however 
emphasis is placed on the 20-inch 
circulating model, which may cool 
more than one room in southern 
Florida homes. 

constantly 
sell and suggest to our fan pros- 


“One idea which we 


pects is that there has been just 
about as much improvement in elec- 
tric fans as in major appliances,” 
Mr. Hall said. “Many people are at- 
tempting to get by with fans that 
are 10, 15, and even 20 years old. 
These fans are so handicapped by 
friction and weak armatures that 
they are unable to put out a really 
cooling breeze. When we tell a cus- 
tomer that a small table model fan 
moves 600 cfm, and does this so 
quietly that it may be kept on a 
bedside table at night, we lay the 
groundwork for a sale.” 
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SALES FOLLOWUP 


Flato’s, large three-city retail appliance or- 
ganization in Texas, operates a program of 
callbacks on customers that results in valu- 


able repeat sales. 
economists is in charge of the program. 


A crew of women home 


by Allen Mason 


Keep selling the customer 


after she’s sold 


@ OPERATING ON the theory that it 
is a serious mistake to forget about 
the customer once she is sold, and 
instead keeping up an active liaison 
with the customer for many years 
following her first purchase, is a 
unique theme which has consis- 
tently built repeat sales for Flato’s, 
retail appliance organization which 
operates stores in Houston, Corpus 
Christi, and Beaumont, Texas. 
While Flato’s is a comparatively 
new organization—it was _ estab- 
lished first in Houston in 1946—the 
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This Texas organization continues aggressive selling 


until the customer has every appliance for modern living 


firm has been so consistently suc- 
cessful that it now operates nine 
stores, as near identical as possible, 
and all service-minded to the n’th 
degree. 

In addition to maintaining full 
service on every appliance they sell, 
Flato has adopted a philosophy that 
enables them to almost “live with 
the customer” once she has pur- 
chased her first appliance, and to 
continue aggressive selling until 
the family has purchased every ap- 
pliance they need for modern appli- 


ance living. 
Most organizations 
dead-file all records on the sale of a 


appliance 


refrigerator, an automatic washing 
machine, or a range after the sale 
has been completed, and when one 
home demonstration has been car- 
ried out. 

Not so at Flato’s, for here the 
card becomes very much a part of 
an active file which is considered 
“active” as long as the customer 
lives within the Flato merchandis- 
ing area. 
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After having purchased an appli- 
ance from Flato’s, the Texas house- 
wife can depend on the store to 
make periodic recalls to adjust the 
appliance, help the housewife use 
it more effectively, give assistance 
in anything from how to wrap foods 
for a home freezer to cooking any 
type of food. 

There is little chance that the 
housewife will have an opportunity 
to forget the Flato organization, 
for the chances are that she will be 
contacted as often as every 30 days. 

This good-will-building program, 
which means repeat sales of addi- 
tional appliances, is in the hands of 
a crew of women home economists, 
which is maintained by the Flato 
organization, and is under the man- 
agement of Mrs. Caroline Nash, de- 
partment head. Every Flato store 
has at least one home economist, and 
some have two, to total 12 at mini- 
mum, the year around. 


Calls carefally scheduled 

Each home economist operates on 
a prepared master schedule issued 
from Houston headquarters which 
lays down basic steps which each 
young lady is to take in cementing 
customer-store relations, while at 
the same time allows her plenty of 
independent opportunities to build 
good will. 

Step No. 1 in the program is the 
usual callback, which is made after 
a new appliance has been sold and 
installed. Both the salesman who 
sold the appliance and the home 
economist call on the housewife, ex- 
plain that they are there to help her 
solve any problems which may have 
come up, and spend as much as an 
hour on the appliance. 

Both salesman and home econo- 
mist carry a small tool kit, are ex- 
pertly trained in adjusting the ap- 
pliance for maximum satisfaction, 
and are walking libraries of infor- 
mation on the appliance. 

Thus, if the housewife has had 
trouble with over-fast freezing of 
ice cubes in the refrigerator, too 
much heat in the oven of a range, 
or mysterious rattles emanating 
from an automatic washer, the two 
can usually correct the problem im- 
mediately. 

While getting the housewife’s 
confidence in this way, the home 
economist invites the housewife to 
call upon Flato’s for any and all ad- 
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visory service at any time in the 
future. 

At the same time, the crew solicits 
the names and addresses of addi- 
tional prospects who may be inter- 
ested in the same appliance, prom- 
ising the housewife a reward in the 
form of a gift for her home in re- 
turn. 

A lot of the new sales which turn 
up each month on Flato’s registers 
come directly from this source, and 
handsome cooking sets, electrical 
housewares, etc., are given with the 
store’s thanks to the housewives 
who suggested the names. 

From then on, at intervals, the 
Flato home economist drops into 
the home to look over performance 
of the appliance, and to extend in- 
vitations to some of the numerous 
cooking schools, demonstrations, or 
prize contests which the Flato or- 
ganization presents. 

Appointments are always made 
to suit the housewife in the eve- 
ning, if necessary, or whenever the 
latter will be certain to have time 
to devote to discussing appliances. 

On every call, the home econo- 
mist carries a recipe book, particu- 
larly prized by young brides and 
newcomers to the city, which will 
help the housewife to use her appli- 
ance more efficiently. The home 
economist suggests additional ap- 
pliance purchases, and attempts to 
get names of potential customers. 


To make the home economist’s 
calls desirable to housewives, the 
Flato chain backs up their calls 
with a continuous program of dem- 
onstrations. In each of the stores 
there is a completely equipped 
model kitchen, a closet-full of fold- 
ing chairs, and all facilities needed 
for putting on a livewire, entertain- 
ing cooking school or demonstra- 
tion. 

Hundreds of these were given 
last year, with the audience in each 
case made up of women suggested 
by previously sold customers. 
Where cooking is concerned, the 
foods are given to the audience, and 
a lot of additional sales are usually 
made right off the sales floor. 


School draws 6,000 

The Flato organization recently 
leased an auditorium in Houston’s 
famous Shamrock Hotel and put on 
a cooking school for four days, 
which drew more than 6,000 
women. 

To make sure that prospects who 
have recommended to the 
Flato organization by previously 
sold customers are pleased with so- 
licitation, an unusual stunt has 
been developed. This involves the 
accumulation of names of prospects 
until at least a dozen couples are 
obtained. 

Then the home economist calls 

(Please turn to page 126 
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“Why, Joe Foley, you old son of a gun! 
What are you doing in my office? Why didn’t my 
secretary tell me you were waiting to see me!” 
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Hold a “Quickie” 


Short, novel sales contests 


SALES INCENTIVES 








bring out the best efforts of salesmen 


by Baron Creager 


S. C. Johnson, left, Johnson Appliance Co., 
Paris, Texas, believes in sales contests of a 
short duration for a city the size of Paris— 
22,000. The company’s four salesmen, one 
of whom is Morris Tolbert, right, often have 
to go over the same territory, so maximum 
effort must be exerted continuously. 


@ S. C. (BuD) JOHNSON gears his 
appliance selling effort to a theory. 

The theory is that he can mini- 
mize the shopping nuisance if he 
can sell and deliver a major appli- 
ance to an unsuspecting house- 
holder before the householder real- 
izes he is a prospect and starts 
shopping. 

Johnson, who owns and operates 
the Johnson Appliance Company in 
Paris, Texas, puts it this way: 

“The reason I have an outside 
sales force is for the purpose of go- 
ing out and selling them before 
they become shoppers. 

“A prospect who walks in my 
door has thought of buying all by 
himself. By the time he gets to my 
door he isn’t really a prospect, he 
has already decided to do some 
shopping. So he gets my price and 
then he narrows his shopping down 
to the two makes of his choice and 
plays dealer against dealer. 

“But no matter how low a price 
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I might 
other 
beat it. 


quote the shopper, the 
dealer, or somebody, will 

“For that reason I am not con- 
cerned about getting store traffic 
on major appliances. I want my 
four salesmen to go out and find 
them, sell them, and deliver before 
they think of it by themselves and 
become shoppers.” 

To implement that theory, John 
son considers it highly essential to 
place the largest number of major 
appliances possible in homes for 
demonstration. To get impetus be- 
hind his salesmen, Johnson says he 
is constantly 
quickie.” 

A “quickie,” according to John- 
son, is a snappy contest of only 
three or four days’ duration, with 
cash involved for the winners. The 
contest must have a novel twist that 
appeals to the imagination of sales- 
men. It must be short so that the 
maximum effort will be exerted con- 


“dreaming up a 


tinuously and so that interest will 

not sag. 
One of 

“quickies,” 


Johnson’s most recent 
which ran from Satur- 
day morning until Tuesday 


involved a poker hand 


night, 


“In this contest I even brought 
in the service department, consist 
ing of three men. It took some ex- 
ceptionally hard work on their part 
to participate, for they had to main- 
tain the service department, too 
They planned each day 


carefully, 
assigning department chores and 
contest participation. 


Contest rules 

“It was a somewhat complicated 
contest, to talk about, with two 
major prizes for two classes of ef- 
fort. The rule was that every sales- 
man, with the service department 
counting as one salesman, had to 
have out five major appliances on 
demonstration to be eligible. In our 
store, any appliance retailing for 


W1 





' 


spate ates 


In this building occupied by Joh 


Appliance Co., S. C. Johnson erected 





his own elevator from scrap and standard steel, and powered it with a half- 

ton electric hoist. To get merchandise into the third floor, he installed a 

projecting “I” beam and rigged a trolley for another—a 1'-ton electric 
hoist. Total cost of both installations was less than $500. 


$50 or more is a major appliance. 

“When a salesman had five ap- 
pliances out, I dealt him a poker 
hand. For every additional unit put 
cn demonstration, each salesman 
got one more card and in the end, 
of course, they each played the best 
five cards. 

“The prize was $2 per major ap- 
pliance for all out over 25. As I 
remember, we made a total of 50 
demonstrations in those few days, 
and a regular salesman took down 
$50 cash with his poker hand.” 

This, however, did not dull inter- 
est in the contest, says Johnson. 
For the poker hand was only the 
first phase. He explained: 

“Then there was a ‘kitty.’ This 
‘kitty’ consisted of $2 more for 
every major appliance on demon- 
stration above 25, so there was an- 
other $50. But this $50 was to go 
to the salesman with the highest 
percentage of closes from his dem- 
onstrations. And, believe it or not, 
the service department won. How 
they divided the prize, I don’t know. 
I left that to them.” 

Johnson couldn’t say what his 
next “quickie” would be. But he 
did know it would have appeal and 
novelty and would be short. Even 
though most of his contests are of 
extremely short duration, sales re- 
sulting weeks afterward can be 
traced to the effort. 

One “quickie” did not turn out 
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so well when Johnson, in morning 
sules meeting, offered $10 cash to 
the first man with five demonstra- 
tions. Exactly 90 minutes after the 
sales meeting broke up, one sales- 
man was back, holding out his hand 


Carnival atmosphere .. . 





for the ten dollar bill. 

The size of Paris, about 22,000, 
is partially responsible for the ne- 
“quickies” with a dis- 
tinctly novel twist. In such a com- 
munity, salesmen are often going 
back over the same territory and 
require new enthusiasm. 

And although the Johnson Ap- 


cessity of 


pliance Company is well removed 


from any big center of population 
competition, 


competition in 


and an overflow of 


there is constant 
pricing, says Johnson, from small 
towns in all directions. 

This year has been tougher than 
usual. 
failure in the territory. This year, 


Last year saw a major crop 


until late June, almost continuous 
rains put the brakes on all manner 
of business and a substantial num- 
ber of prevented 
from precipitation, 
asked for and got back their de- 


wage earners, 


working by 


posits on appliances. 

This dealer passes along for the 
benefit of others in similar circum- 
stances, an idea that solved a major 
problem, at small cost. 

Although Johnson three 

(Please turn to page 124) 
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Dealer drops balloons 


on opening day 


® To ATTRACT attention to its 
formal opening recently, McFar- 
lane’s, new appliance dealership at 
1970 Sunrise Blvd., in Ft. Lauder- 
dale, Fla., utilized an airplane to 
release 1,000 balloons over all sec- 
tions of the city. 
Each of the 
dropped contained 
certificates of 
which could 


1,000 balloons 
credit award 
different amounts 
be brought into the 
store and applied on the purchase 
price of certain appliances. 

In 10 of the colorful balloons 
were $100 certificates which could 
be applied on the purchase price of 
a radio-phonograph combination, 
refrigerator, or home freezer; in 15 
balloons were $75 gift certificates 
for the same appliances; in 25 of 
them were $50 slips; and in 950 


were $25 merchandise credits. 

Many of the certificate-bearing 
balloons, which were dropped by the 
plane at a low altitude, were found 
as far south as Miami, 40 miles 
Some of them were picked 
up at sea, according to William 
Dennin, sales manager. 

During the two opening days, the 
store entertained a traffic of more 
than 5,000 persons. While many 
people came in because they had 
found a balloon, others visited the 
store out of curiosity to see the fun. 

The Florida dealership received 
excellent co-operation from manu- 
facturers by making it possible to 
award the credits toward purchases. 
The stunt resulted in a large volume 
of business over the entire opening 
month, according to Mr. Dennin. 


away. 
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How small-town dealers 


can overcome big-city competition 


Honest and capable service can vie effectively with almost any competition 


@ HONEST 
dered, is 


SERVICE, capably ren- 
air-tight insurance 
against invasion of the small-town 
appliance market by nearby big- 
city competition, in the experience 
of W. E. Ware, owner and operator 
of the Ware Appliance Company in 
Arlington, Texas, only 15 miles 
from the metropolis of Fort Worth. 
Ware estimates the population of 
his community at 9,000. 

Honest, capable service sets up a 
barrier that big-city operators can- 
not hurdle, even with price induce- 
ments, and actually creates in the 
smaller community a territory ex- 
clusively reserved for local dealers, 
in the opinion of Ware. 

“That 


” 


does not apply in some 
lines,” he says, “where service is 
not a factor. But it is my firm 
conviction that an appliance dealer 
who takes advantage of his service 
opportunity, in all its aspects, can 
practically eliminate outside com- 
petition. 


Big-city competition 

“Up until about six years ago 
there were no appliance dealers in 
Arlington. It is probable that in a 
majority of cases the head of a 
family living in Arlington is in 
business in either Fort Worth or 
Dallas, 30 miles distant, or is em- 
ployed in one of the two cities. 

“So Arlington residents bought 
most of their major appliances in 
Fort Worth, some in Dallas. And 
nearly all of these buyers, over the 
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years, had highly 


service experiences. 


unsatisfactory 
It was almost 
impossible to get a chain store or a 
big dealer to make a service call 15 
miles away. And, of course, a 30- 
mile service call from Dallas was 
practically out of the question. 
“Service got scant consideration 
when the 
purchase. But 


home-owner made his 


now, even newly- 
weds have heard that it is best to 
buy in Arlington because of service 
that may be needed eventually. 
Unhappy experiences of those who 
bought away from Arlington is 
common knowledge.” 

Ware points out that this cir- 
cumstance would appear to make 
the life of an Arlington appliance 
dealer a “sure thing.”” But he em- 
phasizes that his policy does not 
take advantage of the householder’s 
predicament. 

“We advertise in the Arlington 
“but it is 
reports 


newspaper,” he adds, 
probable that the 
around verbally do us more good. 


passed 


“Our service is both honest and 
We get many calls to re- 
pair major appliances and we make 


capable. 


an honest estimate, consistent with 
margin of 
householder 


a reasonable 
Often the 
make a decision at once and we 


profit 
does not 


know some checking on our price 
3ut in the end the 
takes one of two 
courses—we repair the appliance 
or we sell a new model] in its place. 


is being done. 
transaction 


“Many such experiences indicate 


that it is profitable business to be 
honest as well as capable in the 
Without such 
a policy, we would not get the busi- 


service department. 
ness, regardless of distance to a 
big city.” 


No service competition 
Ware has one competitor on ma- 
jor appliance service, but no com- 
petition for 


service on electric 


housewares. And recently he ex- 
panded to a second location because 
the housewares service volume out- 
grew the shop in the rear of the 
store. 

This store is located in the heart 
of the Arlington shopping district 
and a small location has been ac- 
quired on the highway through Ar- 
lington, that connects Fort Worth 
and Dallas. 

There Frank Trimble, service 
manager, will be in charge with a 
display of major appliances and a 
substantial stock of 
Electric housewares sales often re- 


housewares 


sult, too, from honest estimates on 
repairing. It is not difficult, says 
Trimble, to sell a new fan or iron, 
for example, when the customer 
can be shown why the old one will 
require $6.50 or more in repairs. 
Trimble and two assistants are 
constantly busy on major appliance 
calls and minor appliance repairs. 
Yet even consistent heavy repair 
volume would not enable the shop 
to show its steady profit without 


(Please turn to page 124) 
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Hews Kounudup 


Timely items relating to dealers, light and 


power company sales departments, electrical 


wholesalers, manufacturers and their agents. 


Refrigerator sales 

on replacement basis 
APPLIANCE 

depended 


DEALERS who have 
largely upon refrigera- 
tors for the largest part of their 
sales volume can profitably turn 
their attention to other postwar 
products such as automatic dish- 
washers, clothes driers, automatic 
washers, freezers, ironers, garbage 
disposal units, electric ranges, and 
water heaters. 

In an address before an appliance 
dealers meeting, recently, Edward 
R. Taylor, vice-president, Hotpoint, 
Inc., Chicago, pointed out that re- 
frigerators accounted for only one- 
third of the total appliance volume 
in 1951. 

Refrigerators have reached a sat- 
uration point of about 90 per cent, 
and annual sales are expected to re- 
main at about 4 million units per 
year for the next several years, Mr. 
Taylor said. This is a replacement 
market similar to the used-car busi- 
ness, in which sales are made on a 
basis of price and bargain appeal. 

Still a big market, refrigerators 
are no longer a dynamic growth 
market. The refrigerator market 
was developed in the depression 
years through aggressive salesman- 
ship. Today, there are too many 
dealers and manufacturers in the 
business, Mr. Taylor said, and satu- 
ration is too high, to apply the same 
sales tactics. 

The aggressive salesmanship that 
developed the refrigerator market, 
however, can now be applied just as 
profitably to the newer appliances 
that go into an electric kitchen and 
home laundry. Unfortunately, Mr. 
Taylor pointed out, many dealers 
have substituted “deals” for sales- 
manship on the competitive items. 

“We can see it in automatic wash- 
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ers, a brand new postwar item, with 
a market potential of 85 per cent 
ahead of it,” he said. “Automatics 
are now outselling wringer types 
for the first time; people have been 
educated to want them; yet some 
dealers are cutting prices instead of 
selling washers. In other 
they are giving away their profits.” 


words, 


TV manufacturer 
opens retail chain 
COMPETITION of a new sort faces 
many TV dealers in cities where 
retail stores of the Scott Radio 
Laboratories have been established. 
A chain of 21 retail stores in 20 
cities has been established and will 
operate under the name of Meck 
Television, Inc. This corporation 
is a wholly owned subsidiary of 


Scott, according to announcement 
by John S. Meck. 

In addition to the retail stores 
established by the manufacturer, a 
chain of 45 stores of the Vim Elec- 
tric Co. have been franchised as as- 
sociate dealers. 

The retail stores are featuring a 
20-inch table model receiver made 
by John Meck Industries division 
of Scott which will retail for $99.95 
plus federal tax, warranty and de- 
livery. Installation and warranty 
are optional. Also offered is a 20- 
inch console model at $149.50 and 
a 21-inch console at $179.50. 

At the present time only 4 of the 
Meck stores are located in the 
South—two in Washington, D. C.; 
one in Baltimore; 
ville. 


and one in Louis- 


Housewares campaign 
gathering momentum 

EARLY REGIONAL meetings and 
advance planning by dealer and dis- 
tributor groups in key sections of 
the country indicate strong par- 
ticipation in the 1952 Electric 
Housewares Gift Campaign, “Elec- 
tric Housewares—First Choice For 
Every Gift Occasion,” it was re- 
ported at a recent meeting of the 
Electric Housewares Section of the 
National Electrical Manufacturers 
Association. 


ACE SALES STAFF—The sales staff of Virginia Electric, Inc., of Charles- 
ton, West Va., has won distinction for this dealership, which has been named 
the number one General Electric television dealer in the country by Paul H. 


Leslie, television sales manager for GE. 


These men established a sales 


record during 1951 which topped all other GE dealers. Second from right, 
in front row, is H. E. Workman, radio and television sales manager of 
Virginia Electric. 
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Peak activity in local level promo- 
tions will be reached during April, 
May and June, according to an in- 


dustry spokesman. The local group 
meetings, aimed at stimulating 
dealer tie-ins, were held as early as 
last December, and already the re- 
sults of these meetings far exceed 
those of the 1951 campaign. 

“The splendid acceptance of the 
campaign at all trade levels, which 
was developed during 1951, is not 
only carrying over into 1952, but is 
snowballing in impact beyond even 
greatest expectations,” said the in- 
dustry spokesman in a round-up of 
the progress of the campaign. 

It was also reported that 100,000 
copies of the industry’s Spring Re- 
tail Sales Plan Book were mailed 
during the latter part of January. 
These went to dealers, distributors, 
electric light and power companies, 
area committees and others con- 
cerned with the sale of electric 
housewares. They were also sent to 
daily newspapers and radio stations 
throughout the country. 

Orders for the industry display 
materials and promotional 
have been coming 
headquarters 


aids 
into campaign 
steadily, and every 
day, more requests for campaign 
advertising mats are being received 
from daily newspapers. 


It was also pointed out that all 
manufacturers’ representatives and 
area committees have been provided 
with information kits with which 
to assist local organizations in pre- 
senting the campaign to dealers. 
This kit includes a copy of the Plan 
Book, a round-up story on the 1952 
campaign plans, a basic what-to-do 
checklist, the campaign advertising 
scheduling, an ad proof and samples 
of available display material. 


Timely news about 
the manufacturers 

DEDICATION ceremonies for a new 
electronic tube plant located at An- 
niston, Ala., have been scheduled 
for June 12 by the General Electric 
Co., according to William J. Nave, 
plant manager. 

The new plant, which is being 
erected at a cost of 6 million dollars, 
is expected to employ about 2,000 
people in the manufacture of re- 
ceiving-type electronic tubes. The 
plant is expected to be in limited 
operation by the time of the dedi- 
cation. 


A new southeastern headquarters 
office and warehouse for the Atlanta 
area has just been completed by 
Frigidaire Sales Corp., division of 


VIKING ENTHUSIASTS—During a recent meeting in Cleveland, Southern 
representatives of the Viking Air Conditioning Corp. had an opportunity to 


examine a new type of attic fan. 


Here, the Southern representatives, in 


company with Marion I. Levy, president of Viking, look over a miniature 
fan that is being made available to representatives so that they can demon- 
strate the method of installing the fan and its operation. In the photo, left 
to right, are»C. W. “Chuck” Miller, of Atlanta’s; O.N. “Cotton” Fussell, of 


Memphis; H. K. Dewees, Atlanta; 


=. Carl Newbill, of Chattanooga; and 


Mr. Levy. 
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HUGHES AWARDS—Two southern 
light and power companies were 
honored at the annual sales con- 
ference of the Edison Electric In- 
stitute for outstanding achievement 
during 1951 in the promotion of 
electric ranges. In the upper photo, 
T. B. Smiley, residential and rural 
sales manager, Carolina Power and 
Light Co., Raleigh, accepts the 
George A. Hughes award from 
Dwight R. Anneaux, manager, util- 
ity division, of Hotpoint, Inc. 
George E. Whitwell (right), vice- 
president of Philadelphia 
Electric Co., and chairman of the 
awards committee looks on. In the 
photo, G. A. Weatherton 
(right) general commercial mana- 
ger, Kentucky and W. 
Power Co., 


sales, 


low er 


Virginia 
Ashland, Ky., wecepts 
a similar award. 


General 
building, 


Motors Corp. The new 
which includes 70,000 
square feet of floor space, is located 
at 2653 E. Ponce de Leon Ave., in 
Decatur, Ga. 

A. F. Eichenlaub, branch man- 
ager, reports that the new building 
will house all of Frigidaire’s office 
and warehouse facilities serving 
dealers in Georgia, South Carolina, 
North 
Tennessee, and a small portion of 
Florida and Alabama. 


western Carolina, eastern 


The Radion Corp., manufacturers 
of indoor TV antennas, has just an- 
nounced the completion of a plant 
modernization program commenced 
four months ago. 

A new plant at 1130 W. Wiscon- 


sin Ave., Chicago, will house both 
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raw material fabrication facilities 
and assembly lines for civilian TV 
antenna items. A second plant at 
1137 Milwaukee Ave., has been com- 
pletely refinished and will be used 
for production of military and naval 
items, reports Dan O’Connell, sales 
manager. 


Recognition for outstanding sales- 
manship has been made by the Cool- 
erator Co., Duluth, Minn., with 10 
elected to the 
“Coolerator Top Ten Club.” 

The plaque awards were made at 
meeting by 
S. W. Skowbo, executive vice-presi- 
dent for Coolerator. Among those 
who received the awards were 
Charles S. Martin, of Charles S. 
Martin Distributing Co., Atlanta, 
and Tom Privot, American Whole- 
salers, Washington, D. C. For Mr. 
Martin, it was the third year in suc- 
cession that the award has been re- 


distributors being 


a recent Coolerator 


ceived. 


An entirely new and personalized 
form of traveling program 
was put into effect recently by the 
Mitchell Mfg. Co., Chicago, reports 
Bernard A. Mitchell, president. 

The new type program, called the 
Mitchell Sales Caravan, is under the 
direction of two of the company’s 
top-flight sales representatives, Roy 
Laatsch and Leonard Soloman. The 
caravan is currently touring the 
country and will endeavor to meet 
every Mitchell distributor in some 
42 states by May 1. 

Purpose of the caravan, accord- 
ing to Mitchell, is to acquaint dis- 
tributors with Mitchell’s current 
air conditioner promotion program 
and to start them off correctly in 
the education of dealers in the 
Mitchell line advantages and selling 
points. 


sales 


Housewares display 
eontest for dealers 

ELECTRIC housewares dealers and 
displaymen are eligible for official 
awards and national recognition in 


the industry’s current 
display and advertising contests 
held annually in connection with 
the Electric Housewares Gift Cam- 
paign. 

The two contests will determine 
(1) the best interior or 


1952 gift 


window 
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PROMOTION-MINDED L & H TEAM—The new “first team” on sales and 
advertising at A. J. Lindemann & Hoverson Co., Milwaukee, huddles over 
plans for bigger promotion efforts on Lectro-Host appliances. 

Left to right, George Schramel, new sales manager, who was formerly assistant general manager 
of sales; Jack A. Plano, new field sales manager, formerly district sales manager in the North- 
west, who will take over supervision of district sales managers, conduct sales schools, and install 
sales programs; Johnston P. Scott, vice-president and general manager of sales; A. G. 
advertising manager; and R. H. Meiners, new manager of refrigeration and special p 


division. 


Mr. Meiners, formerly the company’s chief engineer, heads a new department 
to study new markets and develop new products. 


He will also supervise defense sales and have 


charge of refrigerator and home freezer promotion. 


display of electric housewares mer- 
chandised as gifts, and (2) the best 
retail newspaper ad promoting elec- 
tric housewares as gifts. 

First prize industry plaques will 
be awarded in each of the different 
dealer divisions such as appliance, 
hardware, 
ment 
power. 


jewelry, drug, depart- 
store and electric light 

Additional certificates of 
excellence will be the 
discretion of the judges. The panel 
of judges will be made up of lead- 
ing figures in the merchandising- 
promotion field names 
be announced at a later date. 


and 


awarded at 


whose will 
Dealers can enter the contests by 
submitting photographs or 
shots of their displays and 
sheets, 


snap- 
tear 
the 
and 


each accompanied by 
following information: 
address of type of 
name of person responsible for dis- 
play or ad, 


Name 
store, store, 
comments on results 
Closing date for all entries is July 
15, 1952. Address entries to: Con- 
test Editor, Electric Housewares 
Section, National Electrical Manu- 
facturers Association, 155 East 
14th Street, New York 17, N. Y. 


New distributor 
appointments 

S & §S Distributing Co., 902 W. 
2nd Wichita, Kan., been 
distributor Halli- 
crafters television and home radio, 
according to an announcement by 
Rollie J. Sherwood, vice-president 


St., has 


appointed for 


for the Halli- 
The S & §S Distribut- 
ing Company is a new organization, 
and K. Stevens 


in charge of sales 


crafters Co. 


its principals are 
and Dennie Swan. 


* * * 


Bomar Appliance Co., Inc., 520 
West End Ave., Knoxville, Tenn., 
has been named distributor for Du 
Mont television East- 
announced 
Stickel, na- 
the re- 
ceiver sales division of Allen B. Du 
Mont Laboratories, Inc., of Clifton, 
ae 2 
dent and general manager of the 
Pomar organization, will head the 
television department. 


receivers in 


ern Tennessee, it was 


Walter L. 
manager for 


recently by 


tional sales 


Mike Balitsaris, vice-presi- 


* 7 * 


Thomsen’s Wholesale, 910 W. 6th 
St., Amarillo, Texas, has been ap- 
pointed distributor of Tracy prod- 
ucts including stainless steel and 
kitchen cabinets, 
broom and linen cabinets, and other 


accessories, 


porcelain sinks, 


according to an- an- 
nouncement by B. T. Roe, vice-pres- 
ident in 
division, 


sales, Tracy 


Steel 
distributor's 


charge of 
Edgewater 
Pittsburgh, Pa. The 
market area includes the panhandle 
section of Texas. 

At the same time, it was an- 
nounced that E. H. Krohn & Co., 
113 E. Overland St., El Paso, Texas, 
will distribute all Tracy 
kitchen products. 


Co., 


also 
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Hart-Greer, Inc., of Birmingham, 
Ala., has been appointed distribu- 
tors for Servel refrigerators and 
water heaters in an area that in- 
cludes the entire state of Alabama 
and 10 counties in western Florida. 
The announcement of the appoint- 
ment was made by W. Paul Jones, 
president, Servel, Inc. 

Headquarters of Hart-Greer, 
Inc., are at 1625 2nd Ave., So., in 
Birmingham, and officials of the 
company are L. S. Hart, president 
and general manager, and John 
Evins, sales manager. 

eo @ @ 

Graybar Electric Co., Inc., 717 
Latimer St., Dallas, Texas, has been 
appointed distributor for Capehart 
television and radio, according to a 
recent announcement by L. J. Coi- 
lins, director of sales of the Cape- 
hart-Farnsworth Corp., Ft. Wayne, 
Ind. The market area for the Gray- 
bar Company includes northern 
Texas and northwestern Louisiana. 

Ralph Ness is district appliance 
manager for the Dallas Graybar 
house, which maintains branch op- 
erations in Austin and Ft. Worth, 
Texas, and Shreveport, La. 

* * * 

Three southern major appliance 
distributors have been awarded 
franchises to handle the 1952 line 
of Mitchell window-type room air 
conditioners, according to an an- 
nouncement by E. A. Tracey, vice- 
president in charge of the air con- 
ditioning division, Mitchell Mfg. 
Co., Chicago. 

The new distributors are Cur- 
rey’s Wholesale Distributors, 109 
16th Ave., So., Nashville 4, Tenn.; 
Electric Sales & Service Co., 209 
Walton St., N. W., Atlanta, Ga.; 
and George H Lehleitner Co., 4641 
S. Carrollton St., New Orleans, La. 

: * + * 

J. H. McKee & Co., 640 Ricks St., 
Jackson, Miss., has been appointed 
distributor for Zenith radio and 
television products in 41 counties in 
the state of Mississippi, according 
to an announcement by H. C. Bon- 
fig, vice-president, Zenith Radio 
Corp., Chicago, Ill. 

The new distributorship is 
headed by James H. McKee, who for 
the past 15 years represented 
Zenith as regional and district sales 
manager in territories that included 
almost all of the southern states. 
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Product Parade 





Reversible window fan 


BY THE FLICK of a switch, the new 
reversible window fan manufactured 
by Meier Electric and Machine Co., 
Inc., 3525 E. Washington St., Indian- 
apolis 7, Ind., becomes an exhaust or 
intake fan. 

The reversing action is through the 
motor (electrically reversible) and 
not with cranks or levers. The fan 
never needs to be removed from the 
window. Offset propeller saves space 
and gives quiet performance. 


The exclusive “Rubberide” pro- 
peller-motor mounting eliminates 
metal-to-metal contact. Attractively 
finished in off-white enamel, the new 
fan is available in either the 16- or 
20-inch size. It will operate on three 
speeds in each direction. 

Meier also announced their new 
electric dehumidifier, which features 
compact construction and attractive 
design. Measuring only 18‘ inches 
high, it can be placed in small areas 
such as closets or small storage 


» rooms, 


This unit removes damage caused 
by destructive dampness—mold, rot, 
rust, mildew, warping, sweating 
walls, and dripping pipes. It is 
equipped with casters and a remov- 
able moisture tray. 


a 
Electric water heater 


FUNCTIONAL useability is the key- 
note theme for the newly designed 
and constructed Rex Model H round 
electric water heater, manufactured 
by The Cleveland Heater Co. 

Features of this model include: a 
built-in temperature and _ pressure 
relief valve that relieves overheated 
water or excessive pressure; the Elno 
Anodic Rod, which eliminates rusty 
water, protects the inside of the tank 
from corrosion, and insures longer 
life; the-streamlined white baked- 
enamel heater drum, lower to the 
floor for extra stability and steadi- 
ness; and the extra-heavy, copper- 
bearing galvanized steel tank. 


Several construction changes have 
also been made: 

(1) Location of the drain valve 
makes the valve more accessible for 
servicing. 

(2) A tubular heating element 
which provides faster, more effective 
heat transfer to the surrounding 
water. 

(3) Location of the cold water in- 
let—makes installation easier. 

(4) Location of the hot water out 
let—allows a more convenient con- 
nection to the household hot water 
line. 

(5) Recessed outlet box to allow 
“flush-with-the-wall” installation. 

Models are available in four types, 
and 10-, 20-, 30-, 40-, 52-, 66-, and 
80-gallon capacity. Additional infor- 
mation can be had by writing the Rex 
electric division, The Cleveland 
Heater Co., 2310 Superior Ave., N.E., 
Cleveland 14, Ohio. 


Steam-0-Matic iron 


THE RIvAL Mfg. Co., 22nd & Me- 
Gee, Kansas City 8, Mo., has an- 
nounced a liquid fragrance, which, 
when placed into the water tank of 
the streamlined Steam-O-Matic iron, 
will scent clothes as they are ironed. 

The housewife merely adds to the 
usual amount of water in her iron 
eight drops of Steam-OQ-Mist, as the 
new fragrance is called, and her 
linens, blouses, and lingerie are 
scented delicately. 

The new product, made by the 
Steam-O-Mist Co., Kansas City, Mo., 
has been developed in three scents: 
pine, lavender, and bouquet. It will 


Seat 


be sold through department stores 
electrical appliance shops, and home 
furnishing stores. It contains a three 
months’ supply for average house- 
hold use. 
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For its spring promotion, Steam-O- 
Matic will offer a choice of one bottle 
free with each iron purchased by the 
retail customer. The promotion will 
be backed by full-color point-of-sale 
displays, giant wall hangers, con- 
sumer folders, ad mats, radio spot 
scripts, TV films, newspaper and 
magazine advertising. 

The new improvements on the 
Steam-O-Matic iron embody features 
to make ironing a simpler chore. 
These include: an exclusive visual 
filling indicator (the housewife can 
see at a glance how much water to 
place in the tank), a new fabric se- 
lector dial (one control selects the 
correct amount of heat and steam 
automatically), a new “buttoneer” toe 
(a groove that irons directly under 
buttons so that they will not break 
or snap off), a stainless steel cham- 
ber so that distilled water is not 
necessary, a left as well as right 
thumb rest on the handle to accommo- 
date “southpaws” as well as right- 
handed ironers, a beve! back so that 
the iron won’t catch in pockets or 
pleats on backward ironing move- 
ments, and other plus features. 

A new traveling case combination 
enables the consumer to take the iron 
on trips or vacations. A removable 
fibreglas pad comes with the iron and 
case. 

The Steam-O-Matie iron is playing 
a dual role. It can be used as a house- 
hold deodorizer as well as a “scent- 
omizer.” By adding just four drops 
of Steam-O-Mist to the water and set- 
ting the iron back on its heel, the 
scented steam will remove strong 
cooking odors, clear  smoke-filled 
rooms, and re-freshen musty closets. 


Motorola radio line 


THREE ENTIRE new 1952 lines of 
home, portable, and automobile radios 
have been presented recently by 
Motorola, Inc., 4545 Augusta Blvd., 
Chicago 51, Tl. 

Lower prices and engineering and 
styling advances are features of the 
new Motorola lines. The home radio 
line consists of 20 sets, including an 
ingenious clock radio, with most 


models available in a large variety 
of different colors, including walnut, 
ivory, maroon, gray, forest green, and 
red. 

The clock radio has, in addition to 
an accurate electric timepiece, an ap- 
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pliance outlet which can be pre-set to 
turn current on or off for a coffee 
percolator or other electrical device. 
An automatic switch will turn radio 
programs on at pre-determined times, 
and a bedtime switch will turn pro- 
grams off during any period up to 
60 minutes. 

Making up the new 1952 Motorola 
portable radio line are eight new 
models. Cabinets are of both plastic 
and metal. Maroon, gray, and forest- 
green colors are employed. Seven of 
the receivers operate on a-c or d-c 
current as well as on self-contained 
batteries, while the eighth model is 
battery-operated only. 

One _ battery-operated model is 
housed in a die-cast metal case with 
recessed control knobs in its polished 
chrome head. One of this portable’s 
advantages is an exceptionally low 
battery drain. It is styled like a finely 
machined camera, and operates on 
a-c/d-e or battery. 

Luxury model in the portable line 
is a set in a premium Polystyrene 
case, weather-tested for long life and 
appearance. The front section is 
hinged at the bottom so that the tun- 
ing dial and panel can be folded into 
the set. Like the other’ a-c/d-c and 
battery-operated portables, this model 
is constructed with an automatic cut- 
off switch to preserve battery power 
when the set is operating on house 
current. 

7 


Automatic drip coffeemaker 


A NEW AUTOMATIC electric drip cof- 
feemaker, Coffyryte, that operates effi- 
ciently at ali habitable altitudes, has 
been introduced by Dulane, Inc., 8550 
W. Grand Ave., River Grove, Ill. 

The upper or brewing bowl con- 


tains the heating element. When the 
water reaches proper brewing tem- 
perature, a breather valve 
opens, allowing the water to drip 
through the coffee grounds. The 
grounds are placed in a rectangular 
aluminum strainer which snaps onto 
the under side of the brewing bowl. 
Either cold or hot water may be 
poured into the brewing unit, but the 
valve will not open until the water 
reaches the correct temperature. 

Coffyryte brews from four to 10 
cups of coffee. Tea may also be 
brewed in the new appliance. 

A thermostatic heating element in 
the server (drawing 125 watts) serves 
a dual purpose. The brewed coffee 


special 


drips into a pre-heated bowl and any 
desired serving temperature from 120 
to 190 degrees can be maintained. 
The Coffyryte server is light in 
weight and the dripless pouring spout 
is a feature that is of particular in- 
terest to homemakers. 

The electrical cord plugs into serv- 
ing unit and an embedded. shockproof 
connection in the handles carries the 
current to the brewing bowl which 
draws 950 watts. 

An easy-grip handle makes it easy 
to remove the warm brewing bowl 
from the server and a small handle 
at the base of the server facilitates 
carrying with two hands. 


New Coolerator models 

SEVEN COMPLETELY new Coolerator 
refrigerators and eight new electric 
ranges have been introduced recently 
by the Coolerator Co., 128 W. Ist St., 
Duluth 1, Minn. 





Highlighting the custom features 
of the 1952 Coolerator refrigerators 
is perfected automatic defrost which 
is fast and sure. Defrosting takes 
place at regular daily intervals em- 
ploying heating coils which apply fast 
heat directly to the points of frost 
accumulation on the evaporator. Cool- 
erator’s automatic defrost is offered 
on the three top-of-the-line models. 

Ranging in size from the 8.3-cubic- 
foot space-saver models to the custom 
two-door model, Coolerator’s new 1952 
refrigerators are designed to meet the 
demands of three major consumer 
markets. 

First, for the homemakers with 
small modern kitchens or apartments 
with efficiency units, Coolerator offers 
two space-saver models in the popu- 
lar-price brackets. The Model RA-82 
offers a roomy 8.3-cubic-foot capacity 
in a cabinet only 24% inches wide. 
Model RA-86 is a completely deluxe 
&.1-cubic-foot space-saver. 

For the intermediate market of 
homemakers who want a truly big re- 
frigerator at a moderate cost, Cooler- 
ator offers the RA-107, 10.7 cubic feet, 
and the RA-127, a 12-cubic-foot model. 
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For the third market, the home- 
makers who want the custom fea- 
tures, Coolerator has introduced two 
deluxe models, the Model RDA-98, 9.8 f" i oe 
cubic feet, and the 11-cubic-foot 
Model RDA-117. 


Top of the line is the new two-door 

Model RTA-119, with a 75-pound (AF, IZ COLTHHE 

separate, zero-cold freezer compart- é 

ment plus roomy deluxe refrigerated 

section with automatic defrost. 
Headlining the range line are two 

double-oven models. For those who 

want deluxe features, Coolerator of- 





fers the custom Model HA-20, with a 
king-size 16- by 16- by 20-inch radiant 
wall oven plus a 9- by 16- by 20-inch 
economy oven, also with the radiant 
wall feature. 

For the homemaker who needs ex- 
tra oven capacity but is budget con- 
scious, the Model HA-17 double oven 
model is available. Six more interme- 
diate models are offered, down to the Americans who'll soon be on their 
apartment and small kitchen sizes ce . a 
‘he Stimchwide Mell 4.29 end annual hunt for relief from Sum 
HA-14. mer’s heat. 





Here they come! The millions of 


e You can have good news for them 


in °52. Six of the best-made, best- ee <a 


Electric deodorizer priced fans in the world— backed, 
A NEW electric deodorizer, the Vito- this vear, by FASCO’s sale-clinch- 
zone, has just been announced by the ° ° WRAD OFT — 
Kisco Co., Inc., 2400-40 DeKalb St., ing 5-YEAR GUARANTEE. 
ode! 4 


St. Louis 4, Mo. 

The Vitozone destroys. unwanted Write for FREE Displays Featuring Fasco’s 
odors and freshens the air through 
the use of Ozone generated by a West- 5-Year Guarantee 
inghouse Odorout lamp with which 
the unit is equipped. The Vitozone 
is mounted in an attractive modern 


metal fixture and is finished in egg- GOT ALL SIX iN STOCK ? 


10-inch floor fan, 2 speeds 








shell white with a polished aluminum 

reflector. It is equipped with an 8- ’ 

foot cord, and a key slot in the back / >. ‘ 

of the unit provides simple mounting : d \ 

on the wall. { | } 
The Vitozone is available in two . ' ] 

models, both of which are built into S ; 

the same fixture—the V-1, equipped 


with one Odorout lamp for areas up Mode! 165 
to 1,000 cubic feet; and the V-2, Model 127 Model 101 Model 163 pedestal oscil 


a> 


e +t 
3 12-inch oscillator, 3 speeds 10-inch oscillator, | speed 16-inch oscillator, 3 speeds 3 speeds 
equipped with the two lamps to ser- 


vice up to 2,000 cubic feet. 

The cost of operation of the Vito- ~ 
zone is less than 5¢ per week, and the f ial I re | | 
Odorout lamps have an effective life n ustries, nc. 
of 4,000 hours, or six months of con- 
tinuous operation. 203 AUGUSTA STREET, ROCHESTER 2, NEW YORK 
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Hews from Narda 


News for this department is furnished by the 


National Appliance and Radio-TV Dealers Association 


NARDA asks for 
utility cooperation 


FORMATION of an industry council, 
representing all segments of the in- 
dustry including utility groups, to 
create a sales program to take up any 
slack that may come as a result of 
increasing steel and other metals pro- 
duction was proposed by Al Robert- 
son, of Al Robertson Westinghouse 
Appliance Stores, Oklahoma City, in 
a talk before the Residential Section 
of the Edison Electric Institute Sales 
Conference at the Edgewater Beach 
Hotel. 

He emphasized speed in forming the 
group because “steel is becoming 
available faster than it can be de- 
controlled and any pretense of short- 
ages in the near future won’t be very 
convincing.” 

Mr. Robertson suggested a four 
point program for utility action in 
helping dealers build volume. The 
proposals included: 

(1) A definite dealer-aid program. 
This would include promotion of win- 
dow displays in the dealer’s store, 
dealer competitions, and joint promo- 
tions of new and low saturation appli- 
ances. 

(2) More up-to-date advertising. 
He said most utility advertising is 20 
years behind the times whenever the 
power company resorts to institutional 
ads. He urged more promotional ma- 
terial that will motivate customer re- 
action. He warned the group not to 
depend on the dealer and the distribu- 
tor to build load for them but to join 
with them in presenting consumers 
with an appealing sales story. 

(3) Continuous -utility - sponsored 
sales clinics. The best way for a 
salesman to find out about the policies, 
the hopes and the aims of the utilities 
is for the utilities to tell him, he said. 
He suggested intensive courses con- 
ducted by utilities, especially for new 
salesmen, where they could learn sales 
know-how and acquire product know]l- 
edge. For effectiveness, the sessions 
must be held frequently, he said, and 
it’s up to the utilities to work out 
schemes to make the salesmen attend 
the meetings. 

(4) Utility counsel and planning. 
Many small retailers need advice on 
the rudiments of financing, floor plan- 
ning, and other basic problems _ in- 
volved in conducting an appliance 
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and the utilities are 
equipped to give that information to 
him with less bias and prejudice than 
other sources. He declared utilities 
should be aware at all times of dealer 
thinking and should have organized, 
comprehensive plans for co-operative 
advertising campaigns and other joint 
activities. He urged utilities to act as 
clearing houses for the exchange of 
merchandising ideas and as_ prime 
movers in stimulating dealer action. 


business, he said, 


NARDA meeting 
set for June 


THE ANNUAL Mid-Year Meeting of 
the National Appliance and Radio-TV 
Dealers Association will be held June 
22-24 at the Sherman Hotel, Chicago, 
A. W. Bernsohn, managing director 
of the association has announced. 

A reception for delegates and 
guests will be held on Sunday eve- 
ning. During the next two days, a 
series of talks by leading industry 
figures, discussion groups, and mer- 
chandising symposiums are scheduled. 
The sessions will be climaxed with a 
banquet and entertainment Tuesday 
night. 

A feature of the Mid-Year Meeting 
will be a NARDA dealer competition 
for effective newspaper advertise- 
ments they’ve used. Three categories 

full page, half and quarter-page, 
and campaign using less-than-quarter- 
page space have been set up for sepa- 
rate consideration in making awards 
for the winning entries. An impartial 
jury of industry and advertising 
leaders will judge the presentations. 
The winning ads will be mounted and 
displayed in a Merchandising Gallery 
at the hotel during the convention. 


Don’t scuttle 
appliance business 


“HoLp your appliance lines and 
make television ‘in addition’ rather 
than ‘instead’ business,” A. W. Bern- 
sohn, managing director of the Na- 
tional Appliance & Radio-TV Dealers 
Association, advised retailers attend- 
ing the Annual Spring Conference of 
the Rocky Mountain Electrical League, 
in Denver. 

“Nothing in the experience of our 
industry can compare with television’s 


ability to inspire salespeople in new 
TV territories to sell, turnover to ac- 
cellerate, or total gross profits to in- 
crease,” he said. “It has every element 
necessary for glamorous merchandis- 
ing, and it will be, for many of you, 
a chance to attain growth you have 
never before experienced or even 
imagined. 

“Yet there are literally 
of dealers in older television 
whose experience will confirm the ad- 
visability of sticking to the business 
that is now your livelihood and ex- 
panding into television. Hold a care- 
ful balance of television and appliance 
inventory by projecting your white 
goods and traffic appliance sales 
figures reasonably far ahead, using 
figures based on your present oper- 
tion.” 

He cautioned against trying to 
handle either television or appliances 
on a “stepchild basis.” “There is in- 
evitably going to be conflict between 
the easy sales of television at the 
start with its conceivable four turn- 
overs a month, and the less glamor- 
ous, larger mark-up appliances. There 
will be conflict for capital, for man- 
power, for store space, for advertis- 
ing emphasis, and for your enthu- 
siasm. On your skill in arbitrating 
this conflict, your future security 
rests.” 

The trade association executive 
warned that television is a much 
faster moving market than appliances, 
with frequent and more radical model 
changes, more manufacturers com- 
peting for the dealer’s business, much 
greater speed in selling, and other 
characteristics heretofore unknown 
to most dealers. “For example, banks 
will show you literally thousands of 
contracts, enly a handful of which 
are delinquent. The urge to maintain 
payments on a television set rather 
than lose it surpasses even the re- 
markable record of the automobile in 
this respect! 

“Television is not a you 
can be half in and half out of. Try 
for volume, through rapid turnover 
and good customer service. Don’t 
skimp on installations of demonstra- 
tion facilities, on test equipment or 
parts. Get adequate capital behind this 
newcomer to your business, but, if at 
all possible, not at the expense of your 
appliance activities.” 

Among methods he 
maintaining stability were dividing 
the sales staff or paying a larger 
commission for appliance sales than 
for television because of the larger 
mark-up, television allowing the re- 
tailer only approximately 27 to 28 
per cent; concentrating on one or a 
few lines rather than taking on so 
many the dealer doesn’t really know 
those he handles; keeping emphasis 
on white goods if the dealer is to 
avoid the domination by television; 
and devoting separate parts of the 
store to the two lines, preferably tak- 
ing on other space, such as an adjoin- 


thousands 
areas 


business 


suggested for 
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ing space, an upstairs sales floor, o1 
a basement for televisiqgn so that 
proper lighting and settings can be 
arranged. 

“You’re in for some of the most 
challenging experiences of 
your life when television comes,” Mr. 
Bernsohn said. “You'll reach volumes 
beyond your best of the past, find 


business 


excitement you’ve never known before 
But remember, that later this will 
settle down to a more normal, steadier 
and having kept your ap- 
pliance department operating steadily 
and efficiently at a reasonable volume 
will then prove to have been one of 
the wisest precautions of your busi- 


ness career.” 


business 


aud “Faces 





Two territorial sales representative 
appointments for the newly organized 
electronic tube division of the West- 
inghouse Electric Corporation have 
been anounced. Harry J. Zimmerman 
has been appointed representative for 
the North Central territory, and Harry 
E. Goff has been named for the South- 
west sales territory. 

Mr. Zimmerman was employed by 
the International Business Machines 
Corporation prior to joining Westing- 
house. Mr. Goff is a product of the 
Westinghouse Graduate Student Train- 
ing Course. 

e 


The appointment of Jack D. Lee as 
supervisor of sales training for house- 
hold refrigeration for the Westing- 
house electric appliance division has 
been announced by J. R. Clemens, divi- 
sion advertising manager. 

Mr. Lee will.be responsible for the 


Jack D. Lee 


development of sales training mate- 
rial for the Westinghouse line of 
household refrigerators and home 
freezers and will report to Mr. 
Clemens. 

Prior to his present appointment, 
Mr. Lee was with the headquarters 
refrigeration sales staff since June, 
1950. 

s 


C. J. Urban, Dallas, Texas, has been 
appointed district sales promotion 
manager for consumer products for 
the Westinghouse Electric Supply Co., 
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according to an 
Cc. wh. 
Dallas. 

Mr. Urban has recently been serv- 
ing as Dallas sales representative for 
consumer products for Westinghouse. 


announcement by 


Mackey, district manager in 


Alfred L. Agne has been appointed 
advertising manager of Eureka Wil- 
liams Corp., Bloomington, Ill, it has 
announced by H. W. Burritt, 
president. The position is a newly 
created one. 

Mr. Agne previously was advertis- 
ing manager for Brunswick-Balke-Col- 
lender Co., Chicago. 


been 


Promotion of three men to managers 
of three sales divisions has been an 
nounced by Roy W. Hill, president of 
Radio City Distributing Co., 
Texas. 

Kenneth Olson was appointed sales 
manager for Easy laundry equipment 
and Deepfreeze products. J. J. Dorie 
will direct sales of Zenith radio and 
TV sets and New Home sewing 
chines. Lee Ginn was put in charge 
of sales of Coleman products 


Dallas, 


ma- 


Joe H. and Hugh F. Slocum have an 
nounced the completion of the sale of 
Slocum Electric Co., 401 
Dallas, Texas, to Earl T. Summers, Jr. 

Mr. Summers, 
Electric Company with outlets at 2001 
Griffin in Dallas, and in Houstor 
Antonio, will Slocum 
name of the 
electric supply firm. 

Claude D. Teal has 
manager of the Slocum firm. 


Continental, 


owner of Summers 
and 
San retain the 
six-year-old wholesal 


been named 


C. H. Anderson has been named 
vice-president of Hall Wholesale Co., 
Dallas, Texas, 
nouncement by T. 
of the firm. 

The appointment expands the duties 
of Mr 


wares buyer for the 


according to an an- 


W. Hall, president 


Anderson, who has been house- 


firm since 1950. 








in attic ventilation the right way is 


WIND ® WAY 


Designed to fit any type building easily, so that time, 
effort and installation costs are cut down to a mini- 
mum. WIND-WAY sets on the floor of the attic or trim 
of the well hole, is NEVER fastened in any way, yet 
moves MORE AIR quietly with asbolutely NO NOISE 
or vibration. WIND-WAY sells “on sight" to people 
who recognize it as a simple, foolproof, superior fan. 
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FAN AND VENTILATOR CO. 
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J. J. Anderson 


The appointment of J. J. Anderson 
as manager of the laundry equipment 
department for the Westinghouse elec- 
tric appliance division has been an- 
nounced by T. J. Newcomb, sales 
manager. 

Mr. Anderson succeeds R. J. Sar- 
gent, who was recently made division 
major appliance manager. He will be 
responsible for product development, 
distribution, advertising, and promo- 
tion for laundry equipment and will 
report to Mr. Sargent. 

Prior to his present appointment, 
Mr. Anderson was merchandise man- 
ager of the household refrigeration 
department, and succeeding him in 


Stanley J. Stephenson 


Robert P. Brook 


this position is Stanley J. Stephenson, 
according to G. H. Meilinger, depart- 
ment manager. 

Mr. Stephenson will be responsible 
for the development and carrying out 
of sales programs for Westinghouse 
electric refrigerators and home freez- 
ers and will report to Mr. Meilinger. 

Prior to his new appointment, Mr. 
Stephenson was merchandise manager 
for electric ranges. Robert P. Brook 
will succeed him, according to R. M. 
Beatty, manager of the electric range 
aepartment. 

Mr. Brook will be responsible for 
the development and carrying out of 
sales programs for Westinghouse elec- 


tric ranges and will report to Mr. 
Beatty. Prior to his present appoint- 
ment, he was supervisor of electric 
range advertising. 


Thomas B. Kalbfus has been ap- 
pointed general radio and television 
sales manager for the Westinghouse 
Electric Supply Co., according to an 
anouncement by John F. Myers, pres- 
ident. In this capacity, he will be 
responsible for the distribution, sales, 
advertising, and promotion of West- 
inghouse radio and television receiv- 
ers through the supply firm’s 110 
branches covering the United States. 

Mr. Kalbfus had previously been 
with Westinghouse. 


Robert L. Fowler, key figure in the 
management of Florence Stove Com- 
pany for the past 21 years, has an- 
nounced his retirement as chairman of 
the board of directors of the company. 

Mr. Fowler was president of the 
company from 1931 to 1945, at which 
time he was elected board chairman. 

. 

Alfred E. Burchard has been named 
special representative for the south- 
western territory of Amana Refrig- 
eration, Inc., and Harry V. Webb has 





d entilating 


pecialties 


It’s Something 
Special 

The “Elgo” Automatic Shutter, 
because of its outstanding fea- 
tures, is really something special. 
It's noted not only for its quick- 
opening and tight-closing louvers 
but also for its quietness—never 
any blade flutter. Sizes from 12” 
to 72”—also rectangular. 


“Echo” Automatic Ceiling Shutters 








Ask Your Jobber for the Best! 


Quality Fistures by GLATTHAR 


Here is a _ decorative 
three-light unit 15” in 
diameter, with cut glass 
effect on bowl, and 


brass finish on metal. 


This new modern one- 
light unit is 12” in di- 
ameter with red enamel 
shade, and milk glass 


and crystal globe. 


Used for attic ventilation. Installed in attic floor at the base of a 1515 
penthouse, the louvers being operated by the suction of the fan 
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(ENEVENSS 2738 W. WARREN DETROIT 8, MICH 


122 ELECTRICAL SOUTH for MAY, 1952 


i i 
THE GLATTHAR Lighting COMPANY 


949 East 72nd St. Cleveland 3, Ohio 





























been named to the same position in 
the southeastern territory. 

Mr. Burchard has a 20-year back- 
ground in the appliance industry, hav- 


Alfred E. Burchard 


ing been associated with Hotpoint and 
Graybar Electric, functioning as a di- 
vision representative and specializing 
in dealer training. He will make his 
headquarters in Dallas. 


Harry V. Webb 


Mr. Webb was formerly associated 
with McEwen Cherry Co., Nashville, 
Tenn., as southeastern territory rep- 
resentative and dealer training spe- 
cialist. He will make his headquar- 
ters in Atlanta. 


DeWitt C. Suplee has been ap- 
pointed assistant manager, television 
sales section, Crosley Division of Aveo 
Mfg. Corp., it was announced re- 
cently by E. W. Gaughan, general 


DeWitt C. Suplee 
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sales manager for Crosley television 
and radio. 

For the past several years, Mr. 
Suplee has been manager of Detroit 
television and radio sales for Strom- 
berg-Carlson. 

a 


Tom C. Paxton has been appointed 
district manager for the Hallicrafters 
Co., supervising distributor operations 
in Louisville, Ky., St. Louis, Mo., In- 
dianapolis and Ft. Wayne, Inc., and 
Cincinnati, Ohio. 

According to Michael D. Kelly, TV 
sales manager for Hallicrafters, who 
made the announcement, Mr. Paxton 
has been a Chicago representative for 
Zenith Distributing Company for the 
past 14 years. 

In his new position, Mr. Paxton will 
handle both Hallicrafters TV and 
home radio. He will be associated with 
John Bullock. Hallicrafters Eastern 
regional sales manager. 


W. J. Rowlett has been named as- 
sistant manager of the range sales 
section for the Crosley Division, Avco 
Mfg. Corp., F. F. Duggan, general 


W. J. Rewlett 


sales manager for appliances, has 
announced. 

Mr. Rowlett, whose home is in Chi- 
cago, was previously appliance sales 
manager of the Kalamazoo Stove and 
Furnace Co. 

e 


Appointment of two sales special- 
ists to work nationally with distrib- 
utors and dealers on promotion and 
merchandising activities has been an- 
nounced by Ben G. Sanderson, general 
sales manager of Deepfreeze. 

Richard B. Stranahan and William 

Alles, veterans of the major appli- 
ance business and long experienced in 
wholesale and retail sales, have been 
appointed to the newly created posts, 
according to Mr. Sanderson. 

The specialists will work in the field 
with distributors holding meetings for 
their sales personnel, conducting dealer 
meetings, and establishing new out- 
lets, Mr. Sanderson said. 

Mr. Stranahan has been in charge 
of utilities accounts at Triangle In- 
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WIND-O-VENT FAN 
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Reed quality fea- 


tures in a smartly-designed two- 
speed window fan. Introduction of 
the 20-inch model to the Reed line 
gives window fan dealers complete 
size range for all installation needs. 
The Reed RTS may be installed 
in either top OR 
bottom of window. 
Clever expansion 
panel makes instal- 
lation easier than 
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dustries Corp., Chicago, major appli- 
ance distributor, since 1947. For the 
past three years, Mr. Alles has been 
with the Chicago factory branch of 
Stromberg-Carlson Co. 


In an expansion of the sales staff of 
the Viking Air Conditioning Corp., 
Cleveland, Ohio, Woody Faison has 
been named factory representative for 
Viking in Kentucky, West Virginia, 
Southern Ohio, and Indiana, according 
to Sales Manager Frank Gibbons. 

Mr. Faison joins Viking after serv- 
ing as division sales manager of major 
appliances for the Western Auto Sup- 
ply Company for two years. 


Robert E. Sears has been appointed 
manager of the Cincinnati region, in- 
cluding Eastern Kentucky, of the 
Eureka Division of the Eureka Wil- 
liams Corp., Bloomington, IIL, it was 
announced recently by A. L. McCarthy, 
divisional executive vice-president. 
Mr. Sears was formerly staff assistant 
in the Atlanta, Ga., regional office. 


The resignation of V. C. Havens as 
assistant general sales manager in 
charge of advertising of the Crosley 
Division of Aveo Manufacturing Cor- 
poration has been announced by W. A. 


Blees, Avco vice-president and Crosley 
general sales manager. 

Mr. Havens has been in his present 
position for the past three years, 
coming to Crosley with Mr. Blees 
from Consolidated Vultee Aircraft 
Corporation in November, 1948. 


Robert E. Boak has been appointed 
district sales manager with headquar- 
ters in Dallas, Texas, for the Apex 
Electrical Mfg. Co., according to an 
announcement from Cleveland by A. C. 
Scott, vice-president in charge of sales. 

Mr. Boak will be in charge of dis- 
tribution in Arkansas, Louisiana, Okla- 
homa, and Texas. He has been Cleve- 
land district manager for Apex since 
1949. 

+ 


Ralph Hollingsworth has _ been 
elected president of the Texas House- 
wares Club of Dallas for 1952. He is 
household appliance manager of Peas- 
lee-Gaulbert in Dallas. 

Other officers elected were: vice- 
president, Don Swanson, Parker Swan- 
son Co.; secretary-treasurer, J. E. 
Purdue, Rutherford and Purdue Co.; 
and additions to the board of directors, 
Fred Held, Jr., and George Mueller. 


e 
Flint Albrecht has been appointed 
sales manager of Capitol Distributors, 
Inc., Dallas, Texas, distributors of Ad- 








Become a One Minute Dealer. In- 
herit the active good will of three 
generations of loyal housewives who 
KNOW first-hand they can depend on 
trouble-free washdays with One Minute 
equipment One Minute builds five 
rugged and beautiful washer models 
All have America's strongest, smooth- 
est, quietest, most trouble-free gear. 


ONE MINUTE DE LUXE AND STANDARD DRAIN TUBS 


In single and double models. Illustrated 
above, De Luxe Double Tub jinished in 
gleaming white Superciad enamel. Also, 
competitively priced, sturdy galvanized 
tubs. Write or wire about them 
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miral TV and appliances. Mr. Al- 
brecht was formerly sales promotion 
manager for the Southwest region of 
the Crosley Division of Aveo Mfg. 
Corp. 
& 

Quickie contests 

(Continued from page 112) 
floors of the building he occupies, it 
has not always been equipped with 
an elevator. This situation is found 
in many buildings in cities of mod- 
est size, but heavy merchandise had 
to be moved up and down; and the 
best bid for installing an elevator 
was $10,000. 

Johnson got around this problem 
by building his own elevator from 
scrap and standard steel, and pow- 
ered it with a half-ton electric hoist. 
To get merchandise into the third 
floor, he installed a projecting “I’’ 
beam and rigged a trolley for an- 
other —a 1'»-ton electric hoist — 
which handily handles everything 
going up or coming down. Total 
cost of both installations was less 
than $500. 

* 
Small-town dealers 
(Continued from page 113) 
capability at the work bench. 

Honest impress the 
customer, he points out, but capable 
service is equally essential, from 
the viewpoint of both shop and cus- 


estimates 


tomer. There is no profit in an 
iron repair on which a mechanic 
spends a day, nor is repair volume 
enhanced by a repair job that does 
not stand up. 

There is no excessive dramatiz- 


ing of the hackneyed slogan, “satis- 
faction guaranteed,” but the shop 
simply proceeds to stand behind its 
service work with no ballyhoo, and 
that has built volume. 

Ware dealer can 
overcome almost any type or degree 


believes any 


of competition with an honest and 
And he has 
observed the bitterness that flour- 
ishes in the lack of service after 
the sale. 
“Here in 
counted, “a 


effective service policy. 


Arlington,” he re- 
dealer in appliances 
only as a side line sold a refriger- 
ator. Soon after the sale, the re- 
part, which 
the dealer ordered and got. He pro- 
posed to have it installed by the 
mechanical department of another 
organization. But this firm was 


frigerator needed a 
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too busy with its own affairs. 

“The customer called repeatedly 
over a period of days. Finally, calls 
from this customer stopped com- 
pletely. Needless to say, he has a 
very bitter taste for that retail es- 
tablishment and probably will never 
buy anything there again. 

“This is only one of many illus- 
trations of the folly of dealing in 
appliances without service. It is 
an incident that, here in Arlington, 
will eventually be known to many 
people. And it will substantially 
strengthen the position of a dealer 
who provides honest and capable 
service.” 


Selling fans 


(Continued from page 105) 


equipment it can get, whether sold 
originally by Keith or not. The vol- 
ume of such work is about 50-50 
Keith and non-Keith. 

This backlog of service clients, 
says Allen, is another fine source 
of leads. The mechanics he sends 
out to handle the repair jobs not 
only check the new leads for possi- 
ble future sales and turn them in, 
but frequently make many sales on 
their own. 

“Not long ago,’ 


’ 


explained Allen, 
“one of our mechanics who hap- 
pened to be in a home doing some 
work sold two window fans to the 
housewife before he left.” 

Actually, many prospects will buy 
from the mechanic who has been 
servicing their equipment quicker 
than they will from a regular field 
salesman, because they believe the 
mechanic has a better knowledge 
of the mechanical details of what 
he is selling. 

The 4,000 or more letters that go 
out twice a vear are sent for the 
most part to customers who have 
already bought one or more Keith 
installations or services and might 
be induced to buy more. The letters 
are not factory-prepared but are 
made up in the firm’s own office to 
fit their own situation. 

Some are form letters and some 
are not. For the most part, they 
are letters of genuine appreciation 
for the work the firm has been 
given to do for the addressee. 

The letter usually invites the cus- 
tomer to bring to Keith any prob- 
lem in connection with the opera- 
tion of his equipment, and to ask 
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any question that might help him 
get more satisfaction out of it 
These letters invite the names of 
new prospects. 

If a name on the mailing list hap- 
pens to be a hot prospect for new 
equipment, the letter will be per- 
sonally dictated and will be related 
directly to his personal need. 

Mr. Keith has been very much 
encouraged by the response he gets 
to his invitation for the suggestion 
of new prospects in his direct mail 
campaign. It demonstrates the 
loyalty of those he has served. Im- 
mediately after each mailing, phone 
calls come in offering new leads. 

He told of one of his customers 
who was sitting in a restaurant and 
overheard a conversation at an ad- 
jacent table. The customer heard 
one of the diners say that he was 
planning to get an estimate from 
somebody on the cost of air-cooling 
his home. As soon as Keith’s cus- 
tomer could get to a phone, he 
tipped off Keith. That afternoon a 
salesman followed up the lead and 
got the job. 

Each heavy mailing which asks 


for complaints usually brings in a 
few. It is Jim Allen’s job to follow 
up immediately on these, just as is 
done on the new leads 

“Some of the complaints are, 
of course, unreasonable,” explained 
Jim, “and it may look like we are 
sticking out our necks when we ask 
for them, but our expressed con- 
cern about keeping our installations 
working satisfactorily brings in a 
good share of our business. 

“In making an estimate on the 
cost of an attic fan or other installa- 
tion, we have to add enough to the 
estimate to take care of the cost 
of following up on these complaints. 
Only a very small percentage of 
our customers complain and, even 
though some of the complaints are 
unjustified, our willingness to ad- 
just them upholds our reputation 
for square dealing.” 

Regular training is given the 
Keith salesmen in customer rela- 
tions. They are shown films on not 
only how to approach a _ prospect 
to make a sale or adjust a com- 
plaint, but also how not to do it. 

The Keith Company has, in addi- 
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Your customers want a water heater which delivers plenty of 
hot water in a hurry. And State's new Magic Circle Heating 
Element means fast hot water and low electric bills. 
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It will pay you to get the full 


story and complete catalogue and specifications on State 
the South's most profitable of electric water heaters. Write 
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tion to a thriving business in Nash- 
ville, a branch house in Murfrees- 
boro 30 miles away. 
Keep selling 

(Continued from page 110) 
each by telephone, states frankly 
that Flato’s considers them excel- 
lent appliance prospects, and invites 
them to a dinner which is to be held 
in the store, in a private dining 
room at a specific date. 

As many as 15 couples are 
brought to these events by the 
salesmen concerned, all of the food 
cooked on Flato appliances, by 
Flato home economists, and served 
with all the pomp and ceremony of 
a royal banquet. A very high per- 
centage of sales per prospect has 
been accomplished by these good 
will dinners, as much as 80 per cent 
of the list being sold an appliance 
within 30 days following the dinner. 

Thus, after purchase of any new 
appliance, the housewife may be 
reasonably certain that a Flato 
home economist will call on her at 
least four times during the year; 





FASTEST 


ELECTRIC CLEANING 
ACTION EVER BUILT! 


The New BAVIS 


- Sweep 
with Magic ri Broom action 


Brand new electric cleaning 
principle sweeps 3,500 
strokes per minute! Faster, 
easier cleaning at new, low 
cost! 


A PRECISION CLEANER 


Picks up hair, lint, tiny par- 
ticles better than finest vac- 
uums. New wheel-less ''Float- 
ing" Action reaches every- 
where. Jiffy controls. 





ONLY 


Built For Mass Market Sales 


Only Electro-Sweep is priced right for every 
home! Budget-minded homes can now afford 
electric cleaning. Class market homes will 
want Electro-Sweep for fast, light pickup jobs 
DAVIS MFG. COMPANY, PLANO 1, ILL. 
Southeast Rep Southwest Rep. 
. K. Dewees Co M Huie Co 
Walton Bidg 


Atlanta, Ga Dallas, Tex 
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that the firm will furnish her with 
recipe books, invitations to dinners 
and cooking schools; and will re- 
ward her for the names of addi- 
tional prospects. 

With the Texas appliance stores 
thus invading the social life, as well 
as the home life of sold customers, 
on a friendly, good-will-building 
plane, it is no wonder that most cus- 
tomers buy at least two and as 
many as five major appliances from 
the same salesman over a period of 
two years or less. 


Electric farming 

(Continued from page 107) 
being given consideration. Practic- 
ally every rural electric system in 
the South is taking some part in 
the campaign. 

Electrical dealers and distrib- 
utors, working along with farmers, 
their advisers, and their power sup- 
pliers, are finding these activities 
most rewarding. 


In addition to the growing mar-. 


ket for much new electrical equip- 
ment, related needs are developing: 
rewiring. jobs on farm buildings, 
installation of heavy-duty outlets, 
replacement of old equipment with 
newer, more efficient models. And 
the dealers who value good cus- 
tomer relations are emphasizing 
the servicing of all equipment they 
sell. 

Specialists in power use point 
out that there are some 250 pro- 
ductive uses of electric power on 
a farm. More farmers now need 
electrical equipment than ever be- 
fore. Alert dealers and distrib- 
utors, supplying the needs of their 
farm customers, are doing their 
share to help American farmers 
meet 1952’s high farm production 
goals. 


How to sell TV 

(Continued from page 101) 
tric Company’s unique antenna 
truck which now tours the West 
Virginia hills daily through the 
week, acting as a test tower along- 
side farm homes, behind suburban 
dwellings, atop high ridges, and in 
deep valleys—wherever 
live. 

Built at 
the big unit 


prospects 


considerable 
consist of a heavy- 
duty two-ton truck, over the bed 
of which is an 


expense, 


intricate series of 


trusses and extending rods, to form 
a collapsible mast. Through a se- 
ries of hydraulic units, it is pos- 
sible for the West Virginia appli- 
ance dealer to extend a test mast 
to the height of 85 feet, in a few 
second’s time, utilizing hydraulic 
power from the truck engine. 

All of the metal construction 
work on the truck was turned out 
by Beckley Music & Electric Com- 
pany’s own shop, including the an- 
tennas, the supports, all electri- 
cal equipment, TV_ boosters, 
Recognizing the fact that such 
testing would be expensive, Mr. 
McLuckey carefully designed the 
entire portable antenna so that a 
single driver is able to handle the 
entire job. 

Utilizing a set of controls which 
includes valves for the hydraulic 
pump, electrical controls for rotat- 
ing the antenna at the top of the 
mast, and a leveling device for the 
truck bed, one man can now easily 
do the job which in the early stages 
would have required at least five. 

Under the plan currently in 
force, which has helped the West 
Virginia appliance dealership sell 
a huge volume of television sets 
during 1951, prospects may tele- 
phone in and ask the Beckley con- 
cern to test television reception at 
their homes. An appointment is 
made, during which time an effort 
is made to ascertain whether the 
prospect is definitely interested in 
the purchase of a television set. 

“We are careful not to waste 
truck or personnel time if we can 
possibly help it,” it was stressed. 
“Pure curiosity, of course, often 
stimulates a homeowner to deter- 
mine whether he could receive TV 
even though he may not actually 
plan to buy.” 

The truck is out daily, moving 
from one home to another, and in 
almost every case, a test results 
in a sale. Parked at the location, 
the portable antenna is extended to 
its full height, the antenna 
dipoles rotated from side to side. 

To determne maximum signal 
strikes, the mast is lowered or 
raised, as required, until a series 
of such pre- 
cisely how high a tower is needed, 
what direction the antenna should 
face, and the amount of booster 
strength required to bring tele- 
vision to the home. 


etc. 


and 


tests demonstrates 
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It may be necessary to spend 
anywhere from half an hour to half 
a day on proper testing at a site, 
according to Mr. McLuckey, but he 
feels that this is well worthwhile 
in view of the fact that almost 
every sale in an outlying residential 
area invariably creates prospects 
nearby. Currently, no installations 
are being made at any point in the 
city without a truck test first. 

Along with the permanent erect- 
ing tower, the truck is stocked with 
a variety of poles, masts, light- 
weight towers, tools, and other con- 
struction equipment to build a 
tower on the site at once if de- 
sired. 

The truck tests bring a number 
of surprising results. Frequently, 
a home site at which television re- 
ception should be no problem what- 
soever, poses the most difficult ob- 
stacles. At others, where a home 
is apparently shielded by high hills, 
for example, the TV picture come 
in sharp and clear with only a 
moderately tall antenna. 

Mr. McLuckey has, in some in- 


stances where the cost of individ- 
ual towers 85 feet high would be 
prohibitive, brought several home- 
owners into an agreement whereby 
a single tall mast is constructed 
and a series a-c line is run to each 
house, with separate relays, oper- 
ating the tower booster for good 
reception in each home. “There are 
a lot of possibilities in co-oper- 
ative ownership of such a mast,’ 
he stated. 

Needless to say, news of the 
portable reception-testing equip- 
ment traveled fast throughout the 
West Virginia city, and the truck 
is booked up for many months to 
come. Nevertheless, Beckley Music 
& Electric Company continues to 
utilize newspaper advertising, with 
photographs of the truck in action, 
to let the city’s dwellers know that 
“television is very definitely yours 
for the asking.” 

Newspaper ads show the truck 
with the mast extended, near a 
typical West Virginia home, and 
point out that it was designed and 
built by the service company. They 


state that with the adjustable 
height of the tower, a field meter, 
and proper rotation of the equip- 
ment, the tower can be inexpen- 
sively built, to receive a strong, 
clear signal from Huntington, W. 
Va., 125 miles away. 

As can well be imagined, tele- 
vision sales have skyrocketed for 
this dealer, and his investment in 
the expensive testing equipment 
has repaid itself over and over 
again. 


Consumer buying 
(Continued from page 98 


rent year is a bad time to make 
large purchases such as automo- 
biles or refrigerators. 

The significance of these atti- 
tudes is indicated by the fact that 
consumers who in early 1952 con- 
sidered the present a poor time toe 
buy generally had planned to buy 
durable goods during the year at 
only half the rate found by those 
consumers who thought the pres- 
ent a good time to buy. 
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acy Sales! $iq fotits! 


IN MURRAY VENTILATING FANS 


S s from the 
reetingd-,. 1. , 
Compony of Texas. You, os on 
electrical appliance retailer, 
wholesaler, or contractor hove 
been called to service by your 
customers. Public demand és in. 


sisting on more fan-cooled homes, offices, 
factories, ond stores. They demand the BEST 
—they demond MURRAY 


EVERY MLMLLAY 1+» 
1S A COMPLETE 


VENTILATING SYSTEM 
There ore big profits in the ormy of M 
throughout 


list todoy — write for literoture cotologue, prices « 


Americo. The trend « toword 


wntormaton to 


a “H.C. BIGLIN COMI BIGLIN COMPANY, INCORPORATEL INCORPORATED 
177 HARRIS STREET, N.W. ATLANTA, GEORGIA 
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-+» WHEN THE SELLIN’ IS EASY— 


Make yours a ONE-STOP SELECTION from SIGNAL’s 
complete line of Desk, Pedestal, Window, Exhaust and 
Vent Fans. (5-year Guarantee on all portable fans.) 
Prompt delivery by leading distributors throughout 
this area. 


MODEL 1251 16" SIGNAL 3 
speed Oscillator delivers 1500 
C.F.M. quietly, efficiently. In 
duction motor is non-radio 
interfering; self-lubricating 
bronze bearings. Blue-gray 
enamel finish. The most pow- 
erful SIGNAL Desk Fan! 


MODEL WR-202 20° SIGNAL 2-speed Reversible Window Fan 
moves 3800 C.F.M. at low noise level. 6-pole capacitor motor has 
distributed winding, is non-radio interfering. Telescoping side 
panels adapt it instantly to any standard size window. Beautiful 
ivory baked-enamel finish. 


ra 
heh) 


MODEL CW-100 SIGNAL Ceiling or Wall Fan is tops in versatility— 
performing equally well in hischea, bathroom, laundry or basement 
Sturdy cast aluminum frame and weatherhood with detachable 5° 
sleeve. Centrifugal type blade moves 480 C.F.M.; 4-pole shaded 
pole induction motor is totally enclosed and rubber-mounted with 
oilless-type bronze bearings. 3-speed controller available 


MODEL V-716 16° SIGNAL 
Shutter-Attached Vent Fan 
provides easy, single-unit in- 
stallation and dependable op- 
eration. Large, 6-pole shaded- 
pole induction motor delivers 
1600 C.F.M. at exceptionally 
low noise level. Gravity-type 
hooded shutters with alumi- 
num, felt-edged vanes for 
added wind and rain protec- 
tion. Strong, welded steel 
frame permits use in window 
or wall construction. Durable 
hammered gray enamel finish. 
3-speed controller available. 


WRITE FOR FULL DETAILS AND OUR 1952 CATALOG TODAY! 


SIGNAL ELECTRIC MFG. COMPANY 
MENOMINEE, MICHIGAN 
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QUIET-SFRMG MOUNTED |T iy wigs Shjg-BREZE 


WON'T YOU LET ME SWITCH 


SOME AIR COOLING PROFITS 
RESIDENTIAL and COMMERCIAL | | YOUR WAY? on 


Guaranteed at 
ond weeren > 
i» 


-for complete 
comfort 
cooling! 


Quiet operation, quick and 

convenient installation, high 

air deliveries and certified 

ratings are all features of 

Chelsea's spring mounted 

comfort coolers for the home 

and for commercial applica- 

tions. Complete package units 

including fan, springs, sup- 

~+«~Ports, automatic shutter and 

canvas boot which forms anti- 

vibration seal between fan 

- , Offices, stores, and attic wall or floor. See 

 pestautents, churches and your Chelsea distributor, now! 
“shops. Eleven sizes 24 to 60° 


TYPE EVB COMPLETE 
PACKAGE UNIT, 
FLOOR - MOUNTED 
COMFORT COOLER— 
For vertical discharge 
installation especially 
recommenced where 
space is limited be- 
tween ceiling and roof. 
Five sizes 24” to 48”. 


Ao, Type INEW for commercol AND MONEY MAKING 
voinaniniaenanices COOLER ACCESSORIES 


with the GOOD HOUSEKEEPING 
Seal of Guaranty 


WINNING ACCEPTANCE 


as the nation's leading 


EASY SELLING 
3 | ECONOMICAL 
TYPE WPR 18: & 22 SPIN- san wire ADJUSTABLE i AIR COOLER 


IT FANS WITH TWO SPEED, | PANELS, TWO SPEEDS — 
REVERSIBLE DRIVE—High air ' Chelsea junior size fan for li} eet Send for the 
delivery fan has adjustable ; homes, offices, apartments ‘s catalog describing °o 
panels and two speed switch. : and stores. ; our complete line i 


23 MODELS 


WRITE FOR LITERATURE on all residential T P les 
and commercial installations address Dept. c-5 G © win sa 
- 1 s 


and PROFITS 











This is your symbol of certified ratings + 


FOR YOU. 
ES-| 


Giza) CHELSEA FAN & BLOWER CO., Inc. ee) ~PALMER MFG. CORP. & 
er AINFI NEW : 


This is your symbol of quolity 


PHOENIX, ARIZONA 
ERSEY 








43 YEARS OF AIR CONDITIONING LEADERSHI 
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Selling REX AIRATE Fans 
is a 


9. the Air Controls line for 1952 there 


are fans to meet your every price and 
performance need—twenty-eight models, 
six types, nine sizes of REX Airate air 
cooling, attic, exhaust, furnace, window 


and ventilating fans. 


And, you can make money on all of 
them. Your customers see ’em, like ’em, 
buy "em—so selling REX Airate fans is 
a breeze. Start this season on an all-year 
fan merchandising campaign with the 
complete REX Airate line and watch 


your fan profits climb. 


See your Rex Airate distributor or write 
today for complete details on the fans 


that know no season! 


AIR CONTROLS, INC. 


Division of the Cleveland Heater Co. 


2310 SUPERIOR AVENUE e« CLEVELAND, OHIO 
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CASEMENT WINDOW FANS 


QUALITY FEATURES 
SELLING APPEAL... 


Y 
LOW PRICE 


Designed primarily for the popular sizes of case- 






ment windows, steel or aluminum, but equally at 


home in sash windows, wood or metal. 


Its handsome cabinet, convenient handle, two 
speeds, and light carrying weight qualify it as 
a fine portable fan for homes, offices, shops, The best fan on the market for the price 


reception rooms, etc. WRITE FOR PARTICULARS 
2 Speeds—Delivery 2560 cfm— 1600 cfm. 


Twin Fans 12”—Dimensions 27” x 14%” x 7%” deep. SCHWITZER-CUMMINS 
COMPANY | 


VENTILATING DIVISION 
INDIANAPOLIS 7, INDIANA 
= —- — Builders of Pine Fans and Blowers 
——— ) for ouer a Thind of a Century 
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Here’s 
how 
BUI NG GIVES 5-WAY EDGE TO 


Westinghouse MAJOR APPLIANCE DEALERS 


eee 


— 


—— puRCHASE OF inc. 
pLiaNce 


ALE DIS 


COMPANY, 


BLANK AP TRIBUTORS 


wHoLes 
pare }US 


HERE'S A 
TYPICAL DEALER’S “MIX” 
5 Products...61 Units 

..13 Models 


25 REFRIGERATORS (5 Models) 
19 RANGES (4 Models) 

5 WATER HEATERS (2 Models) 
8 LAUNDROMATS 

4 CLOTHES DRYERS 


yMPANY. IN‘ 
NCE CC 
APPLIA? 
BLANK 


- ee West 


1. Best Price 2. More Profit 3. Inventory Control 4. Faster Turnover 5. Less Product Handling 


Westinghouse Retailers don’t have to ... damage in transit. 
buy a carload of one product to enjoy Yes, Westinghouse Full Line ... public 
carload-buying advantages. They can preference... Distributor help... Retailer- 


YOu ca 
mix Westinghouse Refrigerators, Ranges, minded factory policies, add up to: N BE SURE 


..and cut overhead. 


Laundromats®, Clothes Dryers, Dish- The best franchise in the appliance IF — ie 
washers, Waste-Away® garbage dispos- business ... tenfold more viluable today P 

ers, Water Heaters. Balance inventory to than 10 years ago... and rolling rapidly Westin h 

speed turnover. Reduce stock handling to still brighter tomorrows. i Ouse 


WESTINGHOUSE ELECTRIC CORPORATION - Electric Appliance Division + Mansfield, Ohio 


Electr Griddte + \» > Leundremet + Mome Freezer 
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st efficient Way to transmit large 


is the mo 
amounts of power. It provides the lowest know? 


voltage drop—only 1.8 volts pet 1000 amperes 
per 100 feet. 

Exclusive design requires no V 
—permits 4 totally enclosed, compact, dust-ex- 
cluding enclosure. Rigid constru 
high resistance to heavy electrical stresses- 


SQUARE D PLUG-IN puct ’ 


entilation 


provide 


tached at frequent intervé 
of the duct, providing power wh 
when it's needed. 





NEW JOINT DESIGN. Feed-in Duct joint ROUND Bus 

design saves installation time and reduces provide greater 

maintenance cost. Duct ends are identical resistance to 

_—_ unnecessary fo select mating ends before breaker or fusib! 

positioning or hanging duct sections. installed ot 2-f 
ed bolts permit of the duct. Plug 


Outward-facing, pre-install 
rapid assembly and easy maintenance. 


ask YOUR ELECTRI 








ction provides @ 


s flexible powe™ distribution for branch 
be rearranged quickly 
um cost. Plug-in units can be at- 
ls along the length 
ere it's needed, 


bors with excep 


short -circvit 


BARS fo 


is along 
-in stabs grip the round bus 


tionally high pressure. 
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r Plug-in Duct 
al strength © 
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FLEXIBLE CONNECTORS of 
laminated copper join bus bors be- 
tween sections —permit proper align- 
ment, insure tight joints and provide 


for expansion and cont 


Plug 


outward for 


-in duct joints. All bolt heads face 


greater accessibility. 


FOR SQUARE D propucts 
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TANK PLANT 
GETS ROLLING 
IN RECORD TIME 


... With 


G-E Interlocked 


Armor Cable 



































FROM WAREHOUSE TO TANK PLANT in less than a year. That’s the 
latest record of this midwest tank plant. This 53-acre tank plant 


increased power distribution with two 7500-kva transformers and 
eighteen 1500 kva load centers. For fast installation G-E interlocked 
armor cable was the choice. 


MAIN FEEDERS and all other distribu- 
tion were handled exclusively by G-E 
interlocked armor cable. This cable, pre- 
installed in its own raceway, offered 
many installation advantages not pos- 
sible with other cable systems. 


NO THREADING, NO 
PRE-BENDING on this 
run of two 500 MCM 
cables. Threadless fit- 
tings terminate cable 
at panel box. Two 
right-angle bends 
made with no fitting, 
no bending equip- 
ment. 


a 
~— \ ae 


. SS og oe 


MECHANICAL POT- 
HEAD and SPLICE FIT- 
TINGS eliminated the 
need for wiped joints 
—added speed in these 
spots which usually 
slow down installation. 


COMPLETE DATA ON INSTALLATION ADVANTAGES 


Get the story on installation speed with G-E inter- 
locked armor cable from booklet 19-320. Write 
Section W12-524, Construction Materials Division, 
General Electric Company, Bridgeport 2, Conn. 


Goo can foul pow confidence nm 
GENERAL ¢ ) ELECTRIC 
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